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How to“trigger”a billion shots! 


scores of important industrial uses... as a solvent 


beer GHOUT THE WORLD, hypodermic needles 
in lacquers and thinners, as an excellent coupling 


with the help of isopropyl alcohol—are firing 


billions of “shots” aimed at preventing and curing agent for industrial cleaners and polishes, and as a 


disease gasoline additive. 

Used to sterilize the skin before injections are s - 
made, isopropyl alcohol helps prevent. infection 
IPA is widely used in hospitals as a standard sur- 


vical antiseptic and germicidal medium. It also has 


Isopropyl alcohol is another Shell Chemical prod- 
uct that contributes to 
a better life for all of us. 


Shell Chemical Corporation 


Chemical Partner of Industry and Agriculture 


NEW YORK 


For More Information Write No. 151 on Inquiry Card—Page 32 











i. ee ha nl 





Before you buy babbitted and bronze bearings . . . 
this 6-spot check can help you 


pre-judge quality 








HOUSINGS are of durable 
cast gray iron compact 
exceptionally strong and 
rigid. No excess weight. 





gy 

BASES ire finished for close 
tolerance from base to cen 
ter of bore issure= firm 
seating on supports 


BORES are ftinish-machined 
to close tolerances .. . as- 


Sure concentricity, accurate 
fit on the shaft 
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rm You'll find these LINK-BELT features in 
fe cater or stick 15 types and more than 300 standard sizes 





BOLT HOLES in base are 
slotted to permit casy ac 
justments for accurate shaft 
alignment. 


LUBRICATION of bearing is 
provided through grooves 
and fitting in cap. 





ook for these features when you buy 

. babbitted and bronze bearing blocks 
and you can be sure of long-lasting, 
free-rolling efficiency every time. 

In addition to those illustrated, Link- 
Belt uses a heavy-duty babbitt or high- 
quality bronze—securely anchored in 
housing—for long bearing life. What's 
more, Link-Belt assures off-the-shelf de- 
livery on more than 15 types and over 
300 sizes of solid, split, gibbed or angle 
blocks for shaft sizes from 12 to 8 inches, 


LINK: 
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plus related take-ups. And for special 
applications, bearings can be furnished 
with cast steel housings. 

Link-Belt bearing blocks are carefully 
packed to assure factory-finish condition 
on delivery. Recessed decals identify 
bearing blocks by serial number and size 

simplify ordering. Call your nearest 
Link-Belt office or authorized stock-car- 
rying distributor. Refer to the yellow 
pages of your local phone directory. 


“BELT 
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BABBITTED AND BRONZE BEARINGS 


LINK-BELT COMPANY: Executive Offices, Prudential Plaza, Chicago 1. To Serve Industry There Are Link-Belt Plants, Sales Offices, Stock Carrying Facto 


Branch Stores and Distributors in 
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All Principal Cities. Export Office: New York 7; Canada, Scarboro, (Toronto 13); Australia, Marrickville, N.S.W 


South Africa, Springs. Representatives Throughout the World. 
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POWELL 


world’s largest family of valves 








Fig. 3031—Steel Globe Valve for 300 pounds 
W.P. Outside screw rising stem and yoke. 
Plug type discs for either steam or oi! service 





Fig. 1861—Small Stainless Stee! Globe can be supplied. Screwed-in seat rings. Fig. 3059—300-pound Stee! Lubricated 

Valve for 200 pounds W.P. Flanged end Plug Valve. 6” Bolted Gland Type, without 
valves, 150 W.P., and screwed and flanged stop collar. Valves with stop collar and 

Angle Valves can be furnished. worm-gear operated valves also available. } 





Fig. 512—Small Bronze Gate Valve for Fig. 1561A—Steel Swing Check Valve for 150 Fig. 1832 Small Stainless Steel Gate 
150 pounds W.P. Screwed bonnet, inside pounds W.P. Full, unrestricted flow through Valve for 200 pounds W.P. Screw-in bonnet, 
screw non-rising stem, solid wedge disc. the valve when the disc is in open position. inside screw rising stem. Also available 
Flanged end valves also available. Welding end valves also available. with flanged ends, 150 pounds W.P. 
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For every flow control problem Powell offers more kinds or types, available in the largest variety of 





metals and alloys to handle every flow control requirement. Powell distributors are located in all principal 


cities and maintain inventories to fill almost any need. For special engineering problems, write direct to: 


THE WM. POWELL COMPANY °* Dependable Valves Since 1846 + Cincinnati 22, Ohio 


For More Information Write No. 155 on Inquiry Card—Page 32 
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_ Rubber straw gulps 
cattle feed by the carload 


B. F. Goodrich improvements in rubber brought extra savings 


Problem: \n making a special feed 
suppleme nt for animals, this company 
uses sharp, abrasive oyster shells and 
soya by the carload. It used to be un 
loaded from railroad cars to factory in 
flexible metal pipe. But the steel couldn't 
stand it. Friction of the abrasive mix 
ture was wearing through the pipe in 
six months 


What was done: When a B.F.Good 
rich distributor heard about the trouble, 
he suggested a B.F.Goodrich hose, 
made with a special lining of the tough 
est, wear-resisting rubber known. This 
rubber is soft enough to give under 
the beating it gets, yet so tough that 


it's even used in some places to carry 
broken glass 

Savings: This B. F.Goodrich hose was 
tried, and has been unloading 90 tons 
It's already lasted 
twice as long as the flexible metal pipe, 


a week ever since 


and is expected to give three or four 
times the service 

Extra benefits: \n addition to making 
this hose stand abuse, B.F.Goodrich 
engineers have also made it light and 
flexible, easy for workmen to handle. 
A coil of round steel wire, buried in 
the hose, keeps it from crushing, kink- 
ing or collapsing even under powerful 
suction 


Where to buy: Your B.F. Goodrich 
distributor has exact specifications for 
the B.F.Goodrich hose used for 
this materials-handling job. And, as a 
factory-trained specialist in rubber 
products, he can answer your ques 
tions about a// the rubber products 
B.F.Goodrich makes for industry 
B.F.Goodrich Industrial Products Co 
Dept. M-305, Akron 18, Ohio 





B.EGoodrich 


INDUSTRIAL PRODUCTS 
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s Issuing 1,200 purchase 
| orders & year cost $3,600 


Overstocking of lubricant types is a common problem in industry — 


results in a too-abundant inventory. 


Issuing 80 purchase 
orders a year cost $240 





In many cases, surveys can narrow inventory down to several basic 


types which perform the bulk of lubrication. 


Lubricant survey cuts cost 
of purchasing -in this case, 93% 


Inherent waste and duplication is com- 
mon when lubricants are overstocked. 
But this is only part of the loss you 
suffer. A too-abundant inventory can 
also result in very steep costs in your 
Purchasing Department. This example 
actually happened: 

One manufacturer estimates that it 
costs him $3 to initiate a purchase 
order. Investigation showed that it took 
some 1,200 such orders a year to main- 
tain his inventory of 100 different lubri- 
cants—or $3,600 in ordering costs. He 
instituted a survey. As a result the 
number of different lubricants stocked 
was dropped to 20. Quarterly pur- 


chasing intervals were also recom- 
mended. Purchasing cost then sank to 
a mere $240 per year—an annual sav- 
ing of $3,360. 

No wonder industry is feeling a ris- 
ing need for management planning of 
lubrication programs. Greasing a ma- 
chine is a mechanic’s job — but cost 
control isn’t. That’s why the services 
of a plant lubrication engineer are pay- 
ing off in larger plants; and even 
smaller plants are delegating lubrication 
responsibility to someone on the man- 
agement team. 

Whichever solution you choose, 
Texaco’s organization of Lubrication 


Engineers can offer specific assistance 
in all 48 States. A more detailed analy- 
sis is available in an enlightening book- 
let: “Management Practices That Con- 





trol Costs Via Organized Lubrication.” 





Write The Texas Company, Dept. P40, 
135 East 42nd Street, New York 17, 
New York. 
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LUBRICATION IS A MAJOR FACTOR IN COST CONTROL 


(PARTS, INVENTORY, PRODUCTION, DOWNTIME, 


MAINTENANCE) 
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What makes 


a) with 
the 


your best belt buy — 
by far 









Special tension members of steel cable 
or exclusive, synthetic Triple-Tempered 
A (3-T) Cords—carefully tempered with 
“A Tension, Temperature and Time for 
ARR LEE e : y maximum strength with minimum 
_— stretch. 


Tension and compression sections of mildew-inhibited 
rubber compounds—designed to the job—and manufac- 
B tured to team perfectly with whatever type load- 


carriers are used. 


Envelope of exclusive, bias-cut fabric impregnated with a mini- 
eS mum dusting, mildew-inhibited, friction-balanced rubber compound 
for long running without sticking or grabbing in the grooves. 


—-AND IT PAYS OFF IN 


Dimensional Stability for belts that don’t shrink or stretch in storage — for matched sets that 
stay matched 


High Strength and Low Stretch on the drive— for maximum resistance to shock loads— minimum 
creep and take-ups 


Clean, Smooth-Running Operation for maximum trouble-free, horsepower hours of operation — 
lowest possible power transmission costs 


—-SO NEXT TIME YOU NEED V-BELTS 


— be sure you get belts with the Green Seal. See your Goodyear Distributor for details. Or 
write Goodyear, Industrial Products Division, Lincoln 2, Nebraska, or Akron 16, Ohio. 
NALLY STABLE V-BELTS with the GREEN tS EAL by 


GOOD/SYEAR @ 


THE GREATEST NAME IN RUBBER 





Watch "Goodyear Theater’* on TV—every other Monday, 9:30 P.M’, E.S.T. Green Seal-T.M. The Goodyear Tire & Rubber Company, Akron, Ohio 
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Straws in the Trade Wind 





& BUT PRICES STILL GO UP—Despite a raw 
material price drop, price tags on manufactured 
goods continue to rise in many industries. For 
example, tin is cheaper, but tin cans are higher; 
zinc is off, while galvanized steel roofing 
creeps upward, Lead prices are lower, but bat- 
tery costs are up; scrap iron has declined 
sharply, while scrap ingots are more expensive. 
The reason given purchasing agents by fabri- 
cators: wage and freight costs have increased 
faster than raw materials have decreased. 


& COMPENSATION FOR THE BOSS—Ever 
wonder how much the president of your com- 
pany earns? Average direct compensation for 
presidents of major industrial corporations is 
$111,500 annually, says Dun & Bradstreet. 
This makes up only 80 per cent of his total 
compensation, however; the remainder consists 
of his “fringe’’ benefits, like a pension, life 
and medical insurance and stock options. 


&> COMMERCIAL BUILDING OFF SLIGHT- 
LY—January ‘expenditures for commercial 
buildings dropped a little less than one per cent 
below the same month last year. The office 
building and warehouse component rose, how- 
ever, 13 per cent. A 16 per cent fall in con-° 
struction of garages, restaurants and 
was responsible for the decline. 


stores 
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For the P.A.'s Hot File .. . 

Recession Signposts: general price 
weakness continues to show up in many 
forms other than outright price cuts. 
Some metalworking companies for ex- 
ample, report that on cold-rolled steel 
they are getting the equivalent of 
20,000 - pound - quantity - discounts for 
orders of 5000 pounds. Other manufac- 
turers are buying v-belts at original 
equipment prices even though the belts 
are for maintenance use. And a major 
New England manufacturer has negoti- 
ated cash discount terms on MRO items 
from the usual 2-10 net 30 basis to a 
7-10 net 30 rate, This, in effect, is a 
five per cent price cut. 











& PURCHASING POSITIONS TIGHTENING 
—Junior purchasing men on the lookout for 
new positions are finding rough sledding ahead. 
Although white collar people are only a small 
percentage of the estimated five million un- 
employed at this time, companies are moving 
slowly—if at all—in hiring new employees. 
While there still is some demand for com- 
petent buyers, the trend today is towards re- 


With the recession deepening in 
many sections of the nation, laid- 
off workers are creating long 
lines at state employment offices. 
In this Detroit office of the Michi- 
gan Employment Security Com- 
mission, workers now get unem- 
ployment checks covering two 
weeks instead of just one, in 
order to lighten the load on ha- 
rassed civil service clerks. 











Position means nothing 
in the life of a ball bearing! 


Upside down.. 


. right side up... sideways! Electric 
motors made with New Departure ball bearings keep 
their performance promises in any position. 


Such versatility is welcomed by appliance makers... 
machine tool builders, too... because it means 
infinite freedom of design. Accessibility for service 
need not be the ruling factor in motor location. For 
motors made with New Departure ball bearings... 







NEVV 


DIVISION OF GENERAL/MOTORS, 


NOTHING ROLLS LIKE A BALL 


For More Information Write No. 


s om 


like the bearings themselves ... are built to be for- 
gotten for long periods of service without need for 
relubrication. Best of all, you'll find there’s no adjust- 
ment necessary because of wear. 

If you’re looking for ways to simplify product design 
while you improve product performance, write or call 
for details on New Departure ball bearings. New 
tad Div., General Motors Corp., Bristol, Conn. 


1908-1958 


Hi\\" 


FORWARD FROM FIFTY 


EPARTURE 
BRISTOL, CONN. 
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ducing payrolls by not replacing personnel who 
leave their jobs. 


&> AEROSOL BOMB BOOM COMING—W atch 
out for some hard selling in the near future of 
many new products packaged in aerosol bombs. 
In the testing stage now are plans to use low 
cost oil-based detergents instead of alcohol 
solvent in the container. If this problem is 
solved, new industrial uses of the handy bombs 
will multiply almost overnight. Some possible 
applications: floor waxes, polishes, shampoos. 
®&® INCREASED USE OF 


COAL ENVI- 


SIONED—A sharp rise in the purchasing of 


bituminous coal by P.A.’s is predicted by the 
National Coal Association. It feels that electric 
utilities alone will almost double their 1957 pur- 
chases of 157.4 million tons by 1970. Other 
markets seen increasing their orders in the 
next 10 to 12 years are cement—stimulated by 
the federal highway construction program - 
and steel. 


> ELECTROMATION ON THE UPGRADE— 
A $3 billion increase in electromation—or plain 
old automation—by 1965 is in the offing, ac- 
cording to a vice president of a major electrical 
manufacturer. In a tip to future-minded pur- 
chasing executives, he reveals “‘American in- 
dustry is seriously underpowered for the pro- 





Robert C. Tyson 
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In a pat on the back for the nation’s purchasing 
agents during this recessionary period, Robert C. 
Tyson, chairman of the finance committee of U.S. Steel 
Corporation, said that business executives “have con- 
ducted their affairs with far greater prudence than 
ever before. The records show inventories as being 
large, it is true; but the data do not disclose a situation 
that would require a prolonged period of readjust- 
ment.” Mr. Tyson also asserted “‘because business plan- 
ning has proceeded with prudence in the past, it can 
proceed with all the more assuredness and steadiness 
in the future.” 


SSCHSSSSHSSSSSSSSSHSSSSSSSSSHSSSSSSSSSSSSESESESESESEEE? 


ductivity it will require tomorrow.” Around 
52 per cent of industrial plants have low in- 
coming voltage, he says, 85 per cent have in- 
adequate power capacity and all lack adequate 
transformer capacity for future growth. 


> POLYETHYLENE PRICES DOWN—Two 
major producers of polyethylene, Hercules 
Powder Company and W. R. Grace & Co., cut 
the base price of high-density polyethylene 
four cents to 43 cents a pound. The drop affects 
general-purpose types used for extrusion, in- 
jection and blow molding. 


&> CONSUMER PRICES HIGHER — Two 
major consumer price indices showed increases 
in January, indicating that the cost of living 
has not yet been slowed by the business down- 
turn. The United States Consumer Price Index 
rose .6 per cent to 122.3 (1947-49 equals 100) 
and the National Industrial Conference Board 
Price Index was boosted .3 per cent to a new 
high of 106.3 (1953 equals 100). 


> CRUDE INVENTORIES CAUSE CUTS— 
Excessive crude oil inventories in the nation 
are causing more price cuts by refiners. The 
South Penn Oil Company and the Quaker State 
Oil Refining Corporation dropped their prices 
25 cents a barrel to generate more buyer in- 
terest in their Pennsylvania grade crude. 


QUOTE | SOOOHOSHOOOOHOOSESSESESOSESOEEEOOOSESS 
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There’s extra comfort Every day’s a safe day 
and extra wearin... when you buy... 


LEATHER HOT ] 
PALM MILL 
_...| GLOVES ___| GLOVES 


quality side-split leather (18-oz., Outside Ply) 











eee 
Try on a Riegel leather-palm work glove . . . see and Extra comfort for the hot jobs ... extra wear... extra 
feel how it’s cut to fit comfortably the natural contour safety ... all these you'll prove when you try Riegel’s 


of the hand, flexing without binding at any point. 
Check for yourself the top quality wear-resistant glove 
leather used .. . carefully graded and selected for uni- 
form thictness.. .no weak spots...no premature holes. 

Now more than 200 Riegel eoiiair- palm styles to 


Hot Mill gloves. True-weight, 24-0z. double-quilted 
palms of special Riegel high-nap, heat and wear- 
resistant fabric. Closely spaced stitching wears longer. 
Choice of seams in or out ; band-top or water-resistant 


fit any job... or we can make to your specs. You get gauntlet cuffs, with or without pulls. All have knuckle 
the local service you want, too . . . industrial special- straps. Two sizes: large and extra large. Priced com 
ists to help select the right glove . . . 8 warehouses to petitively . . . eight warehouses to speed delivery. 


speed deliveries. Prices always competitive. Phone or write nearest branch today. 


Free catalog! ior dovvie avitieds 


£5 
at Po 


INDUSTRIAL GLOVE SALES 


RIEGEL TEXTILE CORPORATION 


Free catalog! 


‘Rieart 


aver eee vey 





INDUSTRIAL GLOVE SALES 


RIEGEL TEXTILE CORPORATION 


; CONOVER, N. C. CONOVER, 
Sales Offices in: Warehouses ia: Sales Offices Warehouses 
é x . : Sirmincham @ Chita ago © Conover, N.C 
. r ‘e P troit © Gree e, Ala 
es . y A _ ° " . ée Los Angele 
Ang P City New Yo -aterson, t 
GLOVES THAT ry me), New York (Pater . an. om ty —_ 


WHEN OTHERS WEAR Ol Portland, Ore 
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Irs A good time for the alumi- 
num buyer. After battling in a 
seller’s market for most of the 
last 12 years, the aluminum 
buyer is now in a position to 
say, “Ship it yesterday and take 
a little off the top.” 

The reason, as any P.A. who 
has been in the market in the 
last 16 months knows, is this: 
Along with the general business 
slowdown, aluminum demand 
has dipped (57 shipments were 
six per cent below the '56 rate), 
and at the same time the indus- 
try has added to its production 
capacity. 

The spread between demand 
und capacity is expected to wid- 
en even further this year. Ap- 
proximately 179.000 tons of new 
capacity will come in this year 
(much more was originally 
scheduled, but now expansion 
plans are being phased out). 
With the additional new capac- 
itv, available aluminum supply 
in the U.S. during °58 will be 
around 2.5 to 2.6 million tons. 
This contrast with demand of 
around the 2 million to 2.2 mil- 
lion ton level. 

Adding to 


the unbalanced 
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Special Industry Report: 


ALUMINUM 


It's never been better so far as the buyer is 


concerned. Supply is plentiful and prices are 


competitive. The current market condition 


is expected to continue through early 1960. 


supply-demand relationship is 
the fact that producer’s inven- 
tories are up, supply pipelines 
are filled, and, under a renegoti- 
ated contract, there has been a 
drastic cutback in the govern- 
ment’s stockpile take. 
Naturally, this oversupply sit- 
uation affects prices. Though 
producers were able to boost 


primary aluminum prices 1¢ a: 


pound last August, the general 
market tenor is of price 
softness—especially on the fab- 
ricated and semi-fabricated lev- 
els. 


one 


At present, price concessions 
are readily available on alumi- 
num extrusions, wire, cable, tub- 
ing, and castings. Price cuts also 
show up in the ferm of reduced 
extra charges and_ increased 
quantity discounts. 


Expect Price Hike 


In addition to the effect the 
current excess aluminum supply 
is having on the market, lower 
prices of other metals—especial- 
ly copper which is now under- 
selling aluminum by one cent a 
pound—<can’t help but weaken 
aluminum prices. 


It appears likely, however, 
that when the aluminum work- 
ers get their automatic wage in- 
crease of around 14¢ an hour in 
August, the producers will again 
up their prices slightly. With the 
market as soft as it is at pres- 
ent, this may seem paradoxical ; 
however, it’s an administered 
pricing situation with the Big 
Three pretty well convinced that 
they will have to boost prices to 
cover increased labor costs. Also, 
there’s little reason to believe 
that demand for aluminum 
would show any marked increase 
if prices were held at current 
levels or even reduced slightly. 

In spite of the possible price 
hike on primary = aluminum, 
P.A.’s can count on continued 
strong competition in the fab- 
ricated field to keep prices in 
line. Some of the increase in pri- 
mary metal prices will have to 
be absorbed by fabricators. 

Overall, purchasing executives 
can figure that current market 
conditions will continue through 
’59 and possibly into early 1960. 

For P.A.’s who have thought 
about switching to aluminum 
but were afraid of supply short- 


11 





ONE-PIECE WELDED CONE 
FOR THE HOT SPOT 


This is the vital nozzle cone of the Martin Mace guided missile. 
American Welding was able to form it in one piece from %-inch plate 
(FS-1020) and arc weld the joint to produce a tapered cone 

with a major diameter of 25 inches and a minor diameter of 

15 inches. After heat treating and X-ray testing, it proved to be 
better and more economical than nozzle cones produced by the 
previous method of forming in two halves. 

lf you require a circular product and it's metal — call 

American Welding first. 


New Products Catalog. Write today for 20-page 
catalog of circular products which American 
Welding can form, weld and machine for you. 
vv 
— 
THE AMERICAN WELDING & MFG. CO. 
460 Dietz Road + Warren, Ohio 
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Special Industry Report: 


ages, now is about the best time 
they have ever had to make the 
switch. 

In fact many P.A.’s are al- 
ready substituting aluminum for 
other metals. In a survey by 
PURCHASING Magazine of the 
trend in “materials substitu- 
tion” (see p. 19) of the 43 per 
cent of the purchasing execu- 
tives who said they had recently 
made materials’ substitutions 
among their major commodities, 
aluminum ranked second to plas- 
tics as the most popular ma- 


terial. Lower cost was men- 
tioned as the main reason for 
the switch in more than 
half of the responses. “Im- 


proves the product” was men- 
tioned by 25 per cent of the 
P.A.’s, while improved supply 
and lighter weight were the next 
most frequently mentioned rea- 
sons. 


Hit New Markets 

Despite the changes from a 
seller’s to a buyer’s market 
aluminum producers are confi- 
dent that over the long run their 
industry will continue to expand 
at a faster rate than any of the 
other major metals. Industry) 
spokesmen point out that in 
some ways even the current ex- 
cess supply is in a way a bless- 
ing. Their view is that they are 
now in a position to push alumi- 
num in markets they couldn’t 
touch before because they 
couldn’t back up their sales 
pitch with metal. Now they have 
the metal and the industry’s 
problem has changed from one 
of production to increasing its 
markets. 

Ideally the aluminum industry 
would like to get a firmer hold 
in the mass production indus- 
tries—especially can making 
and the automotive field. 

Already aluminum has made 
some highly publicized inroads 
in the can market and its role 
will probably increase although 
because of cost it seems unlikely 
that aluminum will ever serious- 
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ly dent tinplate. In applications 
where can be salvaged, 
however, aluminum may prove 
highly competitive. 

The automotive outlook is 
very tantalizing — particularly 
the prospect of a possible alumi- 
num motor block. Impact on the 
aluminum industry would of 
course be tremendous. In a 7- 
million car year for example it 
would mean added consumption 
of more than 500,000 tons. 

As it is, aluminum is steadily 
advancing in the automotive in- 
dustry. An average of 45 pounds 
of aluminum is being used in 
1958 models—an 81 per cent in- 
crease over the 24.8 pounds used 
in 1955. Some of the higher 
priced °58’s have around 200 
pounds of aluminum. 

AS an indication of where and 
how far the industry is going, 


cans 





1951 


1952 1953 1954 1955 1956 1957 


here is a 1955 vs 1975 forecast 
of one of the major producers: 
e Use of aluminum by the 
transportation industry will rise 
from ’55’s 400,000 tons to 3 mil- 
lion tons in 1975. 

e Construction will be using 2 
million tons a year as compared 
with 500,000 tons in 1955. 

e Electrical uses will mount 
from 250,000 tons to more than 
1 million tons. 

e And overall, total U.S. con- 
sumption will rise from a cur- 
rent 2 million tons-per-year rate 
to around 10 million tons. 

This may be a sales-oriented 
forecast and the figures may be 
a little on the pie-in-the-sky side, 
but there’s no doubt about alum- 
inum’s future growth. More and 
more, P.A.’s will find that they 
are specifying aluminum in their 
purchase orders. 
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People 


buy 


Scott Towels 
for 
many 


reasons: 





Mr. Ray H. Anders, Director of Purchases, Sun Oil Company, says: 





“Scott Products have great public acceptance... 
so most Sunoco stations buy them!” 


Public acceptance of Scott products is an im- 
portant factor to Sun Oil Company. Says Mr. 
Anders: “We don’t buy on price alone. Our 
employees—and our customers—-/ike Scott 
products. This means happy employees, and 
better service to the public through Sunoco 
service stations!” Sun Oil uses Scott products 


at the main office in Philadelphia, in district 
offices, and in other factory-owned divisions. 
Mr. Anders points out that the choice of paper 
is ‘a voluntary purchase by each independent 
Sunoco dealer. And the great majority of 
Sunoco stations buy Scott because they know 
the public is very familiar with Scott quality! 


Your Scott distributor is in the Yellow Pages under ‘Paper 


SCOTT PAPER 


Towels."’ Call him today. And be sure to watch ‘Father 


Knows Best” and ‘‘The Gisele MacKenzie Show" on NBC-TV. 


Scott UHA Towels Scott Multifold Towels 


Scott Singiletoid Towels 


ScotTissue 
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Regional Roundup 


Textile Slump Deepening 


Unemployment in Massachusetts is now running around the 130,000 
mark, or about 614 per cent of the labor force. This figure would be 
even higher if the service industries hereabouts still were not short of 
workers. Unemployment in the Biddeford-Saco section of Maine was 
so serious recently that bread lines were formed; apparently too great 
a concentration of laggard textile and textile machinery firms there. E AND 
That long-depressed industry remains in the doldrums, with new orders 
curtailed and fresh price cutting reported. 

Retail sales generally are running somewhat below the volume for 
the corresponding period a year ago. This is attributable in part to 
inclement weather but also reflects the fact that consumers have less 
money because of shorter work weeks and layoffs. 


Steel Production Rise Uncertain 


The decline of general business activity in the steelmaking areas last 
month was due largely to the cold wave which hampered industrial out- 
put and adversely affected retail buying, according to a report from the 
University of Pittsburgh’s Bureau of Business Research. Towards the 
end of the month, however, business recovered some of its lost ground 
with the advent of improved weather. 

An optimistic note: some steel mills have recalled a number of idle 
workers following a moderate gain in new orders. But steel producers 
are hesitant to make definite prognostications about the time when the 
rise in output will occur. Best guess around here is that the real produc- 
tion increase won’t come until spring at the very earliest. 


Cold Winter Hurts Business 


Much of the economic picture in the Southeast today was painted by 
the hard hand of winter. While most industry is fairly firm and business 
leaders profess confidence, there are a multitude of little agonies on the 
farms, in the small towns and in cities which are largely dependent upon SOUTH 
the money from agriculture. EAST 
However, there is guarded optimism in the air where all was gloom 
two or three weeks ago. For one thing, the steel industry is looking up. 
Customers are not jumping to buy, but’ the tone of the market is strong. 
Construction starts, held back by the cold, are coming on briskly and 
considered quite good. Slowdowns and layoffs from the defense cutbacks 
ordered last year are widespread, but there is reason to hope for an 
upturn to start about June as a result of the Sputniks and Explorers. 
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BRIDGEPORT BRASS 


Copper ALLOY BULLETIN 


Getting More For Your Metal Dollars with Bridgeport High |. Q. Alloys 


eeeeeeee eee eee eee eee eeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeee ** 


HOW TO GET ECONOMICAL 
BRIGHT FINISHES 
WITH U.F.G. BRASS 


Bridgeport Ultra Fine Grain Brass can 
be quickly and economically buffed to a 
high lustre, lacquered or plated after 
bending, forming or drawing. For this 
reason, it is the ideal material for buckles, 
ornamental jewelry, vanities, lipstick 
containers, building hardware, clock 
cases, etc. 

The secret is in its fine, even grain 
structure. Grain sizes are available 
from .005 up in a wide range of tensile 
strengths, Rockwells, stiffness and 
springiness. In effect, you can “‘pre- 
scribe’ the right metal and grain size 
needed to impart the desired quality to 
your product at minimum cost. 

{t will pay you to investigate Bridge- 
port Ultra Fine Grain Brass if your com- 
pany is making products where beautiful 
lustrous finishes are important. Your 
nearest Bridgeport Sales Office will be 
happy to supply the answers. 

For more information about Bridgeport 
U.F.G. Brass, write for your copy of 
“Grain Size—the Fourth Dimension.” 








Ps BRASS 





This machined part is a typical case of how the right metal 
was chosen by Value Analysis at the design stage 





Using Value Analysis To Cut 
Metals Costs At The Design Stage 


As a Purchasing Agent with an inti 
mate knowledge of materials and vendor 
capabilities, you occupy a key position 
in helping your company save money on 
metals purchases. 

Nowhere else do the opportunities for 
savings abound in greater number than 
in the design of new products or the 
redesign of existing products. Here, a 
good Value Analysis program can cut 
costs and simplify production. 


The Design Viewpoint 


Obviously, the designer’s primary in 
terest is better design, improved oper 
ation and better performance. Chances 
are he has an excellent background on 
materials and production processes as 
well as mechanical, chemical and electri- 
cal details. 


Purchasing's Key Position 


He is not in a position, however, to 
adequately evaluate costs, material 


availability and vendor services. A Pur 
chasing Agent’s day-to-day experience 
with these problems proves invaluable 
and can often guide the Design Depart- 
ment in final materials selection. 


Vendor Cooperation 


Your Value Analysis work can be 
simplified if you enlist the support of 
your Bridgeport Salesman. He can give 
you specialized information on the char 
acteristics and capabilities of the wide 
range of Copper Alloys Bridgeport has 
to offer. He can often assist you in work 
ing out materials specifications and sug 
gest ways in which copper and brass can 
be used more effectively and economi- 
cally. For the answers to the more 
invoived technical problems, he can 
always call on the advice and help of 
Bridgeport’s Technical Service and its 
staff of graduate metallurgists. 

For more complete details, call your 
nearest Bridgeport Sales Office. 


BRIDGEPORT BRASS 


Bridgeport ,,.. 
Xo t Bridgeport Brass Company, Bridgeport 2, Connecticut * Sales Offices in Principal Cities 
In Canada: Noranda Copper and Brass Limited, Montreal 
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Spotty Picture Raises Questions 


Some area businessmen don’t know whether to be depressed because 
there hasn’t been a tax cut as yet, or happy about the prospects of a 
boost to the economy caused by increased federal spending. With a spotty 
recession picture, there are varying opinidns as to why a downward 
trend exists in certain industries and what to do about it. A manufacturer 
of plywood products blames high imports of foreign plywood for his 
current drop in sales. But an aluminum products producer, enjoying 
increased sales, blames the automobile industry and suggests it should 
arbitrarily reduce its profits. 


Recession Milder Than Elsewhere 


Talk with government officials, retailers, manufacturers or even union 
leaders here—they all come up with variations on the same theme. 
“There’s been a little drop, sure, but no crisis comparable to other parts 
of the country.” 

Oilmen are glum about the drastic cuts in the amount of oil they 
are allowed to produce, though agreeing that slackened demand and a 
flood of imported oil make the restrictions necessary. New drilling de- 
clines, and the suppliers of pipe, drill bits and hundreds of other items 
fee] the pinch. Yet Dallas manufacturers signal their confidence by tell- 
ing state employment people they'll need more men in about 60 days. 
The predominant feeling is that this section of the country, at least, 
will be heading upwards again by summer. 


California Up, Northwest Down 


The West is a patchwork of boom optimism and recession doldrums. 
In southern California, where all hopes revolve around the major air- 
craft industry, anticipated missile contracts keep spirits high. One of 
the big purchasing changes is the major swing to captive component 
buiiding. Electronics departments are being set up or acquired through 
merger by most of the major airframe makers. 

The dark side of the picture is Oregon and Washington, where another 
severe drop in Douglas Fir quarter-inch plywood prices may signal clos- 
ing of some weaker mills. Yet hopes for a government-pushed construction 
upswing keeps marginal operators in the race. While demand has risen 
11 per cent from last year, production has edged up 13.8 per cent. 
Look for even more price cuts. 
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_SEND FOR FOSTER's NEW 
TRACK INSPECTION 


we 










To help you simplify and 
improve your industrial track maintenance 


















A new, easy-to-use guide — FREE 


This brand new Foster Track Inspection Kit is yours for the SEND FOR VALUABLE KIT #P-3 
asking—it will help anyone avoid costly track breakdowns. —IT INCLUDES: 
In one complete package we have pictured and listed all the 


1. 11%" x 18'4” heavy card chart with 


elements of a modern industrial track installation, and pro- diagrams of various types of indus 
‘ . . trial track installations 
vided the guides heck as to leve aintenance. 
e guides for you to check as t le el of maintenance Pp niggas see 
Over 55 years of industrial track experience are now con- non-technical terms. 
densed—for your handy use—into this valuable free kit. It + ee Sees sae ee 
: ; ‘ in sufficient copies to take care of 
will earn a special welcome among plant engineers as a handy inspecting the average installation. 
. . ; 4. F Foster Track Maint 
guide to help them improve their track maintenance programs, ace i pellegy Py pagan 
but anyone can use it. Send today for your free.copy by writing 5. Postage-paid card request form for 
he F . fice neares a > rc Foster catalogs and additional track 
the Foster office nearest you .. . or write to L. B. Foster Co., inspection kits 


Box 1647, Pittsburgh 30, Pa. 
RAILS & TRACK ACCESSORIES © PIPE, VALVES & FITTINGS * CONTRACTOR NEEDS » HIGHWAY PRODUCTS 


LEVEE VILIVIAY co 


PITTSBURGH 30 ¢ NEW YORK 7 + ATLANTA 8 © CHICAGO 4 « HOUSTON 2 © LOS ANGELES 5 
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Whats New in 
MATERIALS SUBSTITUTION ? 


Shortages are now a thing of the past. The once hard-to-get metals are going 
begging. All primary metal producers have excess capacity and are fighting for 
orders. In short, we're in the biggest buyers’ market since before World War Ii. 
Opportunities for profit-making substitutions were never so great.To get the latest 
trends in materials substitutions, we surveyed a representative cross-section of pur- 
chasing executives. Their combined answers follow. 





1. Have you noticed ary trend 
among your suppliers to use sub- *®S 
stitute materials in the finished 
products they sell you? 





No 





56% 





2. Have you made any materials 
substitutions among your major Ys 
commodities? 





Plastics was the most popular substitute material. It 
was mentioned by 60 respondents. Aluminum was 
second most popular with 30 substitutions. 


3. What are your reasons for Lower 
making materials substitutions? costs 


Better 
supply 


improved 
product 
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GENERAL CHAINS 
Cast chains including detachable, pintle, 
case conveyor, mill, transfer, log-haul, 
combination-Durobar, cast roller, ley 
bushed, and drag. Steel chains including 
detachable, Chabelco, drop forged, 
block and bar, long-pitch leaf, and 
TableTop. 





ROLLER CHAINS 


Complete line of roller chains, including 
ASA single ond multiple strand, ASA 
double pitch, agricultural, replacement, 
and PlateTop; block and leaf chains; 
STOCK and special types. 


ay 


CAST SPROCKETS 
Including STOCK and order sizes, arm- 
body and plote-body, solid and split, 
flanged rim and drum flanged, traction 
wheels and idlers. Made of gray cast 
iron, Temperim or cast steel. 


y 


CUT SPROCKETS 
Including single and multiple strand, with 
ond without hubs, in STOCK sizes of 
Shaft-Ready, Taper-Lock, and stock-bore 
types for roller chain; also made-to-order 
sizes. Made of steel or semi-steel, de- 
pending on type. 





BEARINGS AND TAKE-UPS 
Including the Shafer Self-Aligning Roller 
Bearing line of pillow blocks, flange 
units, cartridge units, flange-cartridge 
units, duplex units, take-up units, and 
take-up and frame units. Also babbitted 
ond bronze-bushed types. 





TRANSMISSION 
Including roller chain flexible couplings, 
square-jaw and spiral-jaw clutches, solid 
and split set collars of malleable iron or 
steel, chain slack adjusters, and lubricat- 
ing fittings. 


ELEVATOR BUCKETS 
Cast types made of malleable iron or 
Z-metal, and fabricated types made of 
welded steel. STOCK and order types. 
From the smallest to the largest commer- 
cial sizes for handling all classes of 
bulk materials. 





CONVEYOR PRODUCTS 
Complete line of belt conveyor idlers— 
regulor and training, in troughing, flat, 
and return types; welded steel pulleys; 
belt conveyor trippers and take-ups; 
belt cleaners; backstops; steel beaded 
slats; leakproof aprons and self-con- 
tained feeders. 


<a 


NS 


ACCESSORY PRODUCTS 
Bin gotes of undercut type or rack and 
pinion type—plain and dust-tight Spray 
nozzles in a complete range of sizes 
ond moterials. Choin vises and cases. 
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DO YOU BUY FROM THIS CATALOG? 


What do you buy from CHAIN Belt in addition to the prod- 
ucts listed in the new Standard Merchandise Catalog 610? 

You buy the assurance of a quality product—of value re- 
ceived for your dollar. You buy fast shipment of standard 
items from distributor and warehouse stocks across the nation. 

You buy prompt factory attention to emergencies and spe- 
cials. You buy engineering assistance—if you need it—from 
your nearby CHAIN Belt sales office or distributor. 

Write for your 610 Catalog today—and consider these extra 
values which CHAIN Belt offers you toward a sound and 
mutually profitable business relationship. CHAIN ~ Belt 
Company, 4670 West Greenfield Avenue, Milwaukee 1, Wis. 


CHAIRS! sect 


For More Information Write No. 165 on Inquiry Card—Page 32 


PURCHASING 











Purchasing Opinion 








4. Do you feel the change willbe Yes 
permanent? 





Is your comparrty currently con- Yes 
sidering any other substitutions? 





Do you have any sort of system 


to make it easy to switch back Yes 
and forth between materials to 
take advantage of changing mar- 
ket conditions? No 


WHAT THEY SAY: 


MATERIALS ‘are fighting harder than ever 
with each other for the buyer’s favor. “What 
makes my job so fascinating,” declares one metals 
buyer, “is that it’s a never-ending search for 
greater value among a variety of recognized ma- 
terials, all capable of doing a job for me.” 

Recent changes in key commodity prices are 
causing purchasing men to take another hard 
look at their materials applications to see where 
possible substitutions can be made. For example, 
copper cost roughly twice as much per pound 
as aluminum not too long ago. Now they are both 
at just about the same price. In fuels, the situa- 
tion is equally competitive. Oil has tumbled from 
its post-Suez crisis heights to levels that make it 
look more attractive to many coal and natural 
gas users. 

Periodic changes in the relative costs of com- 
peting materials are both normal and desirable 
in a healthy market economy. Many P. A.’s ap- 
proach them systematically. That way they can 


Marcu 17, 1958 





°°, ee 

eeeeee 
sass ee eee eeeeeeeeeeeee es 
ste tetetetetete te etetecteeeeeeeeeeeeeees 





catch changes in commodity markets in time to 
take advantage of them by making substitutions. 
A director of purchases for a medium-sized hard- 
ware manufacturer does it the easy way. His 
purchased parts records are kept on punched 
cards and can be sorted by type of material. 
Whenever there’s a price change on a key com- 
modity, he can run his record cards through a 
punched card sorter that automatically picks 
up all items made of that commodity. He’s then in 
a position to immediately go after his vendors for 
price reductions or to make substitutions where 
alternate materials are available. 

For the first time since the Korean War, metals 
markets are relatively free of government inter- 
ference. Tariffs are generally as low as they've 
been in years. Stockpiling has been drastically 
curtailed. The buyers’ market has finally arrived, 
and in the opinion of PurcHAsSING’s readers 
materials buying has become even more of a 
challenge. 
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What you should know about 


Why do they put 


“permanent waves” 
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“flutes’’ in Union Boxes 


= aS oe 


in corrugated boxes? 


” 


The small ‘‘waves,”’ or flutes, in the 
center section of corrugated board 
are a vital box construction feature. 
Like bridge trusses, they absorb and 
distribute shock — provide extra 
rigidity for the walls of your shipping 
container. Flutes are like bridge trusses 


ail 







All flutes, as the illustrations show, = 
are not alike. No one is “‘best.”” Each Sirs 


does a specific job. Selecting the type a 
you should be using calls for a de- —— BOARD 


tailed analysis of your product. Ths SS 
is one small part of Union’s complete 
package engineering service. These 
fundamentals, however, are excellent 
guideposts: 


An‘‘A”’ for cushioning nA 2 
“A” flutes were the first type used in TAVavav: 


corrugated box manufacture. They 
have the highest arches—about 3/16 


inch. “‘A”’ flutes are generally used A’ flute 
for fragile articles because their greater height offers 
extra cushioning protection and better stacking strengt! 
**B’’ flutes—smallest and stiffest is a - 
i ae ¥ 
hae ‘é 


. ” < 
“B” flutes are lower, stiffer than “A, ona iit oo 
have 42 per cent more flutes per foot. pd Nd = — 


Because of reduced thickness, ‘‘B”’ 
flute board makes a neater package, B” flute 





takes up less warehouse and car space. Excellent for 
heavy items like canned goods which support their own 
weight, thus require less shock resistance. 


**C’’—the in-between flute 


Half-way and happy medium between 
“A” and “B” are “C”’ flutes, prob- 
ably the most commonly used today. @N#% "4 
They combine the best features of —_ = 
the other two and are often an excel- 


“C” flutes 








lent compromise. 


Combinations may be needed 


Flutes may also be combined, one on 
top of the other, to form a double wall 
container. The combinations most ata ara 
—— used are “A’’-“B” and at" a awa, 


»”-“B.”” The double walls provide me. © 


= igaceeniaitnieneammaee cae 
are ideal for heavy duty containers. 


“C’'-"B” flutes 


Union Box engineers are always ready to help you deter- 
mine the proper flute, or combination. You'll find, too, 
that the flutes in Union Boxes are consistently well 
formed—each of uniform height—each taking its full 
share of the load. 


This sturdy construction is one of your best assurances 
of dependable performance of your corrugated shipping 
container. 


Write for Union’s free, informative booklet “‘Manufacturing Sheets for Corrugated Boxes.” 


a ONION BOXES 


UNION BAG-CAMP PAPER Corporation 


233 BROADWAY, NEW YORK 7,N.Y. 


Factories: Savannah, Ga.; Trenton, N.J.; 


Chicago, Ill. 


; Lakeland, Fla. 


Saies Offices: Eastern Division—1400 E. State Street, Trenton, N.J. 


Southern Division—P.O. Box 570, Savannah, Ga.; 


P.O. Box 454, Lakeland, Fla. 


Western Division—4545 W. Palmer, Chicago, IIl. 
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45-52% LIQUID CAUSTIC POTASH IN 2 GRADES 


& 
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Modern electrolytic method for Monsanto caustic potash assures you uniformity, purity, prompt delivery 
Two grades of liquid (45-52%) caustic potash, low-chloride and technical, are available 

nationally from Monsanto. Caustic potash of pace-setting quality ...in uniformity, in 
purity. If you are interested in the finest liquid KOH, for now and in the future, -call 
your local Monsanto representative or write: MONSANTO CHEMICAL COMPANY, 
Inorganic Chemicals Division, Lindbergh and Olive St. Roads, St. Louis 24, Missouri. In 
Canada: Monsanto Canada Ltd., Montreal. 


Monsanto 





Where Creative Chemistry ® 
Works Wonders For You 


Unfailing source of Sodium Bisulfite, Sodium Bisulfate, Chlorosulfonic Acid, Muriatic Acid, Nitric Acid, Sulfuric Acid and Alum 
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Washington Report 


What End of “Fair Trade” Means 
To the Purchasing Agent 


“ht 

AIR TRADE”—on the de- 
cline in the last five years—took 
a further plunge with G.E.’s de- 
cision to abandon its policy of 
fixing resale prices. Other mar- 
keters were quick to follow G.E.’s 
lead. 

Purchasing agents, with a ma- 
jor stake in market 
trends, sharper 
practices in all 


consumer 
can anticipate 
merchandising 
markets. Prices to consumers will 
be marked down in the 38 states 
where price maintenance 
still has some effect—and signifi- 


resale 


cantly, consumers will expec 
lower prces 

On the other hand, there is no 
relief in sight in price of materi- 
als and cost of labor—which put 
the consumer goods manufactur- 
er and his purchasing agent in the 
middle of a major squeeze. 
attitude on what 


knell for 


is cautious interest 


Government 
seems to be the death 
“fair trade” 
some optimism that price break 


His announcement... 





W. H. Sahloff, in announcing the end 


of G.E.’s “fair trading” policy, said 
adverse court rulings and unfair 
competition for dealers who main- 
tained “fair trade” prices were the 
main reasons for abandoning the 
policy. 
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might give the economy a boost— 
some pessimism that small mer- 
chants may be badly squeezed. 


Negative Enforcement 

Trade Commission, 
which nominally had a direct in- 
terest in fair trade, never had the 
responsibility of enforcing the act. 
FTC had a negative enforcement 
position, in that fair trade was ac- 


Federal 


corded an exemption from anti- 
trust 

White economic advis- 
ers do not see slide of “fair trade” 
as an unmixed blessing. On the 
one hand, the immediate outlook 


House 


bigger sales volume in 
hard goods 


Is lor a 


Department store and other 


volume merchandisers in “fair 
trade” areas, who have been bad- 
and 


into 


iscount houses 


cutters, 


gered by « 


price will now get 
the act 
Question 


House economic analysts is wheth- 


—_ 
raised by White 


... touched off a buying spree. 


er public will react to price-cut- 


ting with a sustained buying 
surge—or will they hold back in 





their purchases waiting for the 
“bottom” price? 

First buyer reaction was good. 
Lower appliance prices brought 
crowds to stores featuring price 
cuts. 

At the manufacturing level, 
abandonment of fair trade calls 
for sharper competition in prices, 
quality and warranty practices. 

If lower prices result in larger 
volume of demand, trend will pull 
away from luxury into 
utility models that can sell at low- 
er price tags. 


models 


Note: In drug and pharmaceu- 
tical fields, where there is closer 
control over product, and where 
have greater brand 
name consciousness, fair trade has 
a better chance of survival. 


consumers 


e Further Money Easing 
In the Offing? 


Money MARKET has loos- 
ened—will loosen further. Feder- 
al Reserve took a two-pronged 
the first, 
(now at 
money 


approach on money - 
rediscount 


which 


lower 
2% %) 


rates 
makes 





End of “fair trade” pricing on small appliances resulted in a quick buying 
surge. Appliances were being sold at 30-40 per cent off former “fair trade” 
prices. 
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|| Goes Straight Through . 
COAST-T0-COAST 


...One Carrier Responsibility ALL THE WAY 
with NON-STOP, 2-MAN SLEEPER CABS! 
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to the borrower, and sec 
ond a $500 million reduction in 
the reserve requirements of mem- 
ber banks. 

Importance here is that dollars 
freed by lowering reserves are 
known in the banking circles as 
“high-powered dollars”. Bankers 
can “spin” the freed reserves into 
loans by a factor of five—in effect 
increasing their lending capacity 
by $3 billion. 

Problem now is whether this 
financial shot in the arm will be 
enough. Mortgage money right 
is reported easy. Commer- 
cial loans are readily available. 

Federal Reserve will be watch- 
ing the home building market as 
it opens up. If any tightness de 
velops in mortgage money, look 
for further action; A further low 
ering of reserve requirements 
more likely than another drop in 
rediscount rate. 


cheaper 


now 


e Union Moves To End 
Featherbedding 





Union Leader R. J. Gray has asked 
all building trades to end feather- 
bedding practices. 


| azor AGREEMENT to ban 
featherbedding has implications 
for purchasing. Currently the 
agreement applies to the building 
trades, but there is a chance that 
other unions will take similar ac- 
tion. 
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Richard J. 
the Building 
Trades 


Gray, president of 
and Construction 
Department, AFL-CIO, 
has sent out letters asking all 
building and construction trades 
locals throughout the country not 
to block the use of labor-saving 
devices on a job. The letter also 
condemns slowdowns, forcing of 
overtime, spread-work _ tactics, 
standby crews and featherbed- 
ding 

If the locals live 
al policy, it 


by the nation- 
could mean more 
mechanization in construction 
jobs, greater use of equipment. 
Classic case of restriction has 


been union ban against paint 
Spray 

Gray, in explaining the new 
policy, says that he believes now 


is the time for-labor to give “an 
honest day’s work for a day’s 
pay”. Object is to cut cost of con- 
struction—giving industry an in- 
centive to expand plant, making 
it possible for consumers to buy 
homes and for developers to put 
up more commercial buildings. 


e Public Works Programs 
Won't End Recession 


P ROPOSALS for public works 
to counter the recession are just 
whistling in the dark. Reason is 
that public works are slow in get- 
ting under way, and construction 
that is still on the drawing board 
takes at least a year before it af- 
fects payrolls. 

The National Highway Program 
is an example. Law as it now 
stands limits Federal spending to 
amount of money that will be in 
the till when the bills come due. 
This restriction (Byrd Amend- 
ment) will have the effect of cut- 
ting the road program back, 
stead of giving it the gun. 

As originally projected, the in- 
terstate program was to have hit 
an annual pace in Federal spend- 
ing of $2.2 billion, and hold this 
pace over several years. However, 
the Byrd spending limitation 
means road construction will 
start to taper off—not increase. 
The pace will drop to $1.6 bil- 








Whatever Point-of-Sale 





KLEEN*STIn 


Moistureless, Self-Sticking Adhesive 


helps you make them 


BETTER...FASTER... 
MORE ECONOMICALLY! 


Satisfying sales and cost require- 
ments is easily done when you 

say: “Print it on KLEEN-STIK”’'! 
This modern, super-efficient 
adhesive gives you displays that 

get up and stay up .. . labels 

that stick tight on practically any- 
thing . . . nameplates that go 

on without riveting, welding, etc., 
—at half the cost of metal or plastic. 


KLEEN-STIK’s easy peel-and-press 
application needs no water, tacks, 
glue, or tape. Available in a 

wide range of stocks including 
rubber-saturated outdoor, 
fluorescents, metallic foils, etc. ‘ 


_Aok Vour “Printer 


to show you the Kleen-Stik 
“Idea Kit’ — or write today for 
full information and samples. 










WE DO NO PRINTING— 
we merely furnish Kleen-Stik 
pre-processed stock to your 

regular printer or lithographer. 


KLEENSTIK 


PRODUCTS, Inc. 


Pioneers in Pressure-Sensitives 


for Advertising ond Labeling 
7300 W. Wilson Ave. ® Chicago 31, Ill 
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Industry Standard for 
Lower Maintenance Costs 





’ 
Here S Why: Long accepted valve 
maintenance costs are a 
thing of the past in thousands of plants where 
LQ600’s have been installed . . . even in the most 
severe services where previous valves required 
repair or replacement after as little as two weeks 

on the line. 

These outstanding savings are made possible by 
seats and discs of Brinalloy®, a patented Lunken- 
heimer alloy that is more resistant to wear and 
corrosion than 500 Brinell Stainless or 1000 Brinell 
Case-Hardened Stainless Steel. 


LQ600-150 150 Ib. S.P., 300 Ib. W.0.G. 


Add to this the Lunkenheimer exclusive silicon- 
bronze Stemalloy", the most durable stem mate- 
rial ever put into a valve, and you have two 
important reasons why LQ600’s have established 
new low-maintenance standards everywhere they 
are installed. 

For an actual comparison test, call the Lunken- 
heimer Distributor in your area. He is an expert 
on valve maintenance costs. and will be glad to 
demonstrate the maintenance-saving benefits you 
receive when you install LQ600’s ... or write 
The Lunkenheimer Company, Cincinnati 14, Ohio 


LQ600-200 200 ib. s.P., 400 tb., W.0.6., 550°. 


LUNKENHEIMER 


= eee 


VRCOX NAME IN VALVES 
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Washington 
Report 





lion, and then in two years to 
$1.4 billion. 

Congress is considering ditch- 
ing the Byrd Amendment, and of 
stepping up road spending to as 
high as $3.3 billion. This would be 
a big boost. 

But construction takes time. A 
big step-up in Congressional au- 
thorization—even if it came now 
—would not increase the money 
going into earthmoving until next 
year. 

Congress is looking at tax cuts 
as the quick way to put spending 
money in consumers’ hands. 


e Take Dim View of Ike's 
Economic Optimism 


Jomr ECONOMIC Committee 
of Congress has taken a highly 
skeptical look at the President’s 
economic report. Members say in 
effect that they find it hard to 
agree with him that the recession 
will blow over quickly. 

Top staff members of the Con- 
gressional committee pieced to- 
gether for PurcHAstnc Magazine 
the general outlines of how the 
committee members feel. 

Majority — Republicans and 
Democrats alike—feel that per- 
haps the President’s economic 
report was overly optimistic, but 
they are willing to ride with him 
for another month; thereafter will 
be clamoring for quick action. 

Only dissenter is Senator Paul 
Douglas (D-Ill.) who takes the 
position that the economic prob- 
lem is serious. 

“The time to act has arrived 
says Douglas. 

Douglas saw dangers of a down- 
ward spiral, and suggested as rem- 
edies an immediate tax cut for 
lower- and middle-income groups 
and a stepped up public works 
program which he said would be 
slow in getting under way but 
which should be started as added 
anti-recession insurance in the 
event that the tax cut did not do 
the whole job. — A. N. Wecksler 





” 
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CONCAVE 
SIDES 





See for yourself why the concave sides 
(Fig. 1) of a Gates V-Belt greatly lengthen its 
life. Just do this: 

Bend a Gates belt and feel the sides. Note 
how these precisely engineered concave sides 
fill out on the bend and become straight. Thus a 
Gates belt grips the sheave groove evenly 
Fig.1-A) and wear is distributed uniformly 
across each side of the belt. That means longer 
belt life; lower costs. 


Make the same test with a straight-sided belt 
Fig.2) and see what happens. The sides bulge out on 
the bend ( Fig. 2-A) concentrating the wear at points 
shown by arrows 
For longer belt life...lower belt costs, specify the 
V-belt with Concave sides—Gates Vulco Rope...readily 
available from nearby distributor stocks. 















U S PAT 
NO 1613698 


World’s Largest Maker of V- Belts 
The Gates Rubber Company 
DENVER, COLORADO 


There are Gates Engineering Offices and 
Distributor Stocks in all industrial centers 
of the United States and in 70 other 
countries throughout the world. 


Gates Vi? Drives 
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...in gauge and temper! 








The pressure’s 


Much of the sheet aluminum used in our five 


large fabricating plants is produced in our 

own rolling mill. This on-the-spot control 

permits us to give our customers finished com 

ponents made from metal of standard or 

special tempers and thicknesses. Aluminum 

Broehm, big boss of the breakdown rolls, . sheet for parts of all sizes, from the smallest, 

; been putting pressure on aluminum for ‘ light-gauge tube shields for portable radios to 

31 years. ‘‘No matter how thick or thin you heavy-gauge deepwell cookers and 4-foot ceil- 
1eeze it, it’s always ‘the finest aluminum,’ ” 


Tol en it ing panels, is accurately controlled throughout 
ry John puts it. 


the breakdown roll and rolling mill processes. 


This control of accuracy assures a minimum 


PURCHASING 
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on...375 tons of it! 


rejection rate of the end product into which 
the metal is formed. Our rolling mill opera- 
tion, with its entire output for exclusive use in 
our stamping plants, has the further advan- 
tage of speeding up production schedules, 
since it eliminates delays due to shipment of 


metal from outside sources. 






If accurate operation and skilled produc- 







MIRRO ALUMINUM COMPANY 


oa i (Formerly Aluminum Goods Manufacturing Company) 
quiries ...or even better, visit our plants to maNITOWOC, wisconsin 


tion planning appeal to you, send us your in- 


FIFTH AVENUE BLOG NEW YORK 10 . MERCHANDISE MART, CHICAGO ™% 


see how our facilities can help you. 
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Plant after Plant says... 


“LUSTRA LIGHTING really pays off!” 





Mr. N. C. STEVENS, co-owner of Amer- 
ican Tool and Engineering Co., San Di- 
ego, Calif., manufacturers of Electric 
Baseboard heating units, builders’ hard- 
ware and restaurant display equipment 
and Industrial clamps. 


“REDUCTION IN GLARE HAS 
RESULTED IN FEWER HEAD- 
ACHES, LESS EYESTRAIN since 
we installed Lustra Jade-Lites 
throughout our plant and offices. All 
of our fixtures are lamped with Jade- 
Lites — many of them with 60” T-17 
Fluorescents — and we've certainly 
been very well pleased with their 
higher maintained light output and 
the reduction in lamp burnouts.” 


Mr. WARREN 
HERMAN. Lustra 
Lighting Spe- 
cialist who serv- 
ices the Ameri- 
can ‘Tool & 
Engineering ac- 
count. 





It will pay you to get the facts on the complete line 
of Lustra Double Duty, Incandescent, Reflector, 
Mercury Vapor, Fluorescent Lamps and fixtures. 





Mr. JOHN R. ANDERSON, Plant Super- 
intendent of Ajax Engineering Corp., 
Trenton, N. J., makers of induction 
heating equipment famous throughout 
the world. 


‘““EMPLOYEES and MANAGE- 
MENT ARE EQUALLY 
PLEASED WITH LUSTRA 
JADE-LITES. Since we've put them 
in, we’ve had far fewer complaints 
of eyestrain and headaches from our 
personnel — and we attribute this to 
the marked reduction in glare. At 
the same time, we have found our 
production rate increased and our 
lamp replacements costs are way 
down. 


Mr. Russ Lupo, 
Lustra Lighting 
Specialist who 
worked with 
Ajax Engineer- 
ing in the im- 
provement of 
plant lighting 
conditions. 


a 





Mr. W. HUNSBERGER, Purchasing Agent, 
The Electric Hotpack Company, Inc., 
Philadelphia, Pa., manufacturers of con- 
stant temperature rooms used in such 
applications as laboratory testing and 
the manufacture of pharmaceuticals. 


“INCREASED CUSTOMER SAT- 
ISFACTION HAS RESULTED 
FROM OUR USE OF LUSTRA 
JADE-LITES as the illumination 
source in the constant temperature 
rooms that we manufacture for a 
very exacting clientele. Our cus- 
tomers report longer lamp life with 
fewer burnouts. We've found the 
Jade-Lites equally advantageous for 
improving lighting conditions in our 
own plant.” 

i MR. Davipb 
KAUFFMAN, 
Lustra Lighting 
Specialist who 
recommended 
Lustra Lamps to 
Hotpack for use 
both in original 
equipment and 
for plant light- 
ing. 





Lustra Lamps are GUARANTEED for extra-long 
burning life. Find out how our GUARANTEE on * 
our DATED Lamps assures this longer burning life. 


Lustra Corporation, Dept. P3 
36 Washington Street, Brooklyn 1, N. Y. 


Send for complete descriptive literature. 


, YOUR LOCAL LUSTRA 
/ MAN will be pleased to 
# fh j give you the benefit of his 

Yes / specialized experience on 
YOUR LIGHTING PROB- 

LEMS. He can show you how 
with LUSTRA DOUBLE-DUTY 

GUARANTEED DATED LAMPS 
you can “See more and save more.” * 


ee ee a ee 
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Extra help 


in the home! 


Superior Steel 


CARNEGIE PENNSYLVANIA 





METAL-CLAD SWITCHGEAR 





TORCHES IGNITE FLAMETRAP (bottom) and con- SECONDS LATER, FLAMETRAP has snuffed out, but 
ventional insulation (top) simultaneously. 


conventional insulation still burns briskly. 


New Pli\Sla raul? Insulation Snuffs Out Flame 
...No Toxic Gases...Highest Arc Resistance 


Take the heat away, and this new I-T-E developed FLAMETRAP 
insulation snuffs out... fast! This is today’s most advanced 
flame-retardant insulation, and it is used exclusively in I-T-fI 
Switchgear. 


FLAMETRAP contains melamine resin—heretofore considered too 
expensive for commercial application. Unlike substitute ingre- 
dients, melamine gives off no toxic gases when it burns. So 
FLAMETRAP is far safer. And melamine stands up better under 
high temperatures. So FLAMETRAP Suffers less from arc damage. 


This latest improvement puts I-T-E switchgear even further 
ahead of the pack. It is one more of the quality details that 
keep coming your way from I-T-E without increase in price. 





I-T-E service is as near as your telephone or mailbox. Why not 
call or write today. I-T-E Circuit Breaker Company, Switchgear 
Division, 19th & Hamilton Sts., Philadelphia 30, Pa. In Canada, 
Eastern Power Devices Ltd., Port Credit, Ont. 


FLAMETRAP INTERPHASE BARRIER. Standard equipment on 


I-T-E 5S and 15 kv switchgear at no increase in price. 


I-T-E CIRCUIT BREAKER COMPANY 
PHILADELPHIA, PENNSYLVANIA 
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The Answer is Pink ! 
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ears 
Switch to’; CIMCOOL 


If you’d really like to be on the ball and improve your 
score in the cost department, then you too, should 
switch to Cimcoo.” S2 Concentrate. You can’t miss, 
for CIMCOOL is actually the largest selling chemical cut- 
ting fluid in the world. And, with good reason. 
CIMCOOL LOWERS COSTS because it’s longer lasting 
in machines. Therefore, it reduces downtime and cuts 
labor costs for cleaning and changing. 

CIMCOOL PERMITS FASTER SPEEDS and feeds, because 
of its chemical lubricity. It combines friction reduction 
and cooling capacity in a degree never before attained 
by old fashioned lubricants. 

CIMCOOL IS CLEANER TO USE because it doesn’t soil 
hands or clothing. It contains no skin irritants. And 
it’s safer because it leaves no slippery film on shoes, 
floor, machine or work. It can’t smoke, can’t burn, and 
virtually eliminates rancidity and foul odors. 


Three good reasons why you should switch to CIMCOOL. 


We know Cimcoo. Concentrate will keep you out of 


CIMCOOL 


Cutting Fluids 





the rough every day in your plant. So call your CiImcooL 
Distributor today. He’ll be glad to give you full infor- 
mation on all the advantages of CimcooL Concentrate 
as well as details on the entire family of CIMCOOL 
Cutting Fluids. 
Or contact us direct and we’ll have one of our Cincin- 
nati Milling trained machinists call on you—without 
cost or obligation, of course. Write, wire, or telephone, 
Sales Manager, Cincinnati Milling Products Division, 
Cincinnati 9, Ohio. 


CIMCOOL CUTTING FLUIDS 


CIMCOOL $2 Concentrate—The famous pink fluid which still 
covers 85% of all metal cutting jobs. Effective, economical 
and clean. 

CiIMPLUS —The transparent grinding fluid with exceptional 
rust control. Also used for machining cast iron and as a 
water conditioner with CimcooL Concentrate. 

CIMCUT Concentrates (AA, NC, $$)—For jobs requiring oil- 
base cutting fluids. Added to mineral oils, they give econom- 
ical mixes for higher speeds and feeds. 

CIMCOOL Tapping Compound—Permits the use of highest 
tapping speeds and increases tap life amazingly. 

Also, CIMCOOL Bactericide and CIMCOOL Machine Cleaner. 


6 


b 
for 100% of all metal cutting jobs. The Answer is Pink! 


i) 


Production-proved products of The Cincinnati Milling Machine Co. 


© Trade Mark Reg. U.S. Pat. Off 
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How FLEXLOC Self-Locking Nuts 
Help You Increase Product Reliability 





WHY A NUT WORKS LOOSE 


we 


<{ 








The reason why a nut works loose under 
vibration is best explained by the analogy of 
a free block on an inclined plane. Up to a 
certain angle of the plane, friction keeps the 
block from sliding (G). But if an external force 
starts to move the block sideways (P), friction 
can be reduced to the point where the block 
begins to slide down at the same time (D). 
A similar action occurs with screw threads. 
Tightening a nut forces its thread “uphill” 
against the thread of the screw or bolt. This 
sets up tension, creating enough friction 
between mating threads to hold the nut tight 
—under some conditions. Often, however, 
vibration causes marked variations in screw 
or bolt tension, resulting in motion between 
mating threads to the point where they begin 
to slip past one another or “trun downhill.” 
Result: creeping rotation of the nut and 
eventual loosening. 














b pa ~ anh 


One-piece, self-locking FLEXLOCs require no auxiliary lock- 
ing devices, no extra time or labor to install. Seated or not, 
they lock wherever wrenching stops... won’t work loose. 


As products become more complex and more highly auto- 
mated, mechanical failures become both more costly and 
more probable. As a result there is growing concern today 
over the problem of reliability, not only in the industrial 
field, but also among manufacturers of consumer goods, 
whose customers are increasingly irritated by the whopping 


annual repair bill on their automobiles and home appliances. 


Faced with this demand for greater reliability, more and 
more manufacturers are adopting the rule of thumb that 
any bolted assembly subject to impact, shock or vibration 
will eventually loosen unless secured by a positive locking 
device. The trouble is that conventional locking devices are 
not always reliable. Lockwashers sometimes snap; jam nuts 
may work loose themselves; and cotter pins or wiring may 
permit partial loosening. Furthermore, these devices take 
extra time and labor to install. 


FLEXxLoc self-locking nuts offer you a simple, practical way 
to reliable, vibration-proof fastening. A FLEXLOc is a 1-piece, 
all-metal, self-locking unit requiring no auxiliary locking 
elements. There is nothing to put together, come apart, 
or get lost; there are no inserts to pop out or deteriorate. 
FLEXLOCs ‘can be used as locknuts or stopnuts. They lock, 
seated or not, wherever wrenching stops. They will not vibrate 
loose, yet are easily removed and can be used repeatedly. 


See your authorized SPS distributor for more information. 
He carries FLextoc self-locking nuts—regular and thin 
height—in a full range of standard sizes and materials. Or 
write Flexloc Locknut Division, STANDARD PRESSED STEEL 
Co., Jenkintown 31, Pa. 





hi At SPS we apply a dynamic stan- 
High Reliability /actor dard of quality—continually 
4 refined—so that our fasteners will 
always have the high reliability factor required by today’s 
faster speeds, higher temperatures, and greater dynamic forces. 
By using SPS fasteners in your assemblies, you increase overall 
reliability—the certainty of predictable performance under 
actual service conditions. 


Write for a copy of the current SPS booklet “Concerning 
High Reliability’—an introduction to the new science of 
reliability engineering. q 











We also manufacture precision titanium fasteners / 
/ witte for free booklet 


Jenkintown - Pennsylvania 








Standard Pressed Steel Co. © The Cleveland Cap Screw Co. e 
Columbia Steel Equipment Co. @ National Machine Products Co. 
e Nutt-Shel Co. 


e SPS Western @ Standco Canada ltd. e 
Unbrako Socket Screw Co., ltd. . 
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Fisth Sterling ... 







HOW FAST do 


INVARO is available—for fast delivery—from 
Firth Sterling warehouse and distributor stocks 
of drill rod and ground flat stocks in all prac 
tical sizes. It offers tool and die makers con- 
sistent uniformity, better hardenability and 
greater safety in hardening—does a better job in 
_ abroad range of applications. 

And the INVARO ‘*Twins’”’—ground flat 
stock and drill rod—may be heat treated in the 
same furnace at the same time, exhibiting the 
same minimum dimensional changes. The re- 
sulting savings in time and production can be 
substantial. For further information, write for 
free technical bulletin. 





SINTERED TUNGSTEN CARBIDES «+ 


Pg he 
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you need the toughest 
oil-hardening tool and die steel ever made? 


Visit our booth at the 
A.S.T.E. Show in Philadelphia— Booth 202 


Peoputrts or Mirth Sterling METALLURGY 


HIGH SPEED STEELS + TOOL & DIE STEELS * STAINLESS SPECIALTIES + HIGH TEMPERATURE ALLOYS 
HEAVY METAL + CERMETS 
ZIRCONIUM «+ TITANIUM «+ STERVAC & STERCON SUPER ALLOYS 


PIONEER IN POWDER AND MOLTEN METALLURGY 
. eat, - 





INVARO oil-hardening tool and die steel is 
just one of the many types of electric furnace 
quality tool steels produced by Firth Sterling. 
These high quality tool steels are the result of 
Firth Sterling’s continued research and devel- 
opment to provide specialty steels for use in the 
important tool and die industry. 


a & & 


If you have a metallurgical problem, powder 
or molten, we have the answer for it. Please let 
us hear from you. Firth Sterling, Inc., Dept. 71C, 
3113 Forbes St., Pittsburgh 30, Pa. Offices and 
warehouses in principal cities. 











+ CHROMIUM CARBIDES | OTe 
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Master Gearmotors are available 
with all Master motor types in right 
angle and parallel construction. 





EVEN MONEY 
IT’S:A 
GEARMOTOR 






GOING TO WORK! 


We make a lot of Gearmotors here at Master. The point is, 
we've been selling more than all other makes combined. There 
are more Master Gearmotors in use than all others. Users buy 
more. And you don’t find any foolish motor buyers—or not 
for long. 


So it’s obvious that Master Gearmotors simply must meet 
most requirements best. If you’re net a Master Gearmotor 
user, now’s the time to find out what you're missing! 


IT’S TIME YOUR DRIVE REQUIREMENT MEETS ITS MASTER 


With five types of parallel and right angle 
Gearmotors, Master has the flexibility and choice 
of design you need. 


With electric motor and gears combined into 

a compact, integral power unit, you reduce costs 
and increase efficiency through elimination 

of belts, couplings, chains, sprockets, 

external bearings or separate reducers. 


They are available in sizes from % to 125 H.P. 
You can integrate with the gearmotor: 

electric brakes, 3 types of variable speed units 
and fluid drive in any combination. 


THE MASTER ELECTRIC COMPANY > Dayton 1, Ohio 


pivision of RELIANCE —S25622:c 4820 





Machine 
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WELDCO Installation in the St. Henry 
Works of The Steel Co. of Canada, Ltd. 


WELDCO Automatic Pipe Testing Machines test up to 1,000 pieces 
of pipe per hour... 1/2” through 4” in single, random lengths. 


@ Fully automatic on uniform lengths, and require only one 
man to operate. 

Maximum test pressure up to 5,000 psi. 

Low initial cost. 

Controls are all on one panel—for convenient, fast operation. 


Easy manual adjustment for random lengths—in a matter 
of seconds! 


@ Advanced design . . . for low-cost maintenance and trouble- 
free operation. 





It will pay you to get the rest of the story. Just phone or write us today. 


THE YOUNGSTOWN WELDING & ENGINEERING CO. 
3724 OAKWOOD AVE. . YOUNGSTOWN 9, OHIO 


WELDCO 
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precision plastic molding by RICHARDSON 
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RICHARDSON 








Nes PLASTICS smend 
LAMINATED and MOLDED 


This thermostat switch is molded to very close tolerances to position and hold 
sensitive electrical components securely. For instance, the distance between A and B, 
anchor points of the thermostat spring, is held to a tolerance of +.0015”: Other 


molded sections are held to *()% tolerances. In spite of temperature changes, the 


; molded part remains dimensionally stable, thereby maintaining the accuracy of the 


control. This vital switch is used in Hotpoint electric ranges and commercial equipment 
appliances. - 

At the suggestion of Richardson engineers, a transfer mold was substituted for the 
compression mold. The change to transfer molding effected savings in both labor and 
machine time. Mold life is longer. Flash is completely eliminated from the I.D. of 
the insert. The transfer mold method also reduced mold maintenance and repair to 
a minimum with a consequent saving in production ‘‘down time.” 

Richardson Services inelude research and development where new or special mate- 
rials are required, engineering design to help you produce the best product most 
economically, and production facilities for virtually any size or quantity of items in 
injection, transfer, and compression molding. 

Write Dept. 26 for further information or phone—Chicago—MAnsfield 6-8900. 


There is no obligation. 


the RICHARDSON COMPANY 


Founded in 1858 


2791 LAKE STREET * MELROSE PARK, ILLINOIS * SALES OFFICES IN PRINCIPAL CITIES 
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your source for 


Metal stampings can be made to 
your specifications by Fastex. Here 
is the right combination of skilled 
talent and machines to produce 
competitively, in high volume, 
stamped parts of the simplest or 
most complex kind. Illustrated are 
examples of stampings produced 
by Fastex for the automotive, ap- 
pliance and other mass-production 
industries. 


Fullyintegrated manufacturing facil- 
ities—including complete die-making 
and sample shops, high-production 
metal stamping equipment, and 
modern heat-treating and plating 
facilities—assures the strictest con- 
trol of quality 


Prices are established to give you 
continuing benefits from engineer- 
ing and methods know-how. At 
Fastex you benefit from cost-saving 
techniques stemming from Illinois 
Tool Works’ service to industry for 
nearly 50 years 

For service, quality, price—make 
Fastex your source for stamped 
parts. 


Include a description of its use, 
quantity requirements. We will for- . 
ward a firm quotation to you quickly. c 


7 : = a 
lA OF V : 
4 Precision tools are 
built in the Fastex 
a j F € ” = / / completely equipped 


die hop 
DIVISION OF ILLINOIS TOOL WORKS 
195 Algonquin Road ® Des Plaines, Illinois 











TEAR OFF THE TOP OF THIS CAN 


e o@ aBaea | w» = = 
o* ® ‘Barreled Sunlight Paint Company "a 


: ee 
ee 18-C Dudley Street, Providence 1, R. I. a2 
eo” [] Sure, I’m interested in cutting costs, Contact me regarding 
or e the famous Barreled Sunlight “On-the-Wall” paint test. 


[] Send free copy of Barreled Sunlight “Engineered Color,” 
an 18-page booklet loaded with important facts on paint 


e and color. . 
t Name Title 
Company 


es 
important 
2 m Street : 
maintenance % 9 cin oe 
7 
savings 


You can’t afford NOT to make 
this test! 

There’s only one way to figure 
the actual cost of paint... and 
that is on the wall. 


% 


Because Barreled Sunlight paint 


nen NWP, 


yardage, better one-coat hiding, = re e = 
° e ae 
and lower cost per square foot for a u n i hts 
both paint and labor .. . it costs 2, i > 
less on the wall! Gg di SS 
ALLA 


is engineered to give you more 


Sstte 


LL 





This is no idle boast... it is a 
fact proved in the field and backed 
by a century of specialization in 
heavy duty paint development. 


And there’s only one sound way 
to find out for yourself. Have a 
Barreled Sunlight representative 
demonstrate with the famous 
“On-the-Wall” test, without obli- 
gation of any kind. Tear off the 
top of the can and mail it today! 








FOR A BETTER LOOKING, LONGER LASTING PAINT JOB AT LOWER COST 
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F. P. Maxwell 





vice-president of the power tool division of Rockwell Manufacturing Company 


“ROCKWELL speeds paperwork, cuts duplicating costs 39% 


“Xerography gives us dependable, on- 
the-spot, one-hour duplicating service 
—something we haven't been able to 
get any other way,” says F. P. Maxwell, 
vice-president of the power tool divi- 
sion of Rockwell Manufacturing Com- 
-pany, Pittsburgh, manufacturer of the 
world famous Delta and Walker Turner 
power tools. 





Xerography copies anything written, 
printed, typed, or drawn. Same, en- 
larged or reduced size. Copies onto 
all kinds of masters—paper, metal, 
spirit, translucent—for duplicating. 
Copies line and halftone subjects. 


“Such service, as any business execu- 
tive knows, is vital to many phases of 
an effective program.” 

Rockwell carries out production at 
23 plants, divisions, and subsidiaries in 
12 states, Canada, and foreign markets. 
Understandably, the administration 
and communications necessary for such 
an industrial network are complex, but 
they have been greatly simplified by 
the use of XeroX® copying equipment. 

“Xerography,” says Maxwell, “has 
speeded our paperwork, and cut our 
duplicating costs by at least 359. More 
important, it has made possible the ef- 
fective use of modern management 
methods that—without a system like 
xerography—would be impractical, if 
not impossible.” 

Xerography—the clean, fast, dry, 


‘electrostatic copying process—enables 


Rockwell to distribute copies of month- 
ly accounting statements to all key per- 
sonnel within a few hours after the 
statements are completed. Prepared on 
11”x17” work sheets, the statements are 
reduced with fine legibility by xerog- 
raphy to 812"x11”" size on offset paper 


masters for runoff of multiple copies. 

Other Rockwell applications of 
xerography are price sheets and sales 
literature hurriedly needed, internal 
telephone directories, up-to-the-minute 
lists of sales personnel for various divi- 
sions, and, in short, wherever else speed 
and self-sufficiency are vital to Rock- 
well’s communications program. 

Let us show you with facts and fig- 
ures how versatile xerography can cut 
your duplicating costs for all kinds of 
paperwork. 

WRITE for proof-of-performance 
folders showing how xerography is sav- 
ing time and thousands of dollars for 
companies of all kinds and sizes. 


THE HALOID COMPANY 
58-283X Haloid St., Rochester 3, N. Y. 


Branch offices in principal U. S. and Canadian cities 


° 


HALOID 
XEROX 


Clampmatic 
control 


guarantees positive switching, 


longer switch life 


for quick-make, quick-break action... 
absolute switching security . . . you can’t 
beat BullDog’s Clampmatic Control 
switch unit. Featured in BullDog bus 
plugs, safety switches, power panels 
and switchboards, it meets today’s 
electrical needs with more efficiency, 
less maintenance, greater safety than 
any other available switching unit. 


The exclusive Clampmatic action on 
line and load jaws doubles the pressure 
on the movable contact slug. It as- 
sures bolt-tight electrical contact when 
closed . . . and accelerated break 
when de-energized. The result is cooler 
operation which provides long and 
trouble-free switch life. In addition, 
the Vacu-Break”® enclosing head 
smothers arcs, minimizes pitting and 
burning of contacts. 

Get positive switching security with 
BullDog Clampmatic control. For com- 
plete details consult your electrical 
contractor or BullDog field engineer or 
write BullDog Electric Products Co., 
Detroit 32, Michigan. BEPCO 


in The BullDog field engineer demonstrates large scale model of 
U Clampmatic action shown at left. Clampmatic-controlled 
. switch units include (top to bottom): Vacu-Break Bus Plug, 





Safety Switch and units for switchboards and panelboards. 


“Off” position; switching to “‘on’’; “on” (5 (®) (=) ‘Oo: S 


aK | 
= 2 
position—Clampmatic Control assures bolt 


tight ntact, ick-br : ; . Bull Dog Electric Products Co., Detroit 32, Mich. A Division of I-T-E Circuit Breaker Co. 
gnt co t ct, qu ol break action. Circuits open BullDog Export Division: 13 East 40th St., New York 16, N.Y. 
with minimum arcing. In Canada; BullDog Electric Products Co. (Canada) Ltd., 80 Clayson Rd‘, Toronto 15, Ont. 
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Information For Your Catalog Files 





ABRASIVES (COATED) 


Specifications of coated abrasive in sheet, belt, roll 


and disc form for every industrial ,use are supplied 
in a 28-page, loose-leaf bound catalog. Instructior 


on ordering are given 
Armour & Co. 


Write No. 1 on Inquiry Card—Page 32 
ACID RESISTANT WARE 
Over 60 polyethylene and nylon products for lab- 
oratories and industries are covered in a i6-pags 
catalog. Technical properties making them inert 
to a variety of chemicals are discussed. 
General Scientific Equipment Co. 
Write No. 2 on Inquiry Card—Page 32 
AIR CONDITIONERS 
Catalog No. DS-303 has 56 p s of detailed in- 
formation on air handling units suite » all phases 
of air conditioning—heating, cooling, humidifying, 


dehumidifying and filt 
The Trane Co. 


Write No. 3 on Inquiry Card—Page 32 


ARMORED CABLE 


Punched for notebook insertion, the 12-page bul- 


letin RCP-730 desc I be s 4 ty pe ol nterlocke 1 
cables—600 v, 5,000 v, 15,000 v grounded neutral 
and 15,000 v ungrounded neutra 


Rome Cable Corp. 


Write No Inquiry Card—Page 32 


4 on 


CHEMICAL MILLING 


‘A 10-page folder discusses all aspects of chemical 
milling and its advantages, especially in 
metal that machines can’t reach. Metals 
be chemically milled are listed. 

United States Chemical Milling Corp. 


5 on 


removing 


tnat can 
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CONTACTORS, RELAYS 


The 32-page catalog, GEA-6621, deals with a line 
of d-c contactors and relays. It covers general 
purpose, mill type and time delay contactors and 
all types of relays including high-dropping. 
: General Electric Co. 
Write No. 6 on Inquiry Card—Page 32 
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CONTROLS 


How to make electric motor contro] selection easy 
is the theme of the 16-page, illustrated catalog, No. 
5800. Tables give hp, motor speed, heater size and 
heater ampere ratings. 

Furnas Electric Co. 


Write No. 7 on Inquiry Card—Page 32 


CUTTING TOOLS 


Designed to help rotary tool users select correctly 
for particular jobs, Catalog No. F-7 (48 pp.) offers 
every type of rotary cutting tool from H. S. Steel 
to carbide, abrasives and diamond. 

Precise Products Corp. 


Write No Inquiry Card—Page 32 


8 on 


DRILLING, TAPPING ACCESSORIES 


How various accessories will make present drill- 
ing and tapping machines more efficient and ver- 
satile is’ shown in Bulletin AC. Included are tap- 
ping heads, feed levers, riser blocks, etc. 
Edlund Machinery Co. 


Write No Inquiry Card—Page 32 


9 on 


DUST CONTROL 


Bulletin No. 104 describes in 36 illustrated pages a 
variety of products that ensure a correctly de- 
signed industrial dust control system. Tables sup- 
ply capacities of various filters. 

The W. W. Sly Mfg. Co. 


Write No. 10 on Inquiry Card—Page 32 


DUST FILTER 


Dimensions, specifications and illustrations of five 
basic type “RJ” filter units for wide dust control 
applications are supplied in the 8-page Bulletin 
G-579. Efficiency is covered. 

The Day Co. 


Write No. 11 on Inquiry Card—Page 32 


FASTENERS 


Three lines of quarter-turn, quick-opening fast- 
eners are covered in a 24-page catalog. Type Q-1 
is for jobs subject to extreme loads; Q-2 for gen- 
eral industrial purpose; Q-4 for cost-saving. 
Ilineis Tool Works 
Write No. 12 on Inquiry Card—Page 32 
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Information For Your Catalog Files 





FINISHING 


Two 2-color, fully illustrated catalogs cover indus- 
trial finishing operations. Catalog No. 4 deals with 
a full line of finishing booths and equipment; 
Catalog No. 3 with spray guns. 

Paasche Airbrush Co. 


Write No. 13 on Inquiry Card—Page 32 


FIRE PROTECTION 


Catalog P-40 fully describes in 12 illustrated pages 
fire fighting equipment for every class of fire. A 
handy table shows what equipment to use for each 
and how to operate it. 


Walter Kidde & Co. Inc. 
Write No. 14 on Inquiry Card—Page 32 


FORK LIFT TRUCKS 


How materials handling is facilitated by properly 
engineered fork lift trucks is illustrated in an in- 
formative brochure. It discusses features that meet 
today’s rigorous materials handling demands. 
Towmotor Corp. 


Write No. 15 on Inquiry Card—Page 32 


GAGES 


An illustrated catalog deals with the proper care 
and handling of gages. It tells what can be done 
about their care and what to avoid. A section de- 
scribes proper method of ordering. 

Dorsey Gage Co., Inc. 


Write No. 16 on Inquiry Card—Page 32 


HOSE (INDUSTRIAL) 


Catalog No. 57 (32 pp.) describes and illustrates 
a full line of industrial hose, assemblies, couplings, 
stems, swivels and accessories. Four proper se- 
lection factors are detailed. 

J. N. Fauver Co., Inc. 


Write No. 17 on Inquiry Card—Page 32 


INSULATION (ELECTRICAL) 


Application information and _ specifications for 
pressure sensitive tapes and epoxy resins for elec- 
trical insulations are listed in a 32-page, 3-color 
catalog. It details their properties. 

Minnesota Mining & Mfg. Co. 


Write No. 18 on Inquiry Card—Page 32 


MOTORS (AIR STARTING) 


The 20-page bulletin, Form 5094D, details specifi- 
cations and mounting dimensions on 34 air start- 
ing motors for Diesel, gasoline and natural gas 
engines. Case histories cite uses. 
Ingersoll-Rand Co. 
Write No. 19 on Inquiry Card—Page 32 


MOTORS (INDUCTION) 


Information on large induction motors rated from 
150 to 1250 hp is presented in a 16-page bulletin, 
No. 1950. They fill demands of even larger process 
and industrial machinery. 
The Louis Allis Co. 
Write No. 20 on Inquiry Card—Page 32 


PROCESSING PROBLEMS 


A 10-page bulletin #381 explains how the facili- 
ties of a customer laboratory found the answer to 
7500 processing problems in the chemical, food, 
pharmaceutical and petrochemical fields. 
Blaw-Knox Co. 
Write No. 21 on Inquiry Card—Page 32 


PUNCH PRESS ACCESSORIES 


A 6-page folded, 2-color brochure describes vari- 
ous low cost accessories designed for punch press 
automation. These include heavy base on stock 
reel, heavy duty scrap chopper, etc. 
Jaco Devices, Inc, 
Write No. 22 on Inquiry Card—Page 32 


SAW BLADES 


A wall chart for shop use, aids the selection of 
the proper saw blade for specific sawing jobs. It 
lists proper tool velocities for cutting 48 metals 
ranging from alloy steels to titanium. 
The DoAll Co. 
Write No. 23 on Inquiry Card—Page 32 


SODIUM CHLORATE 


Technical Bulletin No. C-3001 deals with the 
properties and safe handling of sodium chlorate 
which is being increasingly used for uranium ore 
processing and other oxidant needing jobs. 
Pennsalt Chemicals Corp. 


Write No. 24 on Inquiry Card—Page 32 
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when your designs 
include Ball Bearings... 


BCA OFFERS YOU 
DISTINCT 
ADVANTAGES 


BCA offers you a background covering 60 
years experience in the design and produc- 
tion of quality ball bearings for auto- 
motive, agricultural and industrial use. 


This experience is your assurance of real- 
istic, thoroughly qualified advice and 
assistance whether you are planning an 
entirely new and different ball bearing 
application ...or seeking to improve a 
current design. 


And, when it comes to meeting your pro- 
duction requirements, you will find that 
BCA flexibility and complete facilities 
make it possible for us to economically 
produce the bearings you need when you 
need them. 


Get in touch with Bearings Company of 
America Division, Federal-Mogul-Bower 
Bearings, Inc., Lancaster, Pa. 






BEARINGS COMPANY OF AMERICA 





For More Information Write No. 186 on Inquiry Cord—Page 32 
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RIGSID No.535 


Pipe & Bolt Threading Machine 
Complete with 1 Universal Die Head 
and 2 Sets of Dies, 2" to 2’’... 





(Slightly higher in Canada) 


Built like a machine tool, designed to thread, cut 
and ream with speed and ease no other machine 
offers you. Compare its slip-proof Speed Chuck, 
front chucking, instant size-change right in 
carriage, and many other RIG(D features. 
It pays you to see and try this most-for-your-money 
535 at your Supply House before you decide. 
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Catalog Files 





SOUND PROJECTOR 


Audio-visual equipment purchasing 
is facilitated by aid of a 5-page 
folder which lists 10- points to check 
in selecting a 16 mm sound pro- . 
jector. Diagrammed picture identi- 
fies essential features. 


Victor Animatograph Corp. 
Write No. 25 on Inquiry Card—Page 32 


TEFLON SHEETS (GLASS- 
SUPPORTED) 


Bulletin GST-58 is an 8-page bulle- 
tin giving mechanical, chemical and 
electrical properties of glass-sup- 
ported Teflon. It outlines how a 
glass-fabric base is integrated with 
Teflon. 

Continental-Diamond Fibre Corp. 


Write No. 26 on Inquiry Card—Page 32 


TRANSFORMERS 


In the 28-page Catalog No. 102 are 
listed 390 stock and many special- 
application audio transformers, 
chokes, filters, reactors, toroids, etc. 
Full description is supplied with di- 
mensions, 

Hermetic Seal Transformer Co. 


Write No. 27 on Inquiry Card—Page 32 


-TUBING (STEEL) 


Complete technical working data on 
mechanical steel tubing are con- 
tained in a 12-page catalog. Tables 
show size range, cutting and size 
tolerances of round, square and rec- 
tangular tubing. 


Sharon Steel Corp. 
Writé No. 28 on Inquiry Card—Page 32 


WELDING 

Inert-gas-shielded tungsten arc 
welding process for rapid joining of 
light gages of most metals and al- 


. loys is discussed in 24-page catalog 


#2300. Several new control devices 
are described. 
Air Reduction Sales Co. 


Write No. 29 on Inquiry Card—Page 32 
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C Goodbye, Dead-Ends”! 
iia ttl ital Mii 
yprnupunpili| Hee \\ Wy wns 


Westinghouse lamps stay 
bright from end to end... 
l-o-n-g-e-r ! 


Banish light-robbing, unsightly “dead-ends” on your 
fluorescent lamps. Next time, use Westinghouse lamps 
with exclusive ‘“‘Ultralume’’™ phosphors and new 
‘chrome vanadium alloy leads. The combination of 
revolutionary new leads and Ultralume phosphors 
make Westinghouse lamps give maximum light longer 
and keep them bright end to end! 


Save money, too! Lamp for lamp, Westinghouse fluo- 

rescents give more light for the same wattage. You get 
: 4 : 

“ULTRALUME” phosphors coat the more light per foot . . . more light per dollar! 


inside of all Westinghouse fluores- Specify Westinghouse on every lamp order. Call your 


cent lamps. Only Westinghouse has local authorized Westinghouse agent or write— West- 
“Ultralume”...the phosphors that as 


dinette stgietnan tee the ‘ge inghouse Lamp Division, Bloomfield, N. J. 
of the lamp. 


nd lo nant 





YOU CAN BE SURE.. FITS 


Westinghouse@ FLUORESCENT LAMPS 


For More Information Write No. 189 on Inquiry Card—Page 32 
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NATIONAL OIL SEAL LOGBOOK 





LOOK AT THE 14 POINTS WHERE 
NEW! ALLIS-CHALMERS D-14 TRACTOR 


retics oN NATIONAL SEALS 





At 5 positions in the new D-14, Allis-Chalmers specifies steel- 
encased, spring-tensioned National leather oil seals. Two additional 
positions employ steel-encased, spring-tensioned Syntech® ' 
synthetic rubber seals. At still another position, the control shaft 
torque tube, a springless rubber-covered National Syntech is used. 


All National seals in the D-14 (and many in Allis-Chalmers’ equally new 
D-17 tractor) are standard design National seals. National supplies over 2,500 
different types and sizes of oil seals, leather or synthetic. New seals 
are being designed daily to meet special applications. 


For factual, professional engineering help on any shaft sealing 
problem, call your National Applications Engineer. 
He’s listed in the Yellow Pages, under “Oil Seals—National Seal 
Division.” He’s backed up by 36 years of sealing experience, 
and the productive capacity of three modern plants. 





NATIONAL SEAL Division, Federal-Mogul-Bower Bearings, Inc. 
General Offices: Redwood City, California; Plants: Van Wert, Ohio, Downey and Redwood City, California acne 


; For More Information Write No. 190 on Inquiry Card—Page 32 
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WHO 


can give you the best and the most 
Steel Equipment for your dollar? 


YOUR LYON DEALER! 


WHERE 


are these LYON Dealers? 


As near as your phone. 
Call the LYON Dealer in your city. 


HAT 


does your LYON Dealer have to offer? 



































The world’s most diversified line 
of quality steel equipment. More 
than 1500 items, a few of which 
are shown at left. 


WHEN 


you’re considering Steel Equipment, 
what is a logical first step? 


CALL YOUR LYON DEALER! 





LYON METAL PRODUCTS, INC. 


General Offices: 333 Monroe Ave., Aurora, Ill. 
Factories in Aurora, Ill. and York, Pa. 
Dealers and Branches in All Principal Cities 


Lyon also has complete facilities for manu- 
facturing special items to your specifications 


® 


OVER 1500 ITEMS 
for Business, 


Industry, 


Institutions 


STEEL EQUIPMENT 


For More Information Write No. 191 on Inquiry Card—Page 32 
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Best Market Coverage 


American offers service to more leading 
cities in the United States, Mexico and 
Canada than any other airline. Direct 
one-carrier service means greater speed 
enroute, 


Most Frequent Schedules 
American schedules the greatest num- 
ber of departures—over 1000 daily! 
High frequency of flights assures fast 
forwardingand minimum terminal time. 


Your best 
assurance 


of careful 
handling; fast, 
dependable 
service 


Greatest Dependability 


American has the largest, most ex- 
perienced personnel force as well as 
the most modern cargo facilities. This 
superior know-how means careful han- 
dling and prompt service, 


Space Assured 

With a fleet of 207 modern aircraft, 
American Airlines Airfreight has more 
than enough capacity to assure you of 
space when you need and where you 
need it most! 








AMERICAN AIRLINES AIRFREIGHT 


Ameria: 5 Gading oo ~Airlime 
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Suppliers In The News 


The appointments of G. F. Pal- 
mer as assistant general sales 
manager, M. C. Crockett as man- 
ager, industry sales and S. P. 
Whiteside as assistant to the gen- 
eral sales manager, have been an- 
nounced by Kaiser Aluminum & 
Chemical Sales, Inc., Chicago, Ill. 
A veteran of nearly 30 years in 
the industry, Mr. Palmer joined 
the company in 1946 and has held 
several sales supervisory posi- 
tions in both its Oakland, Cali- 
fornia headquarters and in the 
Chicago general sales offices. Mr. 
Crockett joined the company in 
1947 as a salesman in Los An- 
geles. Later he became assistant 
district New York 
and in 1953 was named Detroit 


manager in 


district manager. Prior to his new 
appointment, he was assistant to 
the general sales manager in Chi- 
cago. Since he became associated 
with the company in 1952, Mr. 
Whiteside has served as a sales- 
man in Los Angeles, assistant dis- 
trict manager in New York and 
in his most recent position as staff 
supervisor in charge of product 
office activities. 


Richardson Scale Company, 
Cliftor, New Jersey, has an- 
nounced the opening of a new 





Joe Vogel 


district sales office at Boylston 
Center, Massachusetts. Joe Vogel 
has been named district manager 
of the new office located on Sewall 
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The purchasing departments of Johnson & Johnson tendered a dinner party 
for Louis A. Haselmayer (seated, third from left), retiring vice president 
and sales manager of Schiffenhaus Brothers, a J&J supplier. Mr. Hasel- 
mayer began calling on J&J in 1931 and, according to the testimonial pre- 
sented to him, “fulfilled his obligations of our companies and to his own 


company in full measure.” 





Street. Before assuming his new 
duties, Mr. Vogel spent one year 
in the company’s sales engineering 
department. Prior to this, he re- 
ceived training in materials han- 
dling and the application of auto- 
matic weighing in various indus- 
tries in the service depari ment. 


Synthane Corporation, Oaks, 
Pennsylvania, has relocated its 
Cleveland sales office at 3597 Lee 
Road.: This office was formerly 
located in the Western Reserve 
Building, Cleveland. Foster A. 
Hall is the company’s district 
sales representative. 


of Lester L. 


sales staff has 


The promotion 
Murray to the 


been announced by Sprout, 
Waldron & Company, Inc., 
Muncy, Pennsylvania. He will 


serve the pulp and paper as well 
as the industrial accounts in the 
state of Michigan. 


Appointment of Clifford D. Mc- 
Guinn as vice president in charge 
of field operations of the NCG 
Division has been announced by 





Clifford D. McGuinn 


National Cylinder Gas Company, 
Chicago, Illinois. Mr. McGuinn 
will be in charge of regional and 
district sales and distribution of 
industrial and medical equipment. 
He has been associated with the 
company since 1932. 
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Suppliers In The News 


The appointment of Robert W. 
James to its sales staff has been 
announced by Chemical Rubber 
Products Inc., Beacon, New York. 





Robert W. James 


Mr. James will be responsible for 
the sale of the firm’s complete line 
of elastomer-coated fabrics in the 
eastern area. 


Dan D. Williams has . been 
named assistant general sales 
manager of the Refractories Divi- 
sion, H. K. Porter Company, Inc., 
Pittsburgh, Pennsylvania. Curt K. 
Wiley has been named Pittsburgh 
district sales manager of the divi- 
s10n. 


A major reorganization of the 
Bausch & Lomb Scientific Instru- 
ments Division, Rochester, New 
York, sales force has been an- 
nounced. Six sales districts have 
been established, each supervised 
by a sales manager. The newly 
appointed district sales managers 
and their headquarters are: Paul 
W. Hayes, District 1, Boston; John 
A. Scheick, District 2, New York 
City; Joseph L. Wexlin, District 
3, Philadelphia; John P. Geisel, 
District 4, Atlanta; Michael Seel- 
inger, District 5, Chicago; and 
Everett S. Bissell, District 6, San 
Francisco. In addition, Frank H. 
Gaither, Washington, D.C., office 
has been named government sales 
coordinator. Mr. Gaither will 
supervise the sale of scientific in- 
strument products to government 
agencies in his district and he will 
also work with other districts to 
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advise them of government action 
which may affect sales in their 
districts. 


Herbert C. Smith has been 
named sales manager for the 
Micarta Division of Westinghouse 
Electric Corporation, Hampton, 
South Carolina. Mr. Smith, form- 
erly with the company’s lighting 
division in Cleveland, Ohio, suc- 
ceeds S. F. Davies, who has been 
made director of marketing, gen- 
eral products group. 


Karl H. Walles has been named 
sales manager of the Caldwell 
Company, Inc., Rockford, Illinois. 





Karl H. Walles 


Mr. Walles has formerly been 
Chicago district sales manager of 
the Wire Rope Division, John A. 
Roebling’s Sons Corporation. 


The Manhattan Rubber Divi- 
sion of Raybestos-Manhattan, Inc., 
Passaic, New Jersey has an- 
nounced the appointment of L. 
S. Hilton as sales manager of 
abrasive and diamond wheel de- 
partments. He was previously as- 
sistant sales manager. He succeeds 
W. H. Steinberg who is now tech- 
nical consultant, giving most of 
his time to the development and 
sale of cut-off wheels of which he 
is an industry authority. Mr. Hil- 
ton started with the division in 
1934 and has had wide abrasive 
wheel experience in the field, 
laboratory and manufacture. 


International Harvester Com- 
pany, Chicago, Illinois, has an- 
nounced the appointment of Carl 
E. Appelquist as manager of steel, 
sales. He succeeds; George E. 
Rose, Jr., who has become assist- 
ant to the general superintendent 
of Wisconsin Steel Works, the 
company’s steel mill in Chicago. 
Mr. Appelquist joined the crgani- 
zation in 1930 as a steel sales rep- 
resentative. 


William C. Clark has been 
named to the position of assistant 
to vice president in charge of sales 
of the Pennsylvania Flexible 
Metallic Tubing Company, Phil- 
adelphia. In his new post Mr. 
Clark will assist in the sales direc- 


‘tion of branches throughout the 


country and will head a program 
of distributor training and co- 
operative promotion. Prior to 
coming to Penflex he was a mem- 
ber of the sales division of a lead- 
ing rubber hose and tubing man- 
ufacturer. 


Clarence Dykstra has been 
named sales manager for the 
Spanmaster Crane Division of the 
Jervis B. Webb Company, De- 





Clarence Dykstra 


troit, Michigan. Immediately prior 
to joining the organization, Mr. 
Dykstra was associated with the 
Overhead Crane & Service Cor- 
poration, Detroit. As sales man- 
ager he will-make his headquar- 
ters at 8951 Alpine Avenue, De- 
troit. 
For More Information Write No. 193 
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ANOTHER 


7] SEMICONDUCTOR PRODUCT 
FROM TEXAS INSTRUMENTS! 


SOLID TANTALUM CAPACITORS 


200 uf at 6V 
25 uf at 35V 


You simplify your printed circuit assembly with 
compact fan-Tl-cap capacitors ... and reduce costs. Leads 
are anchored within the case to permit sharp bends required 


provide ratings up to 








in miniature circuitry. 

You increase your product reliability with tan-Tl-cap 
capacitors. Solid tantalum pellets are firmly imbedded to 
resist high and low frequency vibration and extreme shock. 
Solid tan-Tl-cap capacitors contain no liquid — cannot 





leak. The electrolyte is semiconductor manganese dioxide. 
You get added dependability from the extremely long shelf 
and service life of tan-Tl-cap capacitors. . AVAILABLE 

Specify tan-Tl-cap capacitors ... newest additions |__6-Volt_| 15-Volt_| 25-Volt_| 35-Volt_| 7 WOW 
to the widest semiconductor line in the industry .. . for — 22 yf 10 yf 5 uf 


4 uf 
High reliability in a small package 33 15 10 8 Ask Your 
Temperature stability from — 80 to +-85°C 47 22 15 25 nearest 1/1 office 
Low dielectric losses 60 33 35 for Bulletin DL-€ 859 
Standard tolerances: +20% at 25°C 200 100 55 


* TRADEMARK OF TEXAS INSTRUMENTS INCORPORATED 


DALLAS NEW YORK CHICAGO LOS. ANGELES | TEXAS INSTRUMENTS 


0. Box 312 99 Park Avenue 4104 N. Harlem 1741 Ivar Avenue- ud INCORPORATED 
FL 2-269} MI 2-795] NA 5-8330 HO 2-6977 PT a iletel [olilengel Mole) [lel la he Mlb al tie). 


POST OFFICE BOX 312 . DALLAS. TEXAS 


Select from 18 ratings — 
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—and now 


Onddoning its Easier thon Ever! i 


FREE CATALOG 


. . if requested on your business letterhead. 


Your local Reynolds Distributor has al- 
ways been a ready source for warehouse 
stocks of aluminum, technical assistance 
and even fabricating services. And now, 
all these services can be even closer, 
ordering even easier. Just keep the 
Reynolds catalog of standard warehouse 


The Finest Products 
Made with Aluminum 


are made with 


REYNOLDS €23 ALUMINUM 





a 





items on hand, and you’ll know exactly 
what’s available, and where. 
This good-looking permanent binder 
gives you organized listings of every 
Reynolds standard warehouse aluminum 
product, and the sizes carried in our 


Distributor warehouses. A full list of 


Reynolds Distributors and branch offices 
—with phone numbers-—is right there, too. 

Send today for your free copy of this 
easy-to-use catalog on your business 
letterhead. Write to Reynolds Metals 
Company, P.O. Box 1800-DK; Louisville 
1, Kentucky. 


Watch Reynolds All-Family Television Program, “DISNEYLAND”, ABC-TV. 
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This planishing roll runs as hot as 300° F. Its durable HYPALON cover has processed millions cf yards of vinyl floor covering. 


HYPALON® Calender Roll Outlasts Rubber 15 to 1 





Congoleum-Nairn reports HYPALON syn- 
thetic rubber gives 7 months’ continuous 
service in processing hot flooring ma- 
terial. Rubber roll failed in 2 weeks. 


Delaware Floor Products Division 
of Congoleum-Nairn, Inc., uses a 
HYPALON planishing roll on its calen 
dering machine to help give vinyl floor 
ing material a high gloss. The HyPALON 
roll presses hot plastic sheeting against 
a polishing roll. Surface temperatures 
run as high as 300° F The machine 


operates 24 hours a day, 5 days a week 


Due to the extreme heat, abrasion, 
and attack of plasticizers and com 


HYPALON 


ELASTOMERS IN ACTION 


Better Things for Better Living 


! 
| 
l 
! 
! 
| 
... through Chemistry ; 
| 


For 
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is a registered 


pounding ingredients, the rubber plan- 
ishing rolls used previously lasted only 
two weeks before surface regrinding 
The new HyPALOoNn 
covered roll was installed in November, 
1956. Since then it has been reground 
three times twice because of 
dental damage. The third time—under 
normal operating conditions — the 
HYPALON roll gave 7 months’ continu- 
15 times that of ordi- 


became necessary 


acci- 


ous service 


nary rubber 


This marked increase in service life 
is another example of HyPALON’s 
durability in the continued 
heat and abrasion. HYPALON synthetic 
rubber has the added advantage of 


has 


face of 


complete resistance to ozone. It 


tradem 


irk of E. 1 


HY PALON' 


1 am particularly interested in 


Send me a free copy of The Du Pont Elastomers 
a review of the properties of neoprene and HYPALON 


Add my name to the free mailing list of the 
Elastomers Notebook (contains articles based 
on uses of Du Pont elastomers in industry) 
E. |. du Pont de Nemours & Co 
PC-3 


(Inc.) 
Elastomer Chemicals Dept 
Wilmington 98, Delaware 


du Pont de Nemours & Co. 


NEOPRENE ae 


City 


excellent tensile strength and retains 
its flexibility in temperatures as low 
as —40° F. It does not support com- 
bustion, and can be compounded in 
white or a complete range of colors 
that remain stable under exposure to 
sunlight and weather. 


The next time you replace or buy 
a’ rubber product, consider HyPALON. 
See how it will reduce your mainte- 
nance and operating costs. The tech- 
nical representative from your rubber 
goods supplier can show you the bene- 
fits of HyPpALON—also of neoprene, the 
synthetic rubber made by Du Pont for 
25 years. For more information, just 
clip the coupon... now, while you're 
thinking about it. 


Inc.) 







Address 


State 
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Why not pass this advertisement 
along to your Engineering De- 
partment. It may want to incor- 
porate the idea into a product 
now being developed. 


Protect Gear Trains and Equipment with a gear made 
of Taylor Laminated Plastic. This unit will act as a safety 
valve, localize the effects of destructive forces. Yet, 









under normal conditions, the gear will outwear metal ones. 








Put a safety valve in your gear train 


A gear made of Taylor Laminated Plastic Silent Gear Stock will localize damage 
due to destructive stresses, yet outwear metal under normal operating conditions 


What gives when gears jam—the power train, the equipment 
they are in, or a single easy-to-replace gear? It can be the 


Water Absorption 


PHYSICAL PROPERTIES 


Heat Resistance 








single gear when you install one made of Taylor Laminated 94 tr. lmenersion (max) 
Plastic Silent Gear Stock as a safety valve. This gear will a (% max.) Specific Cu. in. a " —_—— 
localize the destructive forces and can even disintegrate— ade WY in, Ya in. 7 =o hom = ) —h 
but the other gears in the train, and the equipment, will be ———____—____— ——- — m - 
fully protected. Yet it can outwear the metal ones. ; c _ vane +2 135) =6-20.5 =6M-103 200-225 335-350 

Taylor Laminated Plastic Silent Gear Stock is made in L 16 0.90 1.35 20.5 M-105 200-225 225-250: 
several grades. Each has physical and mechanical proper- sa aaa ; = 
, : fe . ‘ LLL 1.6 0.90 1.32 21.0 M-105 200-225 225-250 
ties that make it particularly adaptable to such application 
aS gears, cams, pulleys, pinions, flat springs, and bearings. 

Look into the advantages of Taylor Fibre Co. and its MECHANICAL PROPERTIES 
facilities for producing laminated plastics in mechanical, “ . 

eee ' ‘ Compres- {zod Impact 

electrical and combination grades and parts fabricated from ae a Tensile Strength = Strength ote 
them. At your disposal will be engineering assistance and Taylor (psi min.) Strength (ft. /in. 

- : grade (psi min.) (psi min.) notch min.) 
integrated operations at both plants—Norristown, Pa., and ee thle — eas : 3 Sa 
La Verne, Calif. Contact TAYLOR Fipre Co., Norristown Length-  Cross-  Length- = Cross- —Fllat- = Length- Cross- 
36, Pa., for complete information. ae nad _ _— ane woaad wend 

c 17,000 16,000 10,000 8,500 37,000 2.10 1.90 
j AY i oO R L 15,000 14,000 14,000 10,000 35,000 1.35 1.10 
LLL 20,000 19,000 13,500 11,500 37,000 1.45 1.35 


Laminated Plastics 











Typical Physical and Mechanical Properties of Taylor Laminated Plas- 
tics used in the fabrication of gears, cams, pinions, pulleys and bearings 


Vulcanized Fibre 


PHENOLIC-MELAMINE-SILICONE-EPOXY LAMINATES * COMBINATION LAMINATES ¢* COPPER-CLAD LAMINATES ¢ VULCANIZED FIBRE 
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Ask the man who BUYS... 


ee 


+ 


it’S HIS JOB TO Git THE MOST 
IN OVER-THE-YEARS PROTECTION 
He'll tell you how Rust-Oleum applied over 
tust, lasts longer—how Rust-Oleum 769 Damp- 
‘Proof Red Primer cuts application costs by 
going ‘right over rusted metal after simple 
scraping and wire-brushing to remove rust scale 
8 loose: rust—usually eliminating costly sur- 
face preparations. He’'il tell you how the spe- 
cially processed fish oil vebicle works right down 
‘gust to bare metal to STOP RUST and 
‘assure Jong, long wear! 
mari emmecnive 
tees: nee. STAT einiin 
cootings ore avoll- 
= in Aluminum, 


Red, 
> er Yellow, Blue, 
Block, etc. 





HE LIKES THE EASY-WORKING, SMOOTH- 
‘FLOWING COVERAGE BY BRUSH OR SPRAY 


He'll ask you to take the brush yowrself .. . 
see how easy, how fast Rust-Oleum goes on... 
see how easy it is to turn out the very best- 
looking job! He'll point out the greater cover-. 
age, too, and the fact that it dries free of : 
. brush-marks to a firm, decorative — 
















Rust-Oleum is 
distinctive as your own 
fingerprint. Accept no 

substitute. 





-—— = ee ee ee ee ee ee ee ee ee 





ATTACH TO YOUR LETTERHEAD — MAIL TODAY 
Rust-Oleum Corporation 
2589 Oakton Street * Evanston, Ill. 


C) Mlustrated literature with color charts. 
(C 30-page report on Rust-Oleum penetration. 


See complete 
catalog in Sweets. 
a e° 


Rust-Oleum and Stops Rust are brand names and registered 
trademarks of the Rust-Oleum Corporation. 


C Nearest source of supply. 


-——— ee ee ee ee ee ee oe ee 
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New STARRETT HOOK TOOTH BAND SAW 




























Emerson-Electric is ready to help you right now 
with any power-drive problem. In your highly 
competitive business, tomorrow can be too 
late. Skilled specialists who know motors and 
the needs of appliance and equipment 
manufacturers are always ready to go to work 
for you. They'll start with your design ideas— 
follow through to production and tested 
performance. 


It is this on-the-spot service, plus more than 
65 years’ experience meeting motor-drive 
requirements, that have made Emerson-Electric 
motors foremost in appliance applications. 


Call, wire or write Dept M-110 today. 
The Emerson Electric Mfg. Co., St. Louis 21, Mo. 





Every 
Emerson-Electric 
motor ts 
custom-engineered 
to meet your 

exact requirements. 








2 tt 
% vt onrren 
“orc” 






EMERSON-ELECTRIC 


of St. Louis 


<7) 


Since 1890 
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New STARRETT HOOK TOOTH BAND SAW 


for faster production, lower cosis, longer blade life on tough jobs 


This new Starrett band saw blade with gives you better work with a smoother 
positive rake hook teeth slices through finish at lower cost. Your nearby Industrial 
non-ferrous metals, special compositions, Supply Distributor has it in individually 
Bakelite, plastics and wood with a cool, boxed welded bands or coils of 100, 250 
clean shear cut that takes less feed pressure. - or 500 feet in handy safety pull-out cartons. 
It defies the toughest cutting jobs — pro- Call him for quality products, dependable 
duces big, curled chips that roll smoothly service. Or write for Starrett Hacksaw 


out of the rounded gullets without clogging. and Band Saw Catalog. Address Dept. 
Try this new Starrett Hook Tooth Band P, The L. S. Starrett 
Saw Blade. You'll find that its cool, clean Company, Athol, 
cutting action and edge-holding ability Massachusetts, U. S. A. 








g.bet 


CUTTING 
ND SAW CO 


At (OMTOUR 6 ANS BAND 5 


* Positive rake 
rere) Mt] 
ree LS StARRETT Company 
Se =e wma 2tes:! recnmannas 


* Hord-edge, flexi- 
ble back 

* Scientific tooth 
and gullet design 
permits heavier 
feeds and greater 
chip removal 


ft 
STARRETT PRECISION MAKES GOOD PRODUCTS BETTER 


Qa... = HACKSAWS + HOLE SAWS 
Starrett BAND SAWS + BAND KNIVES 


WORLD'S GREATEST TOOLMAKERS 





PRECISION TOOLS + DIAL INDICATORS « STEEL TAPES « GROUND FLAT STOCK « HACKSAWS « HOLE SAWS « BAND SAWS « BAND KNIVES 


VISIT BOOTH 1401 — ASTE TOOL SHOW 
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from brakes 
to bobbins... 


take advantage 


*VAW'!) 








2 * Varied 
Assembly 
oS Work 


Need stampings plus assembly 
work? . . . Then call on us. 
This PLUS-SERVICE is used 
every year by scores of our 
customers throughout the 
United States. 

Now ... with the addition of 
the most recent and improved 
equipment . .. it is easy for 
us to handle more of this work 
... and at prices competitively 
attractive. 

The next time you need stamp- 
ings or stampings plus assem- 
bly, be sure to contact us! 


ELD 


DETROIT STAMPING 
COMPANY 


408 Midland Ave., Detroit 3, Mich. 


Depend on Detroit! 
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f.0.b.—“filosofy of buying” 








L 


AST ISSUE we warned of the 
new psychological weapons being 
readied for use against purchas- 
ing agents—research into buyers’ 
motives, the use of subliminal 
perception techniques, the addi- 
tion of emotional appeals to indus- 
trial advertising. 

What will all this mean to the 
average purchasing man? What 
will it do to his mores, his way 
of life, his relations with the sales 
fraternity? 

Let’s consider the hypothetical 
case of Blake Mystic, senior buyer 
for Morganatic Union Corp., tov 
makers. For several years, one ot 
Mystic’s high volume commodities 
has been metal knobs for the Mor- 
ganatic line of Kiddie TV Sets, 
Kiddie Space Ships, Kiddie Atom- 
ic Reactors, and more recently, 
the line of Kiddie Panic Button 
Sets. 

Up to now he has listened more 
or less sympathetically to the 
sales pitch of Mark Thyme, rep- 
resentative for Happy Molded 
Plastics, Inc., who has tried for 
quite a while to get Morganatic to 
switch from brass to plastic for 
its knobs. But on this latest call, 
a change seems to have come over 
Thyme—he’s lost a lot of his zip 
and seems more thoughtful and 
less aggressive than ever before. 
Unknowingly, Mystic is’ about to 
be given the treatment—the new 
psychological approach to selling. 
This is how it starts: 


Cs 

Tet ME about yourself,”’says 
Thyme confidentially, after he has 
got over the opening and discov- 
ered that Mystic has some extra 
time to spare. Then gradually, 
step by step, he begins to draw 
from Mystic the basic facts about 
many of his inhibitions, repres- 
sions, secret fears, obsessions and 
all the other afflictions we all 
have but won’t admit—even to 


ourselves. 

And within moments Mystic, 
delighted finally to find a sympa- 
thetic ear, has unwittingly re- 
vealed that he’s frustrated in his 
job. What he really wanted to be 
when he was a child was a police- 
man. But every time he asked his 
stepfather to take him over to the 
police station to see the guardians 
of the law (brass-buttons, blue- 
coats, they used to be called) the 
old man would merely re-stack 
his plastic poker chips and snarl, ° 
“Shut up and deal.” 

See how this thing is develop- 
ing? Already Thyme has Mystic 
over the psychological barrel. The 
innate prejudice built up against 
plastic and the romantic longing 
for brass have been dredged up 
from Mystic’s _ self-conscious. 
There’s a crack in his armor al- 
ready, but he doesn’t realize it. 
Thyme is ready for the next thrust 
and lays on immediately while he 
still has the psychological edge. 


66 

Bor ENOUGH of this chit- - 
chat” he says very craftily to 
Mystic. “I don’t want to take any 
more of your valuable time just 
batting the breeze, but I would 
like a chance to show you this 
little 10-minute color film we've 
developed on our products. Purely 
educational, you know, no sales 
pitch in it at all. Will really help 
you with your job.” Mystic, hav- 


ing established psychic com- 
munion with Thyme, willingly 


agrees. 

Sure enough, on the surface, 
the film is innocuous. Sort of a 
tribute to the contribution people 
like Happy Molding have made 
to the American dream, etc. But 
all through the showing a hard- 
sell subliminal message has been 
flashed across the screen, tearing 
down Mystic’s defenses and actu- 
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ally prodding him toward order- 
ing 900,000 plastic knobs from 
Happy. “Switch now,” it reads. 
“Be lucky, go Happy. Wake up 
to reality you little fool. Plastic 
beats brass, plastic beats brass, 
plastic beats . . . etc., etc.” 

Now Mystic is hanging over the 
brink. But Thyme has yet to play 
his ace. He packs up the pro- 
jector, but not before leaving a 
series of reprints of Happy ads 
scattered strategically around 
Mystic’s desk. One reads: “Do 4 ) 
Your Friends at Neighboring : re oe Heathaaa 
Plants Snicker When a Shabby 5 
Truck Drives Up to Your Receiv- y . aeeelll 
ing Dock? Live Modern, Let a : 

Happy Truck Deliver Your Com- 
ponents. A Happy Truck Is a A \ 

Clean Truck!” Another: “Do You "ae ; ee — Te aie ~~ — 
Buy From the Leaders, or Just 
From the Rank and File? Happy 
is One of the Oldest Names Listed 
on the Big Board. How Many of 
Your Vendors Can Make This 
Claim,” And so forth. Mystic 
can’t miss reading several of these. 

The attack is a success. As 
Thyme walks out of the office 
casually pretending that he’s not 
really interested in the business, 
but just wants to be a good friend, 
Mystic collapses under the pres- 
sure. He runs madly down the 
hall after Thyme, drags him back 
into the office, cancels all out- 
standing orders with other sup- 
pliers and signs a long term con- 
tract with Happy—at a_ higher 
price. 





The mark of an 
Extra Dependable 
machine 








Ce Be 


Dow BE TOO quick to say 


this can’t happen to you—that Wherever you are... 
Mystic should really have been a P 
cop anyway because he wasn’t there’s an E.D. expert near you 


much of a P.A. Don’t under- 


As the map shows, there is an E.D. sales or service office close to 
estimate the power of this psy- 


you. What the map doesn’t show are the more than 25 ware- 


chological ‘ approach, or your houses which permit fast deliveries of components or com- 
‘power to resist it. (Hold it a plete motors. 

minute! We’ve just got word on Built on years (over 75) of experience, the knowledge and 
results of a subliminal projection reputation of Electro Dynamic back every sale. 

over a Canadian television sta- p Complete line of a.c. and d.c. motors from 1 to 300 h.p., Geared 
tion. A message, “Telephone now” Motors, Selectrol and Selectron Variable Speed Drives and 
was flashed on the screen 352 Motor Generator sets. 

times during a half-hour show. Telephone or write for Bulletin 50-A. 


Over half the 500 viewers inter- 
viewed after being exposed to 


the message said they felt an urge > 8) E LECTRO DY NAM ic 


to “do something” as the show -@: DIVISION OF GENERAL DYNAMICS 
progressed. They said they felt | %O%< CORPORATION 


“an urge to drink or eat some- 
thing”). BAYONNE, NEW JERSEY 
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When bearings must be replaced 


... almost the same” is always wrong]! 


There is a difference in precision, fit-up and clear- 
ance of bearings carrying the same part number and 
Bearings, Inc. experts know which bearing will give 


you longer service life on any application, 


This knowledge, plus the immediate availability of 
all types of bearings used by industry, guarantees 


that you get the bearing best for each application! 


bearing servies BEARINGS Inc 
9 s 
in the 


North> 


They will be “factory fresh”... incorporating the 


latest design and manufacturing advancements, 

If in doubt about the proper specifications for a 
bearing application, contact the Bearings, Ine. 
engineer in your area—he'll be glad to make 


recommendations that are right all the way. 


Always Buy from an Authorized Distributor. 


OHIO: Akron Canton ¢ Cincinnati * Cleveland * Columbus * Dayton « Elyria Hamilton Lima © Lockland * Mansfield « Toledo * Youngstown * Zanesville 


INDIANA: Ft. Wayne * Indianapolis * Muncie * Terre Haute» PENNSYLVANIA: ‘rie * Johnstown * Philadelphia « Pittsburgh * York 
and WEST VIRGINIA: Charleston * Huntington * Parkersburg * Wheeling, NEW JERSEY: Camden 
NEW YORK: Buffalo, Balanro!l Corp.» MARYLAND: Baltimore* DELAWARE: Wilmington 


“> DIX1E BEARINGS, INC 
+] e 


FLORIDA: Jacksonville» GEORGIA: Atlontas KENTUCKY: Louisville» LOUISIANA: Baton Rouge * New Orleans 
N. CAROLINA: Charlotte * Greensboro $. CAROLINA: Greenville» TENNESSEE: Chattanooga * Kingsport * Knoxville * Nashville 
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Highlights of This Issue 








V The Form's The Thing 


Despite all the gags about red tape, forms are 
here to stay as basic tools of any purchasing 
department. The real secret of beating the prob- 
lem of paperwork is to control it before it con- 
trols you. Sometimes this means cutting down 
on forms, sometimes adding them—but always 
using them efficiently. Five articles in this issue 
deal with general and specific aspects of pur- 
chasing’s concern with forms. Purchasing’s part 
in designing forms is discussed in the story on 
page 67. How the addition of an acknowledgment 
copy to the purchase order doubled returns is 
described on page 69. A set of simple forms that 
plays a big role in a successful expediting system 
is the subject of a story on page 74. A switch to 
a single form instead of several for a saving of 
1500 hours a year is detailed on page 76. A unique 
form for setting up a vendor directory quickly 
and simply is described on page 78. 


J Are They Talking About You? 


P.A.’s in general would have their eyes opened 
(and maybe their ears burned) if they sat in 
a crowded reception room occasionally. Salesmen 
are pretty uninhibited about discussing the vir- 
tues and faults of purchasing people, and it’s 
one of their favorite pastimes while waiting. 
Whether you like it or not, what they say plays 
a big part in building—or tearing down—not only 
your own reputation but your company’s. This 
important phase of purchasing’s responsibility— 
building good public relations—is discussed in 
Stuart Heinritz’ latest article on page 79. 


J Buying for Research 


Modern industrial research has expanded so 
rapidly that in many companies its requirements 
are big enough to justify a separate purchasing 
department. For the purchasing agent this poses 
special problems not usually encountered in a 
regular manufacturing operation. Nine tips on 
how to buy for research and how to work with 
research engineers appear in an article on page 
90. 


/ Significant Trends in Metals 


No matter what kind of raw materials or com- 
ponents you buy, you should be interested in how 
changing conditions are effecting metal prices, 
use of substitutes, and the long range outlook. 
So don’t miss these two important features of 
the Purchasing Previews Section—a special In- 
dustry Report on Aluminum and the Purchasing 
Opinion Poll on “The Battle of the Metals.” 
Purchasing Previews starts on page 7. 
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ALCOA ALUMINUM 
FASTENERS ARE 
AVAILABLE LOCALLY! 


Yes, you have only to pick up your 
phone to “call in” the Alcoa® Alu- 
minum Fasteners you need. Your loca’ 
Alcoa distributor has them in all stand 
ard sizes and types for immediate de 
livery. “Specials” are available, too! 








Get the lasting sales appeal that 
Alcoa Aluminum Fasteners give your 
aluminum products with their perfect 
color match, resistance to both gal- 
vanic and atmospheric corrosion. See 
the Yellow Pages of your telephone 
directory for your nearest Alcoa 
distributor. 


- — ees Seal Ae 
| oy 
\ % atcoa © ALCOA THEATRE 


ALUMINUM, Exciting Adventure 
FasTENees Alternate Monday 


ae” 5 Evenings 
Your Guide to the Best in Aluminum Valve 








FREE... FACTS, SAMPLE dita: 

---— — .. i 
| Aluminum Company of America | 

2248-C Alcoa Bidg., Pittsburgh 19, Po. 

| Gentlemen: Please send complete specification dato | 
|] and samples of Alcoo Aluminum Fasteners. | 
Nome SS | 
| — ow ; 
| Compeny——_____ —— . | 
| Address SS | 
_— a 
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Schrader“. 


your one source for AIR VALVES 


full line for every use—immediately available from 


[ our conveniently located Schrader Distributor 


Hand-Operated Four-Way Valve Pilot-Operated Valve 








Foot-Operated Four-Way Valve 








Rotor Type Valve Cam-Operated Valves 


Solenoid-Operated Valve 


Flow Control Vatves Quick Exhaust Valves 


Two- and 
Three-Way Poppet 
Type Valves with 

Rolier Lever 





CYLINDERS 
AIR ACCESSORIES 


Schrader’s complete air products line can meet your every need. 
A. SCHRADER’S SON ©« Division of Scovill Mfg. Co., Inc. © BROOKLYN 38, N. Y. 


QUALITY AIR CONTROL PRODUCTS 





o division of SCOVILLE 
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Don't Send A Boy to Market 





H EADLINE HUNTERS can always get front page attention with a blast 

at extravagance and inefficiency in the government’s military buying. The 

hunt is on, in full ery. However, the hunters are shooting wild. Two years 

of indecision by top brass in setting up a specification is not a valid criticism 

of purchasing; you can’t buy until you know what is wanted. Negotiation is 

not a dirty word. To insist that negotiation is incompatible with competition 

ignores or denies all the purchasing know-how and experience of highly com- 

petitive industry. Heaping scorn on the meager qualifications of military buy- . 
ers is essentially a criticism of personnel policy, not of purchasing policy. 


No useful purpose would be served here by joining the argument on these 
points again. Our position has been made clear in a full-scale report on “The 
Truth about Military Buying” in our October 1957 issue. About all that is 
proved by the current renewal of “shocking disclosures” is that the Congres- 
sional critics and the journalists who exploit their criticism have little under- 
standing of the true nature and principles of good purchasing. 


We agree that there’s lots of room for improvement. We suspect that one 
important reason for this situation is that the principle of taking bids and 
awarding the job to the lowest bidder, which is hailed as the panacea for all 
purchasing ills, has already been followed too far in the procurement of pur- 
chasing personnel. 

A Congressional subcommittee, quoted in the Wall Street Journal 
(January 16th) doubts that military buyers are “sufficiently mature and 
experienced. to match wits with high-priced industry representatives at 
the bargaining table.” 

It is indeed a mis-match when we consider the case (cited in the same 
interview) of the contracting officer, still under 30, with just one year 
more than a high school education and with neglible business experience, 
who has the responsibility of negotiating $50 million worth of contracts 
per year ata salary of $6,380. But instead of trying to cure this inequality 
by abandoning negotiation in favor of sealed bids, it would be more re- 
vealing to note the salaries that industry pays for comparable purchasing 
responsibility, the qualifications demanded, and the training that is given. 
Industrial buyers come to the bargaining table on equal terms with 
the salesman. 

“Personnel turnover is one of our main problems,” complains Captain 
J. D. Arnold, USN, in charge of the contracting section of the Bureau 
of Aeronautics. “As soon as a man gets good enough that you can put 
him across from industry people at the bargaining table, he starts getting 
offers.” Small wonder. 


We do not contend that doubling a man’s salary will make him twice as 
good a buyer or negotiator. Rather, we believe that purchasing performance 
can never be substantially improved without finding men of the calib>r and 
experience commensurate with the responsibility, and paying commen: urate 
salaries. The extra investment in personnel will be repaid many times over 
in better buying, and that’s more than ever important with mounting defense 
appropriations. But there’s no future in purchasing, for any man or any buy- 
ing organization, when the job is merely to pick out the lowest bid. 
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ANOTHER RYERSON PLUS: 


Technical Assistance 








“We broke the bottleneck on this part... 


purchasing called in Ryerson” 


Keeping production schedules run- 
ning smoothly is often as simple as 
eliminating a bottleneck—caused 
by using materials that don’t fully 
meet your particular requirements. 
Time and time again, Ryerson 
Steel specialists are able to recom- 
mend steel that will do a better job. 
Ryerson men can document cases 
where a switch in steels provided 
up to 50° faster machining . 
300% longer tool life . . . less rejects 


in forming . . . faster, more depend- 
able welding, etc. 


Furthermore, Ryerson service 


gives you complete flexibility of 


steel supply without long-term com- 
mitments. If production calls for a 
sudden change, you can select the 
kind of steel you need from unsur- 
passed Ryerson stocks. You get the 


ar CERTIFIED \ 


right steel, in the quantities you 
want, exactly when you want it. 

Ryerson’s size, facilities, staff 
and service attitude assure fast de- 
livery to meet regular schedules or 
to handle special short-run orders. 
This dependable source of certified 
steel is right at your finger tips. 
Just phone your nearby Ryerson 
plant —or check with your Ryerson 
representative — for prompt, per- 
sonal service. 


es RYERSON STEEL 


ay | Member of the QD» Stee! Family 


y 
al 


Principal Products: Carbon, alloy and stainless steel —bars, structurals, plates, 


sheets, tubing — aluminum, industrial plastics, metalworking machinery, etc. 


JOSEPH T. RYERSON & SON, INC. PLANTS AT: NEW YORK * BOSTON * WALLINGFORD, CONN. * PHILADELPHIA * CHARLOTTE * CINCINNATI * CLEVELAND 
DETROIT * PITTSBURGH * BUFFALO © INDIANAPOLIS * CHICAGO + MILWAUKEE * ST. LOUIS * LOS ANGELES * SAN FRANCISCO « SPOKANE * SEATTLE 
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Better 


O VER 60° of your total work- 
ing time requires the handling of 
printed forms. And it is estimat- 
ed that, for every dollar paid a 
printer to print a form, it costs a 
company $20.00 for filling in, ana- 
lyzing, 
ing, etc 
“Statistics like these are signifi- 
cant reasons why the purchasing 
department at Kearney & Trecker 
Corporation, Milwaukee, Wiscon- 


sin is responsible for the control 


interpreting, filing, stor 


of all company forms, and the op- 
eration of a complete printing and 
stationery department 

Howell Pritchard, K & T’s di- 
rector of purchases, hates 
necessary paperwork. “When in 
doubt—throw it out” is his slogan. 
He’s instilled this thinking in his 
17 purchasing people. ‘For exam- 


un- 


ple, he believes there’s too much 
time spent on filing. Consequently 
purchasing has only three corre- 
spondence drawers in their files 
Except for capital equipment 
purchasing, few purchase order 
acknowledgments are saved. Pur- 
simply marks acknowl- 
edgment information on the pur- 
chase order file copy. 


chasing 


New Purchase Order 

K & T purchasing has an ad- 
vantage over many other purchas- 
ing departments. It has Miss Leila 
Johnson, a recognized expert in 
the forms field. Miss Johnson has 
written extensively on the sub- 
ject, and has on occasion given 
talks to various organizations in 
the Milwaukee area. Her theory 
on forms is that they’re never 
good enough. Consequently, Kear- 
ney & Trecker forms are under 


Marcu 17, 1958 


Cost Reduction 


Through 


Forms Control 


1 forms expert in Kearney & Trecker Corporation’s 


purchasing department 


helps design 


forms that 


minimize both printing cost and clerical expense. 


. by C. D. Francisco 


constant observation—are under- 
going frequent change. 

Still refinements is 
the purchase order form. The lat- 
est version incorporates practi- 
cally the entire contractual ne- 
function, including a 

detachable acknowl- 
edgment form, _ self-addressed, 
which may be returned via win- 
dow envelope. 

It also has short printed verti- 
cal lines at the top so the typist 
may set all necessary tab stops 
typing. Since open pur- 
order copies are filed in 
binder books, a one-inch margin 
on the left side means that no tab- 
ular stops are needed until the 
typist has completed almost half 
of the typing area. Even though 
this margin is more apparent in 
the “quantity” area of the form, 
printed information starts close 
to the left edge of the form, so 
there is no wasted space. 

The vendor gets only one copy 
of the purchase order. Nothing 
but order number and part num- 
ber is put on the detachable ac- 
knowledgment portion. This 


receiving 


gotiation 


perforated, 


bef« re 
chase 


makes for two important savings. 
First, the vendor original is nar- 
rower (a saving on paper). Sec- 
ond, required confidential cost 
and accounting information can 
be typed right on across the other 
copies. This eliminates the time 
required to reinsert seven copies 
to add to this data. 


Combining Forms 


A study revealed that seventy- 
five per cent of all orders were 
received complete on the first 
shipment. So receiving report and 
purchasing order are combined. A 
standard ammonia paper repro- 
ducible master is included in the 
form. From it additional receiving 
information can be added to the 
five receiving report copies. 

Opinions vary on how many re- 
ceiving report copies should be 
made. Kearney & Trecker wants 
no misunderstanding or misinter- 
pretation of information on re- 
ceipts of materials and wants all 
departments involved to get re- 
ceiving information quickly. So 
receiving reports go to the cost, 
purchasing, and traffic depart- 
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fix indicates the department using 
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advantages over the open line. 


4 the form. 
PLANT 100 CORPORATION OLD Every form should have a “er 
Power _ ever which describes the function o 
nies war the form. It can be disconcerting 
to have a form without a title and 
then trying to describe what it 
Month Temperstures Recorded At; Remarks Rio 
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- ~ Work-Saving Tips 

, SPECIAL MACHINERY DIVISION | TemPERATURE & WEATHER CONDITIONS A form’s title should be easily 
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Efficient spacing can make all the 
difference in the world when a 
two page form can be cut down to 
one page. : 

Words of politeness in forms 
design can be omitted. “Please re- 
lease to” does not add to the func- 
tion of the form. It adds cost to 
typesetting and makes one more 
word of reading. Clear, definite in- 
structions are all that’s necessary. 

Variable information has the 
place of importance on any form. 
The static information serves only 
as a guide for obtaining the vari- 
reads the 


“4 | | baa able. When someone 
a : on ae ae =a —t—}. filled-in form, he’s not primarily 
OL | ee = 2 a interested in the constant or static 
NEW “WEATHER CONDITIONS--.Use The Following Symbols data. So it’s kept in the back- 
PRECIPITATION=-S- Snow R~Roin SL Sleet H- Hol! MUMIDITY---Show & } bs » =t} 7s SC 
WAY WIND VELOCITY~Indicote epprenimote miles per hour $KY-€ - Cleer Res ground with a contrasting oft 





PC. Partly Cloudy © - Overcoat 








Boxed form designed for efficient typing tabulation speeds record making, 
eliminates deciphering nebulous remarks. 


ments. Copies also go with the 
material to the using department, 
to the vendor when parts are re- 
turned. 


General Principles 


Purchasing’s versatile form spe- 
cialist keeps busy with other de- 
partments’ forms too. She applies 
the same principles to them that 
she does to purchasing forms. 
“Basically,” says Miss Johnson, “a 
form gives instructions, or makes 
use of self-explanatory static or 
constant data.” To interpret, static 
data on a form is printed. Vari- 
able data is that which is filled in. 
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And analysis, which determines 
need, data required, functional 
format and end use, is a prime 
requisite before a form can be 
properly designed. 

The form number is placed as 
near to the form title as possible. 
This gets people to request and 
speak of forms by both the num- 
ber and the title. No reason why 
a form number should be hidden 
—it’s just as much a part of the 
form as a serial number is to a 
machine; a means of identification 
and a system for storage. 

The complete form number has 
two basic parts. The base number 
identifies the form itself. The suf- 


colored ink. 


A Case History 

K & T’s newly designed Permit 
For Use of Company Vehicle (il- 
lustrated in this article) is a good 
example of how a form can be im- 
proved. 

In the old version the person 
requesting the use of a company 
vehicle had to read the entire 
form even, though most of it did 
not apply to him. 

In the revised version, the re- 
questor reads and fills in only one 
half of the form. Everything that 
applies to him is there. And he 
does not have.to be taught how to 
fill in the form—it is self-explana- 
tory. The bottom half of the new 
form is for another department’s 
use. 

Spacing for the mileage figures 
is confined purposely on the re- 
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Turn in to Traffic Dept. Daily 
Date 
PRAMIT FOR USE OF COMPANT AUTOMOBILE 
Trip authorized by 


Please releane | 


Mileage out 


Mileage for trip 








OLD DESIGN 


vised form. Previously, the spac- 
not confined. 


ing was Jecause the 
lines were so long, mileage figures 
would be written in. different 
places on each form. This, of 
course, is time consuming for 


whoever checks the variable data 


Typewriter Spacing Helps 

All forms are designed for type- 
writer spacing whereever possible, 
not the 
This does not inter- 
fere with the design and it pro- 


regardless of whether or 


form is typed 


motes standardization. Typewriter 
spaced forms will nicely accom- 
modate most handwriting. 

The old adage “A place for 
everything and everything in its 
place,” definitely applies to forms 
design. on a form 
should be identified and definitely 
Many don’t think. to 
provide spaces for such entries as 
initials, time, 


Every space 


assigned. 
or date. They as- 
sume that the person using the 
form will be taught to put these 
things down when filling it 
This often is not the case 

K&T’s old com- 
form, the 
license number of the vehicle had 
to be written in even though no 


in. 


In the case of 


pany vehicle request 


space was allowed on the form 
for it. This additional operation 
had to be taught to everyone 


using the form. (Try to identify a 
fleet of cars and their respective 
ignition keys by only a manufac- 


Marei 17, 


1958 










































































PERMIT FOR USE OF 4 
COMPANY VEHICLE 
nw sae =a Functional format saves time and 
money. Note prominent form num- 
sie 006 ber and elimination of company 
name on revised form (right). 
o dive of this Company ‘nai roe . 
- ages thet ne riders 
on on! eon t mployeos — owe ~ 
| FOR SAFETY OFvISION USE ONLY | 
J ’ Ct a = = 
Wee we 
satin water 
We oer Te et 
Ee Even though hectograph process is 
cheaper, time saved in clarity of 
— form design allows plate printing for 
: cost reduction. 
NEW DESIGN 
NEW DESIGN OLD DESIGN 
DOEHLER HEADS 
» « GET. 6 sTRCeGrTs 
. - > Pore 1782-45 
Dostler Keates att. Bo 
: Tae tewiny ie T 
~“ - re) - = Bx 
wer ] acres 
mm ne © ring, Dire magTOS ws oust. 
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T 4 er wD 
sis a hee es 2 es 
oa memrus - 2.125 van ca 
Mevarng haces teers: y — 
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a Tor oF mT 
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tment ing O - oo | UCENESS oF GEAR 
nes @ Oe ] . MUNTINC OLSTANCE 
a pasvereas aac - — 
mag: 
turer's name and color.) If the tance. Office duplicators are inex- 


safety guard forgot to fill in this 
information on the old form, the 
record very often became mean- 
ingless. This problem is now 
licked. The new form has a place 
for a license number. 


Other Helpful Hints 


Many people think that a form 
printed with a liquid spirit dupli- 
cator or similar equipment is not 
a form, and hasn’t much impor- 


pensive process to use, but the 
badly-designed forms often 
printed by such processes are not 
necessarily inexpensive to fill out. 

Form 1782A, illustrated in this 
article, is a good example. Note 
the sequence of wording place- 
ment on the old form (right). It 
would take a Philadelphia lawyer 
to figure it all out. In fact, when 
this form was revised, it took the 
department head _ considerable 
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Kr - T C Purchase Order frgert. | Purchase Order 
ARNEY & SRECKER VORPORATION. a Ne. 
‘ MARK OUR PURCHASE OROER 
MAR R > 
Main Prone: GREENFIELD 6-8300 TWX: MI-271 Se ee NUMBER ON EACH PACKAGE 
SHIP THIS 6784 W. NATIONAL AVENUE NUMBER ON EACH PACKAGE 
ORDER MILWAUKEE 14. WISCONSIN AND INVOICE. BE SURE TO AND INVOICE. BE SURE TO 
MILWAUKEE 14, WISCONSIN ea (MiLWAUKED WITH EACH SHIPMENT WITH EACH, SHIPMENT 
AODRESS | ———T-ilt TRANSPORT Division] Pen ——— eer 
DESIGNERS AND BUILDERS OF PRECISION gnD 
4 CHECKED pare natty > Gite PRODUCTION MACHINE TOOLS SINCE 1888 MAIL INVOICE IN DUPLICATE MAIL INVOICE IN DUPLICATE 
oes ie heniiciatihibtaetadiicaas a 
° rT 7 
cd 
g 
~ DIRECTOR OF PURCHASES 
: ° 
§ ALL INVOICES AND CORRESPONDENCE REGAROLESS OF SHIFFING 
— INSTRUCTIONS ARE TO BE ADDRESSED TO 
. =a 6704 W. NATIONAL AVE. MILWAUKEE 14. Wis 
DATE OF PHONE (DATE) “ 
ORDER 
WET 30] F.0.8. our saue as enpeine || OT*E# 
M venoors 
TERMS % pays | POINT | PLANT Fea) | rot | 




















PLEASE FURNIGH THE FOLLOWING MATERIAL AND/OR SERVICES SUBJECT TO THE CONDITIONS ON THE FACE AND REVERSE SIDE OF THIS OROER 








Tes DATE WANTED 


NO. 


UNIT STD. 
cosT 


UNIT 
cost 


QUANTITY DESCRIPTION DELIVER To ACCOUNT NO. 


PLANT # 
































S FOU WILE OF FEED AOD HOLD BOT HABeLESS 


TERMS & CONDITIONS 


PPLEASE SHIP FAR ENOUGH IN ADVANCE TO ASSURE OUR RECEIVING DELIVERY 4, CARLOAD SHIPMENTS CONSIGNED TO MAIN PLANT MUST BE ROUTED FOR 








ANT PROPERTY Of IMIYAY TO. De ™ 
IN OUR PLANT ON THE DATE REQUESTED. CMSTPOP OR CONW DELIVERY OF ANT PERSON ARISING OUT OF THE ERE 
CARLOAD SHIPMENTS CONSIGNED TO SPECIAL MACHINERY Diy N MUST BE curios oF TH 
1. ACKNOWLEOGMENT OF THIS ORDER STATING DEFINITE DELIVERY DATE AND ROUTED FOR CMSTPAP DELIVERY ONLY. ROUTE NO RA MIPMENTS TO AIR FURNISH 487 WITH SATISFACTORY BW! 
PRICES MUST BE MADE BY RETURN MAIL. TRANSPORT DIVISION. SEncE oF suPPcEET 
2. DO NOT INSURE PARCEL POST OR EXPRESS SHIPMENTS. S. INVOICES SPECIFYING CASH DISCOUNT AND DATED FROM THE IST THROUGH THE ane w ee eee entren ane mane 
7 ISTH WILL BE PAID ON THE 25TH OF THE SAME MONTH. AND THOSE DATED PERFORM THIS CONTRACT IM WHOLE GC tw 
3. ALA SHIPMENTS ARE TO BE MADE FO & DESTINATION AND SHIPPED CHEAPEST FROM THE 16TH THROUGH THE 31ST WILL BE PAID ON THE 10TH OF THE FOLLC “ Pan’ Gm Perarses OwnED o8 occuriED 
WAY UNLESS OTHERWISE INDICATED. ING MONTH. oy net 4 


(CONTINUED ON MEVERSE SIDE) 


THIS ACKNOWLEDGMENT FORM WILL PURCHASE ORDER 











FIT INTO WINDOW ENVELOPE. PLEASE 
DETACH AND RETURN IMMEDIATELY 





No. 


DATE K & T PART NO. VENDOR S ORDER NUMBER 





RECEIPT OF THIS ORDER 1S HEREBY ACKNOWLEDGED 


WE WILL MAKE SHIPMENT ON ___ 


T 


OLFimITE DATE 





° 
KEARNEY & TRECKER CORPORATION 
6784 W. NATIONAL AVENUE taniibaciaieninccaiaainiaietcaeoteiiieaatig 
MILWAUKEE 14, WISCONSIN ee 


Tab stop indicator printed 
at top of new purchase 
order form saves typing 
time. 





BIGNATURE 





Tm 


NOT A SHHIF 
T TO Spe 





OR IN A FEW DAYS iS 


NOTE AS SOON AS POSSIBLE 
PLEASE STATE POSITIVELY WHEN YOU EXPE 


TERMS PING DATE 




















time to interpret it so that a sim- 
pler form could be devised. The 
old hectographed form was far 
from inexpensive to fill in. The 
revised form (left) was printed 
instead of being hectographed, 
only because the number of copies 
made it more practical to do so. 

Many people are authors of 
forms but few are good designers. 
The illustrated form on Tempera- 


72 


ture and Weather Conditions is a 
good example of the difference 
between an “authored”? and a “de- 
signed” form. Even though the 
new form (1945-74P) is more 
comprehensive, it’s cheaper than 
the old one because of the cost of 
filling in. It is difficult to imagine 
how weather conditions could 
have been accurately reported on 
the old form. The new form calls 


for specific descriptions of weath- 
er. It’s boxed and designed for 
efficient typewriter spacing and 
quick tabulating. 

And there you have it—literally 
hundreds of Kearney & Trecker 
forms have been revised or dis- 
carded. The same analytical ap- 
proach is used for every one. And 
there’s one thing for sure—they 
know they’re saving money. 
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Is That 


Acceptance Form 


Really Necessary ? 


For THE P.A. who may have 
wondered from time to time 
whether there’s really any reason 
for a acknowledgment 
‘copy in a purchase order form, 


vendor 


the answer is—yes. 

At least that’s the way Carl 
Bauer, purchasing agent for the 
Hilliard Corp., Elmira, N.Y., man- 
.ufacturer of industrial clutches 
and oil purifying equipment, feels 
about it. Until he revised his pur- 
chase order form recently, Hil- 
liard had not its 
vendors acknowledgment 
Instead it relied on a request for 
an acknowledgment statement on 
the vendor’s copy of the purchase 
order to do the job. 


been sending 


copies 


System Didn't Work 


Although this system eliminated 
some paperwork, in the long run 
Hilliard found that it created more 
problems than it solved. The 
trouble was that the majority of 
the vendors failed to send an ac- 
knowledgment. This meant that 
in many cases it was necessary 
to followup to make certain the 
vendor had received the order 
and to reconfirm delivery dates. 

In making up his new purchase 
order form, P.A. Bauer decided 
to include a vendor acceptance 
copy to see if this would help 
solve the problem. The results: 
Marcu 
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= commen — 


where formerly Hilliard was lucky 
if it received acknowledgments 
from 30 per cent of its vendors, 
it now received acceptances from 
at least 75 per cent. Followup.costs 
have: been reduced markedly. 


A Model of Simplicity 


A model of simplicity, the new 
Hilliard P.O. form in addition to 
including a vendor acceptance 
copy has also reduced the custom- 
ary full page of contract terms to 
four brief points: 

(1) The vendor is instructed to 
“invoice in duplicate, promptly 
with B/L.” 

(2) Is told that the “invoice 
must cover no more than one pur- 
chase order or shipment.” 

(3) On prices, the P.O. states 
that “if price does not appear on 
this order it must not be filled at 
higher price than last quoted or 
charged, without authority.” 

(4) Policy on rejects is stated 
this way: “Material furnished on 
this order which is not to specifi- 
cations will be returned at your 
expense.” 


ruecmase 
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Merely by adding an acceptance 
copy to its purchase order form, 
Hilliard Corp. more than doubled 
its vendor acknowledgment rate. 


Bauer feels confident that these 
four points give him complete pro- 
tection in any situation that is 
likely to arise—particularly since 
he deals with a relatively small 
number of vendors and has done 
a thorough job weeding out all 
but the most reliable of suppliers. 


How Form Was Designed 


In working out his new P.O. 
form Bauer studied nearly 100 
different purchase orders used by 
other companies. He eventually 
incorporated the basic elements of 
eight of these forms and used 
some of the suggestions offered by 
his form supplier. 

In all, the Hilliard purchase 
order now consists of six copies: 
the vendor's copy, the acknowl- 
edgment copy, the purchasing de- 
partment copy, a copy which is 
sent to the person who made the 
original requisition, a receiving 
copy and a followup copy. From 
his experience so far, Bauer be- 
lieves the new form just about 
meets all the needs of his particu- 
lar purchasing operation. 
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GOOD EXPEDITING— 


e Gets material in on time 


e Betters vendor performance 


e Ups purchasing's status 


oe 

Expeprtina is a good means 
of demonstrating your efficiency. 
When you do it right you prove 
to your engineers the value of 
good purchasing. They realize that 
it’s better to have you do the buy- 
ing, and let them concentrate on 
engineering. 

“That’s just one of the profit- 
able lessons we’ve learned from 
the system we set up at Arm- 
strong Cork Co. a couple of years 
ago,” according to William Law- 
ton, senior purchasing agent, ma- 
chinery. 

“The system, in which we ex- 
pedite by project rather than by 
item, has enabled us to: 

¢ take a big burden off highly 
skilled engineers, who are in short 
supply and should be free to 
specialize; 

¢ keep a better score on vendor 
performance; 

e make sure every component 
is in on time so that project dead- 
lines are met. 

® train future buyers.” 

Here’s how the system works: 

All new equipment for Arm- 
strong’s plants is bought at com- 
pany headquarters in Lancaster, 
Pa. (There are plant purchasing 
agents at each of the 17 Armstrong 
plants throughout the country. 
They buy maintenance and re- 
placement items.) Lawton’s sec- 
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tion works closely with engi- 
neering on the purchase of new 
equipment—a sizeable job,. since 
Armstrong has spent approxi- 
mately $30 million on expansion 
in the past two years. 

Once a month, Lawton gets a 
list of all projects approved by 
the executive committee. He im- 
mediately contacts the project en- 
gineer and discusses the required 
equipment and the method of 
requisitioning. Engineers often 
delegate the requisitioning—since 
Armstrong shops may build some 
of the needed equipment, they 
may have to requisition special 
supplies. Every project gets a six 
digit number for identification— 
and that number must appear on 
every requisition, regardless of 
origin. 

Lawton begins to lay out his 
general buying pattern even be- 
fore the executive committee 
makes the appropriation for the 
project. He investigates sources 


and availability, and often gets - 


approximate prices. As salesmen 
call at his office—or are called in 
—he directs the mto the engineer 
for further consultation. 

When the purchasing agent re- 
ceives a requisition he checks 
the “date required” entry and 
shops around to make sure that 
the vendor’s delivery date will 


conform to that. In the upper 
right hand of the requisition, he 
indicates the date on which he 
thinks the purchase order should 
be tickled. When the order is 
typed, this date is also put on it. 

A copy of the order goes to the 
expediting group—which in Law- 
ton’s section is made up of one 
male expediter, one female ex- 
pediter, and one file clerk. The 
raw materials section, headed up 
by Senior Purchasing Agent J. A. 
Witter, has one male expediter, 
and one female expediter. 

The expediter sets up a tickle 
card conforming to the date on 


‘each order. As each tickle date 


comes up, the order is pulled, and 
the first in a series of four letters 
is sent. (These form are illustrated 
on page...) All the supplier 
has to do is fill in the desired in- 
formation in ink, fold up the form 
—which is a self sealer and be- 
comes a self-addressed postpaid 
envelope—and mail it. 

Any delivery information re- 
ceived by expediting that does 
not agree with the date required 
is sent to engineers and the pur- 
chasing agent concerned on a spe- 
cial form. It’s the engineer’s re- 
sponsibility to let purchasing 
know if he can’t live with the new 
date. 

Up to this point, all expediting 
operations have been handled by 
the female expediter. But as soon 
as an engineer says he may have 
trouble, the matter is turned over 
to a male expediter. It’s up to 
him to get the material to the 
plant in any way he can. He may 
telephone, wire, or visit the 
vendor. In some cases he will 
work with the vendor’s own sup- 
pliers if delayed deliveries from 
them appear to be at the root of 
the trouble. 


When Does PA Get Into Act? 





If the male expediter finds it 
impossible to improve the situa- 
tion to any reasonable degree the 
whole thing goes back to the pur- 
chasing agent. “We’re firmly con- 
vinced” says Lawton, “that the 
PA is ultimately responsible. He 
can’t evade that. It’s then up to © 
him to improve the situation with 
this supplier or to cancel or re- 
order from another source. Of 
course a lot is left up to the judg- 
ment of the expediter as to when 
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to bring the PA into the act. He 
can ask the purchasing agent to 
go out with him to a 
plant and talk to key people there 
We've had Art Abel, as- 


sistant general purchasing agent 


vendor's 
even 


here at Armstrong go out on a 
particularly tough problem. The 
expediter doesn’t always have the 
experience 
ing decisions 


or influence on buy- 
-that would help 
bring a lagging supplier into line.” 

“We've also enlisted the aid of 
the traffic Central 
traffic now gets a copy of every 


department 


order on an engineering project. 
On most orders they advise the 
vendor on the best way to ship. 
Since they have taken a part in 
the system our time and money 
savings have been very big.” 
Close personal cooperation is, 
of course, essential to the success 
of the system. Lawton and the 
male expediter will periodically 
sit down with project 
and go over all orders on a par- 


engineers 


ticular project (a separate file is 
kept for each project) 
view exactly what their status is. 
This lets the engineer know where 
he stands and allows him to con- 
centrate on his own job. This kind 
of aids purchasing 
both with engineering and with 
management. “Engineers don’t 
want to be buyers if they know 
we can do the job for them 
we do it, and our relations are 
excellent.” Lawton, who 
an industrial engineering back- 
ground, thinks the expediters 
should have mechanical experi- 
ence, as well as an ability to get 
along with people. He looks on 
the expediting job as very im- 
portant—and a stepping off place 
to a buyer’s job. 


and re- 


cooperation 


SO 


has 


> 


This is the series of follow-up letters 
used in Armstrong’s system. (1) is 
sent when tickle card on order is 
first pulled, indicating that no 
acknowledgment has been received. 
(2) is sent when delivery promise 
has not been met. (3) asks for in- 
formation on balance of order when 
only partial shipment has been re- 
ceived. (4) is used when no answer 
has been received to any of the 
other three letters. All these forms 
are sent in duplicate, the second 
copy being a self-addressed, self- 
sealing business reply envelope. 
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(Armstrong 


onumPreany 


LANCASTER 


PENNSYLVANIA 


Gentlemen Attention 


Subject Our Order # Dated 
Your Order ¢ 
The subject order was mailed to you calling for 





Ss t ve not indicated whether yo 
of as shown on our order 
return mail when you expect to ma 





self-addressed, 


lh a i a OO te imine 


Stamped, reply 





Gentlemen Attenti 
Subject Our Order g Dated 
Your Order ¢ 
You advised us that you would be able to ship the following materia 


ae te ee 
Inasmuch as we have not yet received these ite: l appreciate your 

advising j 
stamped, 


is when and how you plan to 
¢ 


reply form is included for your convenience 





Attention 


Subject Our Order # Dated 

Your Order ¢ 
In reviewing the subject order we note that it has been filled complete 
except for the following material: 

ITEM BALANCE DUE DESCRIPTION 





iate being advised when you expect to ship the balance of 


this order A self-addressed, stamped, reply form is included for your 





Gentlemen Attention: — 


Subject: Our Order #— Dated _ 


Your Order # — — 
As of this date, we have not received a reply to our letter of 
marked to the attention of 
regarding delivery on our subject order. This order called for: 





Will you kindly tell us when and how you expect 
of this material 


to make shipment 


A self-addressed, stamped, reply form is included 


for your con- 
venience 


Very truly yours, 


ARMSTRONG CORK COMPANY 


7 Purchasing Department 
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New Purchase 


Order Form. 


A single I1-part form replaced several other forms for purchasing- 


receiving. Results: more speed, fewer errors, less drudgery 
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SEE REVERSE SIDE FOR INSTRUCTIONS AND TERMS WHICH ARE A PART OF THIS ORDER 











Vickers Incorporated 
OUR SALES TAX 
1ON CODE IS: 
by 
PLEASE: 

1. Sign attached acknowledgment 2. Address all Quotations and corre- 3. Packing Slips are to show ke 
manvolly and return by AIR-MAIL spondence to the BUYER. ona and quuntte alle. 
making any completions neces- All INVOICES to ACCOUNTS PAY- cated to each work order, if 
tory. Any changes made by ABLE. 


work order number is shown on 
the face of this order in addi- 
tion to the PURCHASE ORDER 
NUMBER. 


SELLER on acknowledgment 
must be made in ink and init 








VENDOR'S COPY 


Copies of the purchase order are distributed to vendor, purchasing, account- 
ing and receiving. Six copies—one of which is a whiteprint master—go to 
receiving in a stapled set. The forms in this set are filled in and distributed 
to various departments when material arrives. Master is retained, however, 
to make additional copies if partial shipments are received. ° 
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By SWITCHING to an 11-part 
continuous form to handle all its 
purchasing-receiving paperwork, 
the Joplin plant of Vickers, Inc., 
has saved about 1,500 clerical 
hours per year. It also has been 
able to centralize typing, cut way 
down on duplicating time in re- 
ceiving, and eliminate many tedi- 
ous handwriting operations. 


Old System Complicated 

Vickers (a division of Sperry- 
Rand Corp.) previously followed 
this system: 

Multi-part purchase orders were 
typed up on receipt of requisi- 
tions. When material was _ re- 
ceived, receiving completed a five- 
part unit set. One copy of this set 
was on a whiteprint master. The 
master was put through a print- 
ing machine for each receival— 
including the original—to make 
five copies. (Only 40% of all Vick- 
ers purchase orders, however, in- 
volved more than one receival.) 


Postal Needed for Followup 

When shipments were past due, 
an individual follow-up postal 
was handwritten or typed. Fre- 
quently, a good deal of informa- 
tion had to be written on the card. 

Now Vickers makes up every 
purchase ordér on an 11-part 
form, It is typewritten on an elec- 
tric typewriter with a Registrator 
platen. The vendor gets two 
copies, purchasing two (one for 
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Saves 1500 Hours A Year 


filing, and copy 11 which is a self- 
mailer on heavier stock for use 
in follow-up), accounting one, and 
receiving six (copies 5-10, in a 
side-stapled Zipset). 


Everyone Kept Informed 

When material arrives, receiv- 
ing information is hand-filled at 
the bottom of the form. The set 
is torn apart and distribution 
made of ‘all copies except the 
whiteprint master, copy 5. Stores, 
production control, purchasing, 
the requisitioner, and accounting 
each get a copy. 

The whiteprint master remains 
in receiving for use in recording 
any additional shipments. Receiv- 
ing information on these is re- 
corded at the bottom of the form 
and five take-offs are made on the 
printing machine. When these 
copies are received by the depart- 
ments mentioned above, the old 
copies are destroyed 

Money, Time Saved 

Vickers reports that the new 
system has brought them a num- 
ber of advantages: lower operat- 
ing costs, cutting down of repeti- 
tive writing, and practical elimi- 
nation of errors. The system is 
faster than the old one and has 
eliminated peak loads in writing 
and typing. Since the new format 
calls for a straight typing job, 
training of new employees in the 
system has been simplified. 
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URGENT I! IMMEDIATE REPLY REQUESTED 
THIS 1® A SELF MAILER -.- POSTA eee 
NOTE vests Se RE STAGE FREE FORM PROVIDEO FOR 
FOLD THE BOTTOM FRONT UP - FOLD THE TOP OVERLAPPING FRONT DOWN - STAPLE OR 
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TO VICKERS INC OPLIN Div s ON NOTED ABOVE 'S DELIVERY INFORMATION COVERING PARTS LISTED 
WE UNDERSTAND THAT ACCORDING TO OUR CONTRACT ACCEPTANCE FAILURE TO MEET PROMISED OE. 
LIVERY MAKES THIS ORDER $us, ECT TO CANCELLATION 


Neme of Company 





Oote Signed 
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FeaST CLASS 

# BUSINESS REPLY ENVELOPE 1] PERMIT NO 
STARE CTS CESS NITEO STATES 283 

4¢-POSTAGE WILL BE PAID BY— JOPLIN, MO. 





VICKERS INCORPORATED ——— 
BOX 991 ——— 
JOPLIN, MISSOURI trac 





ATTENTION 
PURCHASING DEPT 








The last, or eleventh, copy of the order is of heavier stock and can be folded 
over to make a prepaid envelope. This is kept in purchasing in the event 
follow-up is necessary. 
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Mosr BUYERS keep some 
sort of vendor directory. The 
crudest version is probably a pile 


of salesman’s calling cards held . 


together with a rubber band. A 
more refined type is a loose leaf 
book in which each vendor is list- 
ed alphabetically on a separate 
sheet. The refined version is more 
work but it’s worth the trouble. 
Knowledge of sources of supply 
is the buyer’s most important 
quality. 

At Northrop Aircraft’s North- 
rop Division in Hawthorne, Calif., 
they’ve devised a new wrinkle in 
vendor directories. The Northrop 
directory takes no more space 
than the more conventional types. 
Each vendor is listed on a separate 
34%” x 534” loose leaf sheet. Des- 
pite its compactness Northrop’s 
directory has a great deal more in- 
formation crammed into it than 
conventional directories. It in- 
corporates information on the ven- 
dor’s size and financial strength, 
his products and production capa- 
bilities, quality performance, etc. 
In all it’s possible to list 15 dif- 
ferent types of information on 
each Northrop vendor card in ad- 
dition to the vendor’s name and 
address. 

Northrop’s vendor directory is 
the result of a vendor survey run 
by the material division as well 
as a compilation of basic purchase 
data. In the survey, vendors were 
asked to check every conceivable 
type of aircraft work for which 
they felt they were qualified. On 
the questionnaire, 46 major prod- 
uct categories were listed. In- 
cluded, for example, were “Air- 
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Vendor Directory 


Big ‘LTimesaver 





for Buyers 





1.40 "BY - 


46.38 "'S"* 


ay "Dp". 
6.46 "A" 





Northrop’s vendor di- 
rectory consists of a 
series of these small 
34% x 534 loose leaf 
sheets coded to pro- 
vide a maximum of 


Big Business, ‘'S"’ Smal! Business 

S" - Approved for AF Awomatic Sowce.laspection; 

X"" - Not Approved 

Treattic Lemer, 

 “B' “C™ etc. - Code tor Quality Performance 

(See reverse side) 

1.31 “P" - Sales Office, “F" - Factory 

2.51 Quality Comro!l Number 

4.31 Geographical Ares Code and Macerial Handling 
Equipmers Code for Local Vendors (See reverse ste) 


6.34 “"Y" - Quality Como! Survey Approval as 
shown ia Vendors History File. * 
Quality Comre!l Approve! —— 





VENDOR DIRECTORY KEY 








“N"'- No Trattic Lemer 











‘Z” - Conditional 
















































































































































































. . 6.32 “F" - Facility Survey Approval 
information. 7.31 Financial Capacity Coding (Ser reverse ”) 
“| oll }e] 2|-]2]: z|e 2]: SAAS Uh aiblgipis'¢ 
1 | i j 
ab | ++ oF . 
ss $4 ' 
‘ Veer TTT seek bt 
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This Vendor Directory ’ z rte nine bb tt 
Key shows how it’s ® TT | IT te Par 
possible, by coding, to 9 r LUT eat tatt | 
list 15 different types 8.52 “0” - Oremiding Ageoonen wish Veater — | 
of information about 0 i" -Anleeenen eh tee _ 
a vendor in a very 7.34 Terme of Vender oe 
limited space. 6.36 "A" Accouming Procedwes approved tor J 
Auditing Purposes ————_ - 





craft Armaments,” “Electrical 
Systems,” etc. In addition, there 
were as many as 44 sub-categories 
under each main category. “We 
wanted to make sure,” says North- 
rop’s Art Pearson, “that we knew 
about every product our suppliers 
made that might be of potential 
Juse to us.” 

A second survey of vendors 
‘dealt strictly with facilities. Ven- 
dors were asked to report on the 
capacity they had available, their 
special skills, and production and 
inspection facilities. “Again we 
wanted to make sure we weren't 


6.58 “V"" Vendor approved for Limited Orders only 





e 


overlooking any opportunities in 
taking advantage of vendor skills,” 
declares Northrop Material Man- 
ager Jack Hinchcliffe. 

The highlights of the two sur- 
veys were then condensed and 
coded. Addressograph plates were 
made up. The result was a com- 
plete vendor directory that’s 
proved invaluable to everyone in 
the Northrop purchasing organiza- 
tion. And should a stepped-up de- 
fense program (or a_ national 
emergency) require more sources 
of supply, Northrop will be ready 
to move with dispatch. 
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Purchasing’s Role 


In Public Relations 


Vo one in a company has greater or more intimate contact 
with the outside business world than the purchasing agent. 
Every act and attitude leaves its mark on suppliers. Y our 
degree of integrity, competence, courtesy and tact are the 


bases on which you and your company are being judged. 
5 . £ 


By Stuart F. Heinritz 


| N EVERY COMPANY'S tabulation of assets 
is the intangible but highly important item of good 
will. The financial valuation placed upon this 
asset is usually very nominal, but the real value 
may be beyond calculation. It represents the 
character, prestige, and established relationship 
of the company—a valuation in the minds of 
those with whom the company does business, as 
supplier, customer, employer. As such, it gives 
meaning and effect to the more tangible assets 
of the enterprise as a going concern 

With increasing social consciousness in busi- 
ness and increasing competition for the high 
regard that makes for business patronage and 
success, management is #Biving more and more 
attention to this asset in the effort to foster good 
public relations. Specialists in this field have 
learned a great deal about business relationships 
and reputation. They have developed effective 
techniques for molding favorable opinion. They 
have accomplished truly remarkable results in 
many instances in creating and maintaining good 
will. 

Public relations is an art and science of com- 
munication. Probably the most important prin- 
ciple that has evolved from its study and prac- 
tice is that words are not enough. There must 
be something sound to communicate. Public rela- 
tions, good or bad, are rooted in character, atti- 
tudes, and behavior. These speak louder and 
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more persuasively than any formal statement. 
Thus public relations becomes the business, not 
solely of one specialized department, but of 
everyone in the organization whose actions affect 
those outside it. 


Purchasing Contacts 


No one in the organization is more constantly 
and widely dealing with the outside business 
world than the purchasing agent. The list of his 
regular vendors alone numbers hundreds or 
thousands of companies and their personal sales 
representatives with whom continuing contacts 
are maintained in the normal course of buying. 
That’s only a beginning. For every one on that 
list there are two to a dozen more who seek him 
out in the hope of doing business. Even if they 
do not receive an order, they do receive an im- 
pression that starts at the reception room door 
and carries on through the conversation to the 
ultimate yes or no. And these impressions do not 
stop with the particular individual involved; 
they have a way of becoming known throughout 
the trade, building up a picture of the buyer ani 
his department that is quite generally accepted, 
for better or worse, deserved or undeserved. 

The buyer spends a considerable part of his 
time interviewing salesmen and negotiating with 
them—a highly personalized type of contact. And 
in the subsequent handling of orders, involving 
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general corespondence, follow-up, clearance of 
invoices, and possibly claims and adjustments, 
this contact extends to others in the vendor 
companies as well as to the salesman. Every act 
leaves its mark. 

Obviously it is to the buyer’s own advantage 
to maintain vendor relationships on the friend- 
liest possible plane. That’s elementary to good 
purchasing policy and practice. The important 
point in this discussion is that vendor relations 
are but a part of the broader field of public rela- 
tions. The purchasing agent, from the very na- 
ture of his job, is deeply involved in this larger 
company objective. For in all of these purchasing 
contacts and dealings, the buyer represents the 
company. Within the scope of his activities, he 
is the company. 

No public relations program is complete with- 
out considering the role of the buyer and his 
tremendous potential for creating good will. No 
purchasing policy is complete without including 
the public relations aspect. 


Integrity 


The buyer’s first obligation in fulfilling this 
part of his responsibility to the company is abso- 
lute integrity. Of course this is not to say that 
he should be honest just for the sake of making 
an impression, and certainly not with any air of 
self-righteousness. It does mean that, acting in 
honesty and good faith, he should project that 
fundamental attitude so clearly as to instill a 
feeling of confidence in those with whom he 
deals. There may be points on which they take 
issue with him, but they will know exactly where 
he stands. They will know that his word is to 
be trusted, that his representations are realistic, 
to be taken at face value, and that his promises 
can be relied upon. 

Such confidence is the basis for arriving at 
a true meeting of the minds in any negotiation, 
for it encourages corresponding forthrightness 
on the part of the seller. Thus it augurs well for 





Vendors’ impressions begin at the reception room 
door—and have a way of becoming known through- 
out the trade. They gradually build up into a picture 
—good or bad—of the buyer and his company that 
is generally accepted. 
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mutual satisfaction in business dealings and is a 
distinct asset in the conduct of the purchasing 
function. It goes far beyond this in its public 
relations implications. For the confidence so 
established is a positive attitude, creating the 
reputation of reliability and fair dealing. The 
purchasing agent has a specific opportunity, 
through his own standards of conduct, to make 
his company known as a company of sound 
character, a good moral risk, a good company 
to do business with. 


Competence 

A second attribute that makes for good busi- 
ness relationships is professional purchasing com- 
petence. This is a matter of more than personal 
and company concern. Sellers are quick to ap- 
praise the caliber of a purchasing department, 
and inevitably in their eyes it reflects the caliber 
of common management. 

Sellers respect the man who knows his busi- 
ness. The man who understands his requirements 
in terms of their purpose and usage, who knows 
costs, and who has definite objectives and policies 
in procurement, based on sound reasons, is the 
man who can recognize basic values, and reputa- 
ble suppliers like to sell on value. They respect 
the company that insists on a_ thoroughgoing 
evaluation of its own purchase expenditures, and 
they have a feeling of partnership in contributing 
to ultimate value. 

Sellers like to deal with a company that is 
run in businesslike fashion. Customers pro- 
cedures, incomplete specifications, inconsistent 
policies, too many rush orders, frequent revi- 


sions of delivery schedules, are not only tribula- 


tions of the buyer. They are a constant source of 
annoyance and insecurity for the supplier and 
militate against good business relations. 

Sellers like to do business with the buyer who 
has standing and authority in his own organiza- 
tion, and is qualified to negotiate and to make 
decisions. This is the mark of the company that 
knows where it is headed and is staffed with 
executives capable of speaking for the company 
and helping to direct that course. Such standing 
is based on competence. On the other hand, 
salesmen soon recognize the buyers: who stall 
for time to get confirmation for their judgment, 
or rely on bluff to cover up their lack of informa- 
tion or authority, or whose position is so weak 
that they resent advice and set up barriers to 
technical counsel even from their own associates. 

As the seller’s respect for the buyer decreases, 
so does his respect for the company. But the 
buyer who is a worthy representative of his 
profession endows his whole company with a 
corresponding reputation for competence in the 
seller’s estimation. 


Cooperation 
The buyer-seller relationship is a two-way 
street. In rating vendors, buyers place a high 
value on their willingness to cooperate. Too often 
they assume that this cooperative spirit is earned 
and paid for by business patronage, by purchase 
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dollars. To a degree, and under certain circum- 
stances, this may be true. But the deeper and 
more lasting spirit of cooperation is fostered by 
exhibiting that same quality in buying 

On the public relations balance sheet, the fact 
that a.customer is a big account does not neces- 
sarily mean that the company is highly regarded. 
If that buying power is exercised autocratically, 
for a unilateral advantage, it may have exactly 
the opposite effect. The company having fewer 
dollars to spend, but purchasing considerately, 
loyally, in a cooperative spirit that seeks to es- 
tablish a good business relationship, not merely 
to make a buy, is likely to be rated much more 
highly as a desirable customer 

The fact that such cooperation often pays off 
dollarwise to the customer as well, is incidental 
to this discussion of public relations in buying. 
The important point here is that vendor coopera- 
tion and regard can usually be earned but seldom 
purchased. ; 


Courtesy 


In public relations, as in all human relations, 
courtesy is a fundamental requirement. Courtesy 
is an innate quality, stemming from a sincere 
belief in human dignity. But just as courtesy in 
social and personal relationships is expressed in 
the observance of certain amenities and codes of 
conduct, so business courtesy can be put into 
rather specific terms. And courtesy can become 
a habit, a good habit. 

In purchasing, courtesy includes, among other 
things, a prompt reception to business callers, 
a reasonable regard for their time, comfort, and 
convenience, a fair hearing for legitimate and 
pertinent proposals, a definite report to bidders 
even (or especially) when tests have been un- 
favorable, bids unsuccessful, decisions negative. 

Courtesy does not imply any lack of firmness 
for the sake of being pleasant. It need not involve 
wasting time on irrelevant -solicitations, garru- 
lous salesmen, or routine calls without a purpose. 
It has nothing to do with freedom of purchasing 
judgment or with objective, scientific purchasing 
decisions. It is a way of conduct in relation to 
vendor companies and their representatives. The 
successful salesman should feel that he has made 
a business friend as well as a sale. The unsuc- 
cessful salesman may be disappointed, but should 
be given no grounds for resentment. He should 
feel that his dignity as a person and the dignity 
of his business mission have been respected, and 
that the door is open for him to try again. 


Tact 


A good deal of all that has been said up to 
this point can be summed up in the inclusive 
but somewhat rare quality of tact. This is some- 
times defined as the ability to put oneself in the 
other fellow’s position, and acting accordingly. 
Surely that would include the elements of in- 
tegrity, cooperation and courtesy. It would in- 
clude the assumption that these are also attri- 
butes of the vendor, at least until there are in- 
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dications to the contrary. In that case some 
special course of action may be indicated, but 
this should not be in the nature of lowering the 
buyer’s own standards of conduct. That would 
only result in tearing down the impression that 
the public relations-conscious buyer is trying to 
communicate. One of the inherent characteristics 
of good public relations is that the practice of 
these attitudes tends to foster similar sandards 
of conduct in the party of the second part. 

It also assumes that the vendor’s representa- 
tive is competent in his own field. If this assump- 
tion proves false, the tactful course is one which 
permits the representative to save face, particu- 
larly if he is doing his best. One of the most re- 
warding experiences of a competent buyer is in 
helping a novice salesman, or one who lacks 
self-confidence, to become a better salesman. The 
public relations dividends in such a case can be 
enormous. 

There is a simple touchstone by which the 
public relations aspect of buying can be judged. 
It is based upon this attribute of putting oneself 
in the other fellow’s place. Purchasing agents 
are frequently admonished by their own man- 
agement to remember that their company too 
has salesmen out looking for business and to 
bear in mind how the company would like to 
have them received. 

If that advice appears to give the sales fra- 
ternity a charter to dictate the conduct of the 
purchasing department, perhaps we should give 
it a thoughtful second look. But it stands up 
pretty well under analysis. It’s a free-wheeling 
and slightly mercenary paraphrase of the Golden 
Rule, tinged with the intensely practical morality 
of folk wisdom which has been a pretty good 
guide for the behavior of mankind since time 
immemorial. In respect to the public relations 
aspect of purchasing it has special validity, for 
it is inescapable that those relations exist pri- 
marily in the opinions of those with whom we 
deal. ; 

It is inescapable, too, that every purchasing 
department interview, letter, phone call, nego- 
tiation, order or turndown helps create the com- 
pany’s public relations, for better or worse— 
not so much by the act itself, but by the word 
and the manner. That’s a big responsibility, on 
top of the more tangible responsibilities of sound 
procurement. At the same time, it’s a big oppor- 
tunity to contribute to the company’s well being 
in a measure beyond the call of strictly purchas- 
ing duties. 





Explosive Growth Demands 


Varian Associates is one of faster growing companies in the mushrooming 
_ electronics industry. Progressive purchasing is essential just to keep abreast. 








Varian Purchasing Agent Hamilton Shutts reviews a big 
contract with Vice President and General Manager Emmet 
Cameron (right). 


V arian ASSOCIATES of Palo 
Alto, California is a smallish com- 
pany that’s getting big fast. It 
was founded in 1948 primarily to 
handle research and development 
work in electronics. Annual 
manufacturing sales didn’t pass 
the million dollar mark until 1952 
and they’re not much over $10 
million currently. 

Like most companies in their 
infancy, Varian didn’t even have 
a formally organized purchasing 
department at the start. But as 
soon as the company could afford 
to have something more than the 
barest minimum in administrative 
help, a separate purchasing func- 
tion was organized. 

The present department has 19 
people in it and is headed by Pur- 
chasing Agent Hamilton Shutts. 
Currently the department is is- 


R? 


suing close to 1000 orders pe~ 
month. “This probably sounds 
awfully high in relation to our 
dollar volume of purchases but, 
unfortunately, we’re pretty much 
plagued with a small order prob- 
lem,” Shutts explains. Varian’s 
products, inherently, will prob- 
ably make for a permanent small 
order problem. They’re compli- 
cated, expensive, and subject to 
rapid technological change. The 
Company is perhaps best known 
for its klystron tubes (used in 
TV) and the cheapest one is over 
$100. 


Starting from Scratch 


In a company that’s less than 10 
years, it’s theoretically possible 
to have the “perfect” purchasing 
system. There are no bad habits 
that can become so entrenched 


in older companies; everyone in 
the organization is fairly flexible. 
However, theory doesn’t jibe with 
reality. In a new company that’s 
growing rapidly, purchasing tech- 
niques and systems must gradual- 
ly evolve to fit situations as they 


‘ arise. When the new company is 


in its infancy, controls can be 
most elementary. As the company 
grows, more highly refined tech- 
niques are essential. 

As in any other growing com- 
pany, purchasing at Varian has 
had to be flexible. Changes have 
been made as the need arises. 
Here are a few examples: 

Invoice Checking. At one time 
invoices from suppliers were 
checked against purchase orders 
in accounts payable. Now this job 
is done by purchasing. Reason for 
the change was mostly geograph- 
ical. As the company grew, build- 
ings were rented that were some 
distance apart. Accounts payable 
wound up being located 13 miles 
away from purchasing. Commun- 
ications became more difficult de- 
spite inter-connecting telephones 
and station wagon service. As a 
result, purchasing could take over 
invoice checking and do the job 
with fewer total man-hours of 
work. 

Written Policies. Varian didn’t 
obviously start business in 1948 
with a written statement of its 
purchasing policies. The actual 
policies had to evolve before they 
could be put down in writing. 
Now the company has a twelve 
point statement of its purchasing 
policies. Most unique policy is 
that covering personal purchases. 
Unlike many purchasing depart- 
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Progressive Purchasing 


Salesmen don’t mind a few minutes 
in this attractive lobby which is part 
of Varian’s new Tube _ Division 
facilities. The purchasing office im- 
mediately adjoins the lobby. 


ments, Varian purchasing makes 
its services to company employ- 
“where it 
materials not 


ees is possible to obtain 


V ailable 


otherwise a 


or at substantially reduced 
prices * 

Supplier Pick-Ups. In its earli- 
er stages, Varian either relied on 
suppliers for deliveries or used 


its own vehicles as required. Now 
purchasing has a. pick-up truck 
under its supervision which ha 
a regular about 
100 miles a day in the San Fran- 
“Reason for this 
is that many of our suppliers are 
extremely small and some of them 


route covering 


cisco Bay area 


don’t even own their own trucks,” 
explains Purchasing Agent 


Shutts 


Sound Procedures Develop 
Needless to say, Varian’s 
tine purchasing procedures and 
didn’t 
night. In most cases, it’s hard to 
pinpoint 


rou- 


practices develop over 


any dramatic changes 
the 
largely the result of slow evolu- 
tion. For example, at first the 

made no use of such 


Instead, present system 1S 


company 
refinements as traveling requlsi- 
tions or blanket orders 

Now volume has grown to the 
point-where traveling requisitions 
stock 
And many commodities have suf- 
ficient volume to justify the use 
of blanket orders.’ Welding gases, 
inert gases, shop towels and cer- 
tain maintenance 
currently being bought this way. 
Even make-or-buy decisions are 
now necessary. For example, the 
company now makes its own hy- 


are used for every item 


supplies are 


drogen and nitrogen gas from am- 
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New idea: Purchasing has its own separate reception desk just off the main 
lobby. Receptionist Jo Richards, who doubles in brass as a secretary, is 
better able to tell when buyers will be free, etc. 


monia and pipes them to the point 
of use in the plant. 

Presumably, if the company 
maintains its present rate of 
growth, additional refinements in 
procedures will be necessary. 
Purchasing Agent Shutts is ready 
for them. And, for the time being 
at least, he now has adequate 
physical facilities in which to 
grow. Purchasing recently moved 
from temporary rented quarters 


to one of a group of new build- 
ings located on an industrial de- 
velopment sponsored by Stanford 
University. For Shutts, this means 
more than improved working con- 
ditions. It makes for convenient 
commuting to his part-time (and 
some time) job of teaching in 
Stanford’s Graduate School of 
Business (of which Shutts is a 
graduate.) 











Scientific 


Office Furniture Buying 


Pays Off 


Think there are no differences in office furniture? Check 
with Kingsport Press. It found that it pays to thoroughly 


analyze prices and quality of competing brands. 


Many COMPANIES, particu- 
larly smaller ones, buy office 
furniture on a hit-or-miss basis. 
The office supply house that’s con- 
veniently located or the one that 
offers the lowest prices gets the 
business and that’s all there is to 
it. This sort of buying isn’t done 
at Kingsport Press in Kingsport, 
Tenn. “We buy office equipment 
the same way we buy everything 
else—only after careful study of 
competing products and price, 


quality, and delivery,” asserts 
Kingsport Purchasing Agent Paul 
Scott. 

Assistant Purchasing Agent 
Ralph McCoy, who does the office 
equipment buying, recently had a 
chance to put Purchasing Agent 
Scott’s principles into actual prac- 
tice on a grand scale. Pressure 
of growth forced the company 
to expand its main office area. 
Rather than just buy new furni- 
ture for added offices, the com- 





Assistant Purchasing Agent Ralph McCoy interviews a supplier in his new 
modular office. 
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pany decided to go whole hog and 

completely redecorate and_re- 

furnish the entire office. 
Pre-Purchase Planning 

“Purchasing got into the picture 
right at the start,” says Mr. Mc- 
Coy. “Working with a methods 
man from production, we sifted 
through all the office furniture 
literature and .catalogs we could 
lay our hands on. The products 
of eight different manufacturers 
looked interesting. So we visited 
these manufacturers and looked at 
their entire line.” : 

This review helped narrow the 
number of potential sources down 
to four. McCoy then asked two of 
these sources to prepare recom- 
mendations and layouts. “We did 
this with the specific understand- 
ing that other sources could quote 
on these layouts; we didn’t want 
to freeze out competition at this 
stage of the game,” he explains. 

Right about this time, Kingsport 
began to thoroughly check the 
merits of competing brands. “We 
got samples of desks and really 
went over them with a fine tooth 
comb,” relates McCoy. “We ac-: 
tually ripped them to check the 
exact construction details. We 
even checked differences in the 
gauge of steel used. We looked at 
such features as full suspension 
drawers, etc. 

“We then compared our evalu- 
ation of quality with the prices 
quoted. We also took into account 
potential service and our desire 
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to buy locally if possible. Two of 
our four possible sources had local 
representation. Fortunately, we 
weren't confronted with having to 
choose between a non-local source 
who was a shade better on price 
and quality than the local source 
One of the represented 


companies was able to give 


locally 
us the 
best value merchandise.” 


Standardize and Save 


Kingsport Press wound up by 
the 
layouts submitted by vendors and 


compromising between two 
then buying furniture to suit the 
layout. The office was equipped 
with all new desks, tables, chairs, 
“We kept to 
standard models as much as pos- 
sible,” says McCoy. “The only ex- 
furniture for 


and partitioning. 


ceptions were top 


executives and such ‘specials’ as a 
desk with a legal size file drawer 
in it to permit easy follow-up on 
open purchase orders.” 

A big saving was made by buy- 
ing paint that matched the new 
furniture and using it to re-paint 
all the old file cabinets. “Except 
for file cabinets just about every- 
says McCoy. 
He is particularly ‘proud of the 
new fiberglas partitions. The color 
(which the furniture) 
is molded right in so there’s no 
paint chipped off when someone 
backs a chair into a partition. 

What happened to the old furni- 
? “It was still in good shape,” 


thing else is new,” 


matches 


ture: 
says McCoy, “so we moved it out 
into the plant for use there.” The 
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Legal-size file drawer built into desk makes it easy 
for Mrs. Reba Stallard to check an open purchase order. 


View of the main working area of the purchasing de- 
partment. All furniture is new except file cabinets 
which were simply repainted. 





The old furniture, which was made in Kingsport Press’ carpentry shop, is 
now used in the shop. 


old furniture was originally made 
by Kingsport Press’ own carpen- 
ters. But today, Purchasing Agent 
Scott points out, “do-it-yourself in 
furniture just doesn’t pay off cost- 
wise.” 

Office furniture is not, of course, 


normally a major purchase at 
Kingsport (paper is the most im- 
portant commodity) but is a typ- 
ical example of the close attention 
its purchasing department gives to 
every purchase it makes—both 
major and minor. 
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Technology For P.A.'s 


Mosr OF the casting processes 
discussed thus far in this series 
are suited to the production of 
parts in small to medium sized 
quantities. Now let’s consider a 
process primarily suited to high 
quantity production — permanent 
mold casting. This process falls 
somewhere between sand casting 
and die casting as to flexibility, 
size of parts, complexity of shape, 
and the finish and accuracy pos- 
sible. Its name comes from the 
fact that molds in which parts 
are formed are permanent. That 
is to say, they can produce hun- 
dreds or thousands of parts be- 
fore the mold becomes useless. 

Permanent mold casting is a 
method of producing relatively 
small parts in moderately large 
quantities. 

Permanent mold casting differs 
from die casting in that metal is 
fed to the permanent molds by 
gravity, rather than by pressure. 

Some typical products pro- 
duced as permanent mold castings 
are: pistons of many kinds; cylin- 
der heads and eylinder blocks; 
washing machine agitators; bolts; 
gear blanks; cooking utensils; 
bearings; electrical appliance 
parts; levels; impellers and many 
others in the medium size range. 

Permanent mold casting is usu- 
Rb 


« 


metal molds 


What the P. A. Should 
Know About Permanent 


Mold Castings 


By T. C. DuMond 


ally less expensive than sand cast- 
ing although the range of castable 
materials is considerably more 
restricted. On the other hand, 
precision is somewhat less than in 
die casting, but the range of ma- 
terials is greater. 


The Process 


mold casting, 
replace the sand 
molds and plastics-sand molds of 
shell mold castings and sand 


In permanent 





This is the fourth in a series of 
articles on the technical aspects 
of purchasing. The material that 
will be presented is meant to 
provide a “refresher course” for 
experienced buyers and basic 
instruction for trainees or buy- 
ers new to specific commodities. 
Mr. DuMond is the author of 


the well-known book, “Fabri- 
cated Materials and Parts” 
(Reinhold Publishing Corp., 


New York). A mechanical en- 
gineer, he has spent many years 
in technical writing and editing. 
He has published: two other 
books on engineering materials 
and fabricated shapes. 





castings. The molds are made in 
two or more parts of special high 
strength, high quality irons that 
can withstand the high heat of 
molten metals. Mold parts are 
usually hinged or otherwise per- 
manently joined for ease of han- 
dling and alignment. When as- 
sembled, ready for pouring, the 
molds are held shut by mechani- 
cal clamps or air or hydraulic 
pressure. ; 
When nonferrous metals are 
being cast, metal cores’ are used 
with the metal molds to provide 
special interior shapes. Cores, 
too, can be made in several parts 
to achieve recesses and other 
complicated coring. The latter 
construction is usually avoided 
because of the cost of making, as- 
sembling and disassembling the 
cores. When grey iron is cast it 
is usual to use sand cores rather 
than metal cores. Sand cores are 
also sometimes used rather than 
complicated metal cores for form- 
ing other metals. When sand cores 
are used, the process is usually 


-called semi-permanent mold cast- 


ing, because the cores are de- 
stroyed after each casting, al- 
though the mold proper is still 
left intact. 

Molds are coated with a refrac- 
tory material. The refractories 
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serve to protect the mold surface; 
provide a smooth surface which 
is reproduced on the casting; and, 
help to control the cooling rate 
of the metal. 

A variation of permanent mold 
casting is known as slush casting. 
Metals and alloys of lower melt- 
ing points, such as lead, are cast 
in the metal molds and when the 
outside surface of the casting has 
solidified, the partially solidified 
interior metal is poured out to 
leave a hollow casting. The proc- 
ess gets from the fact 
that the metal poured out re- 
sembles slush. 

With an 


rate of 


its name 


average production 
about 100 average size 
pieces per hour, permanent mold 
casting is faster than sand casting, 
but much slower than die casting 


Materials 


With the exception of grey iron, 
all metals 
malds. 


cast in permanent 
the nonferrous 
group. The vast majority of cast- 


are in 


ings are in aluminum alloys, al- 
though magnesium alloys, copper- 
base alloys and some lead alloys 
are also used 

Aluminum has excellent as-cast 
appearance when formed in per- 
manent molds and several of its 
alloys can be heat treated to pro- 
vide maximum strength. Tensile 
strengths of aluminum _ alloys 
used in permanent mold castings 
from 21,000 to 40,000 
pounds per square inch 

Grey iron castings are restrict- 


range 


ed in size and require the use of 
sand cores. Strength of iron cast- 
ings range from 52,000 to 82,000 
psi. 

The highest strength in perma- 
nent mold castings is usually at- 
tained in the copper-base alloys 
For example, aluminum-bronzes 
provide tensile strengths of from 
75,000 to 85,000 psi. Despite their 
strength, the copper-base alloys 
are not too popular as permanent 
mold castings due to difficulties 
encountered in casting them 
Molten copper-base alloys have a 
highly erosive effect on molds and 
shorten their lives, thus making 
the process more costly. 

Some difficulty is encountered 
in casting magnesium alloys be- 
cause of the high shrinkage rate 
of the metal. Shrinkage is likely 
to cause cracking when perma- 
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nent molds are involved, particu- 
larly when the parts are cored. 
When it is used for permanent 
mold castings magnesium is capa- 
ble of reaching strengths of from 
24,000 to 38,000 psi. 

Lead alloys are usually 
in making slush castings. 

High temperature alloys, stain- 
less steels and other metals with 
high melting and pouring temper- 
atures are seldom if ever cast in 
permanent molds. The heat of the 
cast metal is likely to cause too 
much damage to the mold in too 
short a time, thereby making the 
process. too expensive to be prac- 
ticable. ° 


used 


Cost Factors 


Permanent mold castings usu- 
ally cost more than sand castings 
of like size and degree of com- 
plexity. However, as with several 
other methods, the higher costs 
are often offset by the closer tol- 
that are attainable and 
because the superior finish re- 
quires cleaning and less 
machining and results in a lower 
scrap loss. Too, as quantities in- 
the price differential di- 
minishes because there are more 


erances 


less 


crease, 


° 


pieces to help amortize original 
mold costs. 

Here are some of the most im- 
portant factors: 

Materials — Materials costs for 
permanent mold castings can be 
considered moderate. Most of the 
alloys best suited to the process 


are nonferrous and_ therefore 
somewhat more expensive than 
irons. 


Tooling—Tooling costs for per- 
manent mold castings are higher 
than for nearly any other type of 
casting with the exception of die 
castings. Part of the high tooling 
cost is due to the need to make 
accurate molds of heat resistant 
irons. Molds have considerable 
effect upon casting quality, thus 
they must be properly made and 
finished to a high degree of accu- 
racy and surface smoothness. 

Molds must be replaced at reg- 
ular intervals due to the wear 
caused by the erosive action of 
molten metals. Molds for grey 
iron are replaced after 3,000 to 
10,000 parts have been cast. Re- 
placement comes after 10,000 to 
25,000 aluminum parts. 

Because of the high tooling 
costs, several thousand parts are 





This master cylinder for an automotive hydraulic brake system is typical 
of parts made by permanent mold casting. 











usually required to offset the 
mold costs as well as to justify 
other special equipment costs. 
Other equipment would include 
some type of turntable arrange- 
ment on which several molds can 
be placed to speed the casting and 
casting removal operations. 

Direct Labor Costs — Direct 
labor costs are somewhat less 
than for sand castings, but equal 
to or more than those for some 
of the other casting processes 
such as die casting. The greatest 
saving in labor comes from the 
elimination of the need for mak- 
ing a fresh mold for each casting. 


i t urtesy Vassar Div., Eaton Mfg. Co. 





Complexity obtainable in permanent mold casting 
is illustrated by this valve body which has had no 
machining or finishing. 
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In addition, because there is no 
sand involved, there is no shake- 
out problem. The remaining labor 
cost reductions come from the 
fact that only minor cleaning and 
machining operations are neces- 
sary. 

Cleaning and Finishing — For 
purposes of comparison, cleaning 
and finishing costs of permanent 
mold castings are considerably 
less than for sand castings. On 
the other hand, they cost more 
than with similar parts made as 
die castings. 

Scrap Loss—Scrap loss with 
permanent mold castings can usu- 
ally be kept at low levels. Machin- 
ing allowances are extremely 
small and most of the sprues, 
gates and risers cut from the 
castings can be remelted and re- 
cast. 

Advantages and Limitations 

As has been indicated, perma- 
nent mold castings compete most 
closely with sand castings and die 
castings. Therefore, in considering 
the advantages and limitations of 
the process and permanent mold 
castings, comparisons are usually 
made with the two other forms. 

Features of permanent mold 
casting which can be considered 
advantages considerably outnum- 
ber its limitations. Principal ad- 
vantages are: 

1. Castings made by the perma- 


nent mold process have close 
grained metallographic struc- 
tures which result from the 
chilling effect of the mold. 
Many of the cast alloys can 
also be heat treated to provide 
even better strength proper- 
ties. Generally, permanent 
mold castings have maximum 
strength and soundness of all 
commercial castings of these 
particular metals. 


. Surface smoothness and ap- 


pearance are much superior to 
those attained in sand cast- 


: ings. 
. Permanent mold castings have 


a high degree of uniformity. 
In other words, there is little 
variance in properties be- 
tween castings as is the case 
with castings made by some 
of the other processes. 


. Tool charges are relatively 


low, although they are consid- 
erably higher than for sand 
castings. However, with suffi- 
cient quantities the tool costs 
are easily justified. 


. Production rates are consider- 


ably higher than for sand 
castings. Thus, if quantities 
are sufficiently high, labor 
costs are significantly lowered. 


). Casting porosity is lower than 


in most cast forms. This is im- 
portant for wher porosity is 
present in a casting it often 
does not become apparent un- 


Permanent mold castings being made by machine. 
By the time all molds have been filled, first is 


ready for removal of casting. 
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til considerable machining or 
finishing has been wasted on 
the casting. 

7. Because dimensions can be 
held to closer tolerances than 
is the case with sand castings, 
there is less metal waste. 

8. Due to the high strength of 
permanent mold casting met- 
als, it is often possible to real- 


ize needed properties in a part - 


with less metal than might 
otherwise be required. This is 
important in many applica- 
tions where weight limitations 
exist. 

9. Metal cores used in the per- 
manent mold casting process 
are capable of providing holes 
as small as "4 inch ‘n castings. 
By casting holes in place it is 
possible to completely elimi- 
nate some machining steps. 

10. Inserts are relatively easy to 
cast in place. Often it is de- 
sirable .to combine two or 
more metals in one part to 
take advantage of the special 
properties of each. Such in- 
serts can be located accurate- 
ly im permanent molds, there- 
by making unnecessary the 
adding of inserts in a second- 
ary operation. 

Among the prominent limita- 
tions of permanent mold castings, 
we should consider: 

1. Mold costs are two to three 
times those of sand castings. 
Therefore, unless quantities 
are high enough or other ad- 
vantages great enough, cost of 
castings could ‘be too high 
from a competitive viewpoint. 

2. The maximum size of casting 
is limited. Usually, permanent 
mold-foundries limit their out- 
put to parts weighing about 
50 pounds in aluminum, Of 
course, the maximum size of 
other castings would be less. 
For larger cast shapes _ it 
‘would be necessary to go to 
sand castings. 

3. Minimum wall thicknesses in 
permanent mold castings must 
be greater than those in die 
castings. On the other hand, 
they are less than in sand 
castings. 

4. Mold upkeep is_ relatively 
high. Refractory coatings must 
be used on surfaces of the 
mold exposed to hot metal. 
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These two typewriter key guides were made from one rough permanent 


mold casting. 


Despite such coating, erosion, 
cracking or other surface 
damage will occur. As a result 
molds might have to be re- 
placed after 3,000 to 10,000 
castings, depending upon the 

- metal being cast. 

. Castings made by the perma- 
nent mold method cannot be 
designed with extreme varia- 
tions in section thickness. 
Shrinkage of the metal during 
cooling is likely to cause 
cracking in casting areas ad- 
jacent to thickness changes. 


ur 


Sizes and Tolerances 

Permanent mold castings are 
practicable in sizes ranging from 
those weighing as little as one 
ounce up to aluminum castings 
weighing about 50 pounds. Heav- 
ier metals must be proportionate- 
ly smaller. Dimensional tolerances 
of castings vary with the metal 
being cast. However, in most met- 
als it is relatively easy to achieve 
tolerances of 1/64 inch in the first 
inch, plus 0.002 in. for each addi- 
tional inch of length. In alum- 
inum, tolerances of from 0.010 to 
0.005 inch are common. Dimen- 
sions in other metals, with the 
exception of magnesium, can be 
held even closer. 


Because molds and cores are 
not destroyed after the casting is 
made, provision must be made 
to remove cores from castings and 
castings from the molds. Such 
provisions take the form of draft 
angles of from 2 to 5 degrees from 
the parallel. Thus if exact flat- 
ness is needed on walls it must 
be attained through machining. 

Machining allowances can be as 
little as 1/36 inch, although they 
might range up to % inch. 


When To Use 


Three major points must be 
considered in determining wheth- 
er permanent mold casting is suit- 
able for parts under considera- 
tion. First, it must be possible to 
use grey iron, aluminum, magne- 
sium, or copper-base alloys. If the 
materials suited to the process 
are satisfactory, there then is the 

Problem of quantities. Permanent 
mold casting should not be con- 
sidered unless a minimum of 3,000 
to 10,000 parts are needed—the 
former in grey iron or copper- 
base alloys and the latter in alum- 
inum. Finally, size of parts be- 
comes important. Extremely large 
and extremely small parts can not 
be produced economically in per- 
manent molds. 


e 
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How Not to Buy 


The Same Item Twice 


Just buy for research and development. At the Burroughs 
Research Center, buyers spend most of their time looking 


for components for items that have never been made before. 


W uar WOULD you do if you 
were called upon to buy some- 
thing that had never been made 
before? Send blueprints to sup- 
pliers that have made compara- 
ble items? What if there are no 
complete blueprints and if no 
really comparable items have 
ever been made before? To com- 
pound your problems, how do you 
get delivery on a “crash” basis 
and still keep costs within bud- 
get? 

These are some of the prob- 
lems you’d encounter on a daily 
basis when buying for a big re- 


search facility. At the Burroughs 
Corporation Research Center in 
Paoli and Great Valley, Pa., there 
are 32 people in_ purchasing. 
Nothing is bought for production 
even though volume of purchas- 
es is over a million dollars a 
month. But 1200 people working 
on a wide variety of complex re- 
search projects need an awful lot 
besides pencils and paper clips. 
In fact, purchasing issues an av- 
erage of 1500 orders per month. 
And, according to Purchasing 
Manager Don Wendt, there are 
about 4 items on each order. The 





Purchasing Manager Don Wendt (left) discusses an application for a com- 
ponent part with Electronics Buyer Harold Yates. 
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workload is actually greater than 
these statistics indicate since there 
are naturally much fewer repeat 
buys in research than there are 
in production. 

Actuaily, you can never meas- 
ure the purchasing workload 
strictly by volume of paperwork 
anyway. Presumably, Don Wendt 
could get along with a group of 
order typists if he wanted the en- 
gineers to do his work for him. 
Theoretically, in a small research 
laboratory, each engineer could 
find the source and price for the 
items he needed and could then 
get delivery on them. The cost 
premium from lack of coordina- 
tion, no competition, late de- 
liveries, and lost engineering time, 
would be stiff. But the laboratory 
could probably still function. In a 
facility as big as the Burroughs 
Research Center, it’s doubtful if 
anything would get done if there 
were 1200 independent “purchas- 
ing agents.” 

Buying a Challenge 

Even a seasoned buyer has a 
lot to learn before he can func- 
tion effectively on research. Bur- 
roughs Research Buyer Ralph ° 
Twiford is an ex Philco produc- 
tion parts buyer. He says that 
“in production buying, the pre- 
cise design is selected by the en- 
gineer. In research buying pur- 
chasing often has to find a product 
that it thinks fits the engineer’s 
concept of the function.” In other 
words, in research buying, pur- 
chasing must buy products that 
fit engineer’s ideas and design 
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concepts. The engineer in many 


cases can’t explicitly tell the 
buyer what he wants with a 
blueprint; instead, the buyer 


must find a product that will per- 
form the function the engineer 
has in mind. | 

In a word, buying for research 
requires teamwork. Engineers 
must create the concepts and con- 
vey them to the buyer who, in 
turn, gets products to fit the con- 
cepts. The theory behind this is 
to have every job done by a spe- 
cialist. Here’s how it worked in 
practice on the purchase of a 
d-c power supply unit: The proj- 
ect engineer called on the engi- 
neer specializing in power sup- 
plies for help on his particular 
project. The power supply engi- 
neer, in turn, reviewed the prob- 
lems involved and contacted the 
buyer. The buyer translated the 
engineer’s ideas into specific com- 
mercial products and contacted 
vendors. Then the buyer, 
dor, and engineer got together 
and worked out all the details on 
specifications, performance, etc. 
With this approach, everything 
except the actual commitment is 
taken care of before the requisi- 


ven- 


tion is written. Burroughs bene- 
fits in three ways: 

1. The specific product is dis- 
cussed with purchasing while the 
design is still in a relatively fluid 
state. If a different product will 
do the job better and at lower 
cost, it’s less difficult to fit it into 
the over-all design. 

2. Purchasing is in a position to 
place the order the day it gets 
the requisition. There’s no delay 
while requisitions are secured or 
more information is sought from 
engineering. The result: deliver- 
ies are made much sooner. 

3. Purchasing has more time to 
look for suppliers that can do a 
job and is consequently more 
likely to find vendors with con- 
structive ideas for improvements 


Opportunities Galore 


“It’s amazing,” says Purchasing 
Manager Wendt, “how much an 
alert buyer can save on research.” 
He cites the case of the afore- 
mentioned d-c power supply. The 
first quote was $1000. The final 
cost, after the buyer had _ thor- 
oughly canvassed the market was 
but $200. Interestingly enough, 
Marcu 17, 


1958 


weg 





Tips on Buying for Research 


Use Standard Components. The most obvious way to save 
in research purchasing is through buying standardized com- 
ponents. When you’re buying in limited quantities, even the 
simplest tooling becomes expensive on a unit cost basis. 

Sell the Salesmen. For most suppliers, selling to a research 
activity doesn’t mean big profits. Quantities are just too small 
and they’re not guaranteed another order even if the job 
eventually winds up in production. To a greater extent than 
production buying, salesmen must like to do business with 
the research buyer. 

Check for Duplicate Buys. A lot of purchases for research 
cover pieces of equipment—both major and minor—needed by 
individual labs on various projects. Careful screening of requi- 
sitions often shows where equipment bought for one lab can 
be used to fill another lab’s requisition. 

Get Buyers With Initiative. In research buying, the engineer 
just doesn’t have time to thoroughly check all of his requests. 
The buyer must, to a considerable extent, be able to work 
problems out with a vendor on the basis of rather incomplete 
specifications. This may sound like sloppy procedures to some. 
But in practice it means getting new products on the market 
before someone else beats you to it. 

Use Vendors’ Talents. Joint development work with sup- 
pliers on new products can be profitable for all parties con- 
cerned. The buyer gains from the vendor’s specialized know- 
how. The vendor is in “on the ground floor” on a new applica- 


tion for his products and thereby improves his competitive 


position. 





the $1000 quote actually wasn’t 
too high. It was just more product 
than was needed for the applica- 
tion. “The vendor that gets the 
job is the one that offers a stand- 
ard product that most closely fits 
our requirements,” concludes Mr. 
Wendt. 

Thus, it’s obvious why you've 
got to have top calibre buyers 
who are specialists in their com- 
modities for successful research 
purchasing. At Burroughs, the 
specialist idea is carried even fur- 
ther. Within the purchasing de- 
partment, there’s a group that 
specializes entirely in sub-con- 
tracts. This group, which consists 
of five people, does no buying. 
Its job is to help buyers on con- 
tract clauses. Whenever a buyer 
gets involved in any deals where 
the standard “fine print” on the 
back of the order won't do the 
job, he calls on the subcontract 
group for help. This group helps 


him select clauses that will pro- 
tect Burroughs and the vendor on 
patents, prices, etc. 

On development contracts par- 
ticularly, it’s often necessary to 
spell out in detail every possible 
ramification of the agreement be- 
tween buyer and seller. Purchase 
orders can get quite complex. The 
sub-contract group takes all this 
detail away from the buyer and 
gives it the expert attention it 
deserves. 

At Paoli, this isn’t the only ap- 
plication of the “every-purchas- 
ing-man-a-specialist” approach. 
For example, purchasing’s latest 
addition is a traffic man. He 
checks freight bills, gets routings, 
makes reports to carriers on dam- 
aged shipments, etc. 

With specialists to help them, 
the buyers are free to work ex- 
clusively on their specialty—get- 
ting maximum value for the re- 
search dollar. 
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Legal Limits to Knocking 


Competitor's Product 


Libel laws don’t prevent a lot of misleading statements about 
competing products. Every buyer should know something 
about the basic ground rules. 


P rorection WAS recently 
sought in the courts by a New 
Jersey manufacturer of electric 
insulation from the trade libels of 
a competitor. To the customers 
and trade generally this competi- 
tor had: 

Denounced the manufacturer’s 
product and asserted it to be de- 
fective. 

Claimed the manufacturer was 
financially unsound and incapable 
of producing the goods it was of- 
fering for sale. 

Stated the manufacturer had in- 
sufficient funds to complete its 
plant then under construction, or 
to continue in business. 

In denying the manufacturer an 
injunction against these attacks 
and relegating it to an action for 
damages against this competitor 
the New Jersey court said, 

“It is settled by the decisions 
that where no breach of trust or 
of contract appears the courts 








By Albert Woodruff Gray 


will not enjoin libelous or slander-. 


ous statements injurious to a 
competitor’s business, trade or 
profession but the victim: will be 
left to his remedy at law if he 
has any. 

“The ground on which the 
courts have generally refused to 
enjoin slander or libel in the ab- 
sence of a breach of trust or 
breach of contract is that the vic- 
tim has an adequate remedy by a 
suit at law for damages. 

“Ordinarily the courts of this 
state recognize that one’s right to 
conduct and pursue a lawful busi- 
ness is a property right; that one 
is entitled to protection against 
undue molestation and unlawful 
or malicious interference with 
one’s legitimate business and that 
for a violation or malicious inter- 
ference with such rights damages 
may be had in a suit at law.” 

Here the court followed with 
traditional reverence the constitu- 


It's not 
half as 
good 














IT'S PERFECTLY LEGAL TO KNOCK A COMPETITORS PRODUCT AS 
LONG AS DAMAGE IS LIMITED TO LOSS OF CUSTOMERS. 


of a 


Don't buy 
his stuff. 


as mine. 


tional guarantees of free speech. 
However, in the effort to protect 
property rights in the good will 
business, this restriction 
against injunctions has, in most 
instances, been tailored to fit to- 
day’s needs in industry and com- 
merce. 

In Missouri, a few months after 
this New Jersey decision was 
rendered, similar relief was 
sought by a waterproofing manu- 
facturer against competitive at- 
tacks of this character. The manu- 


-facturer asserted his competitor 


had made false and ‘malicious 
misrepresentations to his tustom- 
ers that he was insolvent and was 
unable to furnish the goods he 
had contracted to deliver. The 
competitor offered to enter into 
an agreement with these custom- 
ers to protect and indemnify them 
against any liability they might 
incur if they would break any 
purchase contracts they might 
have with the manufacturer. ~ 


Unfair Competition 


Here the Missouri court refused 
to follow the path charted by the 
New Jersey court in the previous 
decision. 

“The fact that this competitor 
in attempting to induce this man- 
ufacturer’s customers to breach 
their existing contracts by offer- 
ing to indemnify them against 
liability for the breach is conduct 
which is unlawful as it is an un- 
justifiable attempt to destroy the 
manufacturer’s property right in 
existing contracts. 

“It is thought that the social 
interest in competition would be 
unduly prejudiced if one were to 
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MINIATURE BALL BEARINGS 
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G3 1. Vacuum melt 440C stainless steel 
2. Balanced design 
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3. Precision tolerances 


A> 
4 


Fafnir now offers a series of miniature ball 
bearings, fabricated entirely of extra clean 
vacuum melt 440C stainless steel. This steel has a 
minimum of impurities and eliminates the 
chances of pits and imperfections in the races. 
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Because of superior race finish, the ultimate 
results are supersensitive bearings with low 
torque values. The balanced construction results 
from separate retainers for each bearing size. 
Thus the pitch circle of the balls is 

centered between the bore and outside diameter. 


Made to ABEC-5 tolerances or better, these 
bearings are engineered for precision 


GS instrument applications where performance 
and long life are vital. 
a ste. : ce 
8, Fafnir’s instrument bearing division has been 
> expanded for production of the new miniature 
gS» series. These bearings are made in the world’s 
cleanest metalworking area, regarded as a model 
» ; y 
g 4) throughout industry. 
te 
Fafnir’s Precision Miniature Bearings Investigate this new series of precision 
Series currently includes four design pe 3 oe a 
vartations available in each size. miniature bearings. Write for bulletin to The 
° Type ° Two Shield = ° ° " 7 ° ° - 
Flanged Type * Flanged Twe Shiclde Fafnir Bearing Company, New Britain, Conn. 
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BALL BEARINGS 
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“The metal 
in this pan 
will poison 
you,” 
































THE FEDERAL TRADE COMMISSION IS EMPOWERED TO ISSUE 
CEASE-AND-DESIST ORDERS PROHIBITING LIBELOUS COMPETITION. 


be prohibited, from in any man- 
ner persuading a competitor’s 
customers not to deal with him. 
On the other hand both social and 
private interests concur in the de- 
termination that persuasion only 
by proper means is permissible, 
that predatory means like viol- 
ence and fraud are neither neces- 
sary nor desirable incidents of 
competition.” 

Then sustaining the right of a 
manufacturer or dealer to an in- 
junction against a continuation of 
attacks of this character the court 
concluded, “If we have correctly 
determined the gist of the claim, 
the restraint of the alleged false 
representations instrumental in 
continued violence, would afford 
this manufacturer full and com- 
plete relief in the preservation of 
business and contractual rights 
and interests. 


Old Rule Modified 


“While we believe a_ court 
should exercise the power to en- 
join a spoken or printed word with 
great caution we are constrained 
to the view that in the instant 
case constitutional provisions in- 
suring free speech may be cor- 
rectly considered inapplicable.” 


FTC Involved 


Trade libel attacks even more 
violent were made some years ago 
by a manufacturer of stainless 
steel kitchen utensils against the 
producer of aluminum products 
of the same character. Typical of 
such statements of the features of 
aluminum untensils, detailed by 
the Federal Trade Commission, 
were, “The metal is soft and forms 
various poisons with the food with 
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which it is in contact. The sub- 
stance is used for tanning hides, 
wall paper, sizing, etc. It is the 
principal metal base in making 
bricks, sewer pipe and road build- 
ing materials. Did you ever find 
maggots in your aluminum pans? 
Do you know that such pans may 
be full of the most deadly bac- 
teria known to science? It fre- 
quently happens that sauerkraut 
has eaten holes completely 
through aluminum kettles in 
which it was prepared.” 

These statement made by a 
stainless steel competitor came 
clearly within the field of unfair 
competition over which Congress 
has granted surveillance to the 
Federal Trade Commission with 
power to that administrative 
agency to prohibit by cease and 
desist orders a continued publica- 
tion of such libels. 


Libelous Lies 


There is an ancient rule of law, 
“Use your own property in such 
a manner as not to injure that of 
another,” that was quoted four 
centuries ago by a contemporary 
legal writer as an_ established 
principle of law at that time. In 
the application by the courts of 
this rule to the disposition of cases 
involving the wanton injury to 
another by libelous misrepresenta- 
tions, an otherwise insignificant 
incident in Tennessee has played 
a major part. 

Told by the principal of a 
school, whose students were pa- 
trons of her boarding house to 
refuse to accept one of these stu- 
dents as a boarder, the boarding 
house keeper retained the student 
as a boarder. For so doing she 


became the subject of what ulti- 
mately became a famous con- 
spiracy headed by the school 
principal, by which was planned 
the destruction of her business. 
In its decision sustaining the ° 
right of this woman to a recovery 
for this wrong the Tennessee 
Supreme Court said, . 
“Everyone has the right to 
establish and conduct a lawful 
business and is entitled to the pro- 
tection of organized society 
through its courts whenever that 
right is unlawfully invaded. Such 
right existing, the actionable 
wrong is established against one 
who is shown to have intentional- 
ly interfered with it without 
justifiable cause or excuse. 


Justification of Action 


“To establish justification it 
must be made to appear not only 
that the act complained of was 
otherwise lawful and performed 
in a lawful manner but likewise 
that it had some real tendency to 
effect and reasonably advantage 
the doer of it. But in order to 
determine the reasonableness of 
such act it must be considered 
from the standpoint of both par- 
ties with a view to ascertain 
whether one has acted merely in 
the due exercise of his own right 
to carry on business for himself. 

“Tf this be found in his favor, 
while he may haye done the other 
party harm he cannot be adjudged 
to have done an injury in the legal 


‘sense, that is a wrongful act in 


violation of the legal right of an- 
other. A man cannot excuse him- 
self by the mere fact that the 
means used were his own, his 
property, his servants. He cannot 
with justification in law use his 
property or anything alse that 
pertains to him in such manner 
as to wantonly injure another. 
“Still it has been decided by 
the weight of authority that if 
the act complained of being other- 
wise lawful in itself, had a rea- 
sonable tendency to promote ends 
advantageous to him in the con- 
duct of his business, it cannot be 
correctly adjudged an_ illegal 
agency or operation by the fact 
that the doer of it was moved 
also by a feeling of ill will or 
personal malice towards the per- 
son against whom his act was di- 
rected. But if the act is otherwise 
For More Information Write No. 207 
on Inquiry Card—Page 32 
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Thermoid 
Powerflex Hi-Capacity V-Belts \ 


40%. stronger 


than standard belts! 


Where more driving power is called for, switch to Powerflex Hi- 
Capacity V-Belts. These new premium belts can step up the drive 
capacity of “‘under-belted”’ drives by as much as 40°; 


If your present belts are being stretched beyond their take-up allow- 
ance ...or if you’re going to replace worn-or damaged pulleys 
change to Powerflex Hi-Capacity V-Belts. They permit you to use 
fewer belts and narrower sheaves. . . reduce drive costs. 


Powerflex Hi-Capacity V-Belts are available in all standard sizes, and 
feature a special oil-resistant cover which prolongs belt life. Static 
conducting. covers can be supplied. Order from your Thermoid Dis- 
tributor, or write direct for complete information. 
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wrongful such personal malice 
may aggravate the damages. 

“In short, if the act be hurtful 
to another intentionally and with- 
out legal justification it is malici- 
ous in the true legal sense, there- 
fore unlawful and is actionable.” 


The Old Law 


Another case in the New York 
courts shows by comparison the 
development of this rule of law 
from its hobbled insufficiency in 
the early years of the century 
when the courts refused to the 
victims of these trade libel at- 
tacks, the right to an injunction 
against the destruction by compe- 
titors of their reputation and good 
will. ‘ 

The Marlin Firearms Company 
had withdrawn its advertising 
from a magazine because of the 
increased advertising rates and 
incurred the active hostility of the 
publisher. Among other published 
comments on the product of this 
firearms manufacturer was a pur- 
ported letter from a gun dealer 
in the northwest. 

“IT do not manufacture, recom- 
mend or guarantee Marlin rifles. 
If they chew up the heads of car- 
tridges, clog up in action a mag- 
azine, it is not my fault, so do 
not ship them back on my hands. 
I have Marlin rifles for sale for 
those who want them but when 
sold and delivered my responsi- 
bility ends.” 

In its refusal to allow this rifle 
manufacturer either damages or 
an injunction against further at- 
tacks the court said, 


“When the words are spoken, 
not of a trader or manufacturer 
but of the quality of the articles 
he makes or deals in, to render 
them actionable they must import 
that the manufacturer or dealer is 
guilty of deceit or malpractice in 
making or vending them. Where 
the libel is of a manufactured ar- 
ticle and does not directly im- 
peach the integrity, knowledge, 
skill, intelligence or credit of the 
manufacturer or dealer, the words 
are not actionable at law unless 
special damage be alleged and 
proved and the loss of customers 
is not sufficient.” 

To this the court added in its 
denial of the application for an 
injunction, “The constitutional 
guarantee of freedom of speech 
and press provides that every 
citizen may freely speak, write 
and publish his sentiments on all 
subjects, being responsible for the 
abuse of that right and no law 
shall be passed to restrict or 
abridge the liberty of speech or 
the press.” 


The New Law 


During the half century follow- 
ing this decision and the limita- 
tions thus set on the right to pro- 
tection against trade libels, the 
changes demanded by present day 
needs grew apace. When a ma- 
hogany association published dis- 
paraging statements of the prod- 
uct of dealers in Philippine Ma- 
hogany, a decision of the United 
States appellate court in an action 
brought here for trade libel, 
would seem to have laid at rest 
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the hesitation of the courts to 
award either damages or injunc- 
tions for these injuries. 

This action was based on state- 
ments that were in part, “Philip- 
pine mahogany is a substitute, is 
not mahogany wood, is a mis- 
nomer, is in no way related to 
mahogany, is an inferior wood 
and not comparable to mahogany, 
has none of the qualifications of 
mahogany and will not stand up, 
is a counterfeit and substitute and 
a fraud.” . 

Suit both for an_ injunction 
against further libel of this sort 
and for damages was brought by 
the dealers in Philippine mahog- 
any. In its decision that these 
dealers were entitled to both dam- 
ages and an injunction the Fed- 
eral appellate court said, 


Federal Court Rule 


“The right of action for dis- 
paragement of property was slow 
in developing at common law. It 
lagged behind the. analogous at- 
tack on personality by way of de- 
famation and attack on what a 
man owns and sells would seem 
to be just as injurious as an at- 
tack on what he is. We are quite 
willing to repudiate the waning 
doctrine that the courts will not 
restrain the trade libel. 

“In so doing we may well re- 
peat the words of a leading writer, 
‘What does it really matter 
whether old customers are in- 
duced not to carry out their 
obligations or new customers are 
persuaded by unfair means not 
to enter into contractual relations. 
One practice is as unfair as the 
other and in both cases the growth - 
and success of the victim’s busi- 
ness are seriously affected.” 

To this the court added the 
prophecy of a famous legal 
authority in which was foretold. 
the law laid down by this recent 
decision and its criticism of the 
one time restricted remedy for 
wrongs of this character. 

“In substance the traditional 
doctrine puts anyone’s business at 
the mercy of any insolvent mali- 
cious defamer who has sufficient 
imagination to lay out a skillful 
campaign of extortion. So long as 
denial of relief in such cases rests . 
on no stronger basis than author- 
ity our courts are, sure to find a 
way out.” 
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--. and Thermoid Hose for every job. 


polyvinyl '/c extension wire 


resists moisture and combustion 


... available through your 


Fleuw's a thermocouple extension wire’ with 
superior insulation. Each of the two solid conductors 
is insulated with .015” polyvinyl, and the pair is 
further protected by an outer .02” polyvinyl jacket 
It’s the ideal wire for even the toughest service. What 
makes it better than ever is a new kind of polyvinyl 
insulation that adds extra serviceability. 


Ask your local HSM (Honeywell Supplies Man) to 
tell you about this new wire and to discuss how 
the HSM Plan can bring new convenience and 
economy to all your pyrometer supplies purchases. 
Call him today, 
near as your phone. 


at your local Honeywell office . . . as 


MINNEAPOLIS-HONEYWELL REGULATOR Co., [ndus- 
trial Division, Wayne and Windrim Avenues, Phila- 
delphia 44, Pa.—in Canada, 


Toronto 17, Ontario. 


@ REFERENCE DATA: Write for Specification $002-1, 
and for Pyrometer Supplies Buyers’ Guide No. 100-6. 





Check these features: 
WON'T BECOME TACKY or stick to conduit walls, even 
when overheated. 

WON'T SUPPORT FLAME. Fire merely chars the coating. 
You can rewire without replacing the conduit. 
ABRASION-RESISTANT. Jacket won’t break or fray in 
roughest service. 


EASY TO PULL THROUGH CONDUIT because 
smooth. 


WEATHER-PROOF .. 
protection. 


MOISTURE-RESISTANT. Completely moisture-resistant. 
FLEXIBLE. Can be flexed safely . . 


jacket is 


. double viny] insulation gives extra 


. will not crack or split. 
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Products and ideas 


New Air Tools 


Are Noiseless 


Pp ORTABLE AIR tools are now 
available with an air exhaust that 
is both noiseless and_blastless. 
And this is accomplished with- 
out loss of power. 

Credit for the development goes 
to Aro Equipment Corp. Bryan, 
Ohio, manufacturer of industrial 
air tools. Initial models now avail- 
able are light and medium-duty 
type drills, screwdrivers and 
tappers. 

Aro’s development of noiseless 
exhaust involves a radical design 
change. Basic design principle is 
to counteract shrill exhaust noise 
within the motor’ before _ it 
reaches the outlet. A porous dif- 
fuser attached to the outlet then 
cancels out the remaining noise. 

Most air tools are designed so 
that the incoming air flows direct- 
ly to the exhaust port and thus 
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This air powered 


noise and has no 


flows only a short distance before 
being vented. In Aro’s new tools, 
the exhaust air is now routed 
back through a system roughly 
parallel to the inlet system, and 
escapes at a point adjacent to the 
air inlet. The porous bronze dif- 
fuser, located at the outlet, 


screw driver makes no 
blast. 


deadens the remaining exhaust 
noise and dissipates the escaping 
air evenly in all directions. The 
diffuser, about as large as the tip 
of a man’s forefinger, resists clog- 
ging and can easily be removed 
for cleaning. 
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Interlocking Steel Drums Save Space 





Interlocking steel drums save space 
and reduce handling costs. 


98 


To SAVE space and reduce 
handling and shipping costs, a 55 
gallon steel drum has been de- 
signed to interlock with an ad- 
jacent container. Key to the in- 
terlocking feature is the special 
rolling hoops that hold the drums 
together. These hoops are slightly 


offset on opposite sides of the 
drum. 
When two drums are _ inter- 


locked they can be handled by a 
standard lift truck without using 
wood pallets. Transit damage is 
reduced because the drums come 


in touch with each other at their 


six strongest points, reducing 
denting and deformation. Also, 
the rotation, vertical movement, 


and loosening, which often results 
in scuffing and surface damage, is 
minimized. 

The new drum was developed 
by the Signode Steel Strapping 
Co. in conjunction with Vulcan 
Containers Inc., Bellwood, IIL, 
who will manufacture and mar- 
ket the new Uni-Drum container. 
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Pre-formed ring of EASY-FLO 35 is 
placed in joint area 


Cperator places oval carbon-steel tubes 


in slots and presses them into headers Completed radiator attached to 


transformer 





Holders position assembly in induction 
rig, induction coil is lowered, heat ap- 
plied for 90 seconds; afterward joints 
are sandblasted to remove flux which 
could contaminate transformer oil 


HANDY FLUX is applied with syringe 











How Easy-FLo Brazing Helps Shaw-Perkins | 
Simplify Techniques, Cut Production Costs 


Changing to silver brazing with EASY-FLO35 brought about: rework is almost nil (arc-welded joints had 
many benefits to Shaw-Perkins Manufacturing Com often failed to pass inspection), production space 
pany, manufacturer of radiators for liquid-cooled has been reduced (two silver brazers now do the work 


transformers. The radiators are made of six arc welders in a simplified assembly pattern 


pot banks ol 


steel tubes assembled to inlet and outlet headers. Hot 
oil from the transformer enters at the top of the 
radiator and flows downward, returning to the trans- 
former at a lower temperature. 

Before Handy & Harman silver alloy brazing entered 
the production picture, the tubes were arc-welded 
and gas welded to the headers. Now, rings of EASY- 
FLO 35 are prepla ed and induction-brazed with re- 


ilts that any manufacturer would be happy to talk 


lower silver-brazing temperature minimizes possi- 
bility of unit failure in service due to metal fatigue. 
Radiators look better, have smoother fillets. 


Similar benefits might well accrue to your product 
or production methods through the use of Handy & 
Harman silver alloy brazing. Get in touch with 
Handy & Harman on any phase of silver brazing. 
We will work with you in every way to determine the 


advantages silver brazing can achieve for you. 


FIRST, BULLETIN 20 






rhis informative booklet w Source of Supply and Authority on Brazing Alloys oc .n0- 
vet vou off to a good tart or iret comm 
the value techniques and — reovioenct @ 
economies of low-temperati <a” HANDY & HARMAN =~ 
a — g cory ae od) General Offices: 82 Fulton St., New York 38,M.V. Suse can 
our reque A 1O#ONT ANADA 


DISTRIBUTORS IN PRINCIPAL CITIES 


MONTREAL Canada 


For More Information Write No. 209 on Inquiry Card—Page 32 
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Correct Lubrication in Action ...in the 


Maintenance cost cut 
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Complete Engineering Program Wi bil 
EE Proved Petroleum Products © & 


SOCONY MOBIL OIL CO., INC., and Affiliates: MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORP., MOBIL OVERSEAS OIL CO., INC 
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Heavy 


*58,500 in one year! 





Equipment Industry ! 


One of the many maintenance and production savings achieved by 


Fairbanks, Morse & Company with the help of Socony Mobil 


In 1949, Fairbanks, Morse & Co. installed a 
Mobil Program of Correct Lubrication. This de- 
cision has continually paid off, as it can for you, 
by directly contributing to company profits 

To illustrate: First year after installation of a 
Mobil Program in the company’s Beloit, Wiscon- 
sin plant figures showed machine repair mainte- 
nance costs were reduced 26.3 percent $58,500. 
In fact, plant supervisors and Mobil engineers 


have co-operated so effectively under this service 


In-plant training conducted by Mobil specialists 
demonstrates proper lubricant ‘application and 
maintenance procedures teaches Fairbanks, 
Morse personnel to recognize and prevent trouble 
before it results in downtime, repair costs 








Control system cuts downtime:— Mobil lubrication 


charts cover plant’s 2,300 machines specify cor- 
rect lubricants, lubrication periods assure follow- 
through on application and maintenance 


that today . . . nine years later . the Program 
shows continuing benefits, with the result that 
machine repair maintenance costs are now 49 per- 
cent lower than when the Program was inaugurated 

In dollars, this saving yearly is in excess of 
twice the cost of plant lubricating oil requirements 
Here is another example of how Correct Lubrica- 
tion in action can reduce maintenance costs and 
increase profits. \t proved effective for this leading 


builder of heavy equipment. Why not for you? 





Disposal of thousands of gallons of water-soluble 
cutting oils posed serious, expensive problem. Mobil 
recommendation of chemical separation process 
allowed disposal through plant sewage system 

avoided stream pollution, saved substantial sum 





High temperatures of Boring Mill way lubricant 
lowered viscosity . . . resulted in pressure drop, 
causing machine to stop. Mobil recommendation 
solved problem, allowed continuous operation 


Correct Lubrication 


Another reason You're Miles Ahead with Mobil! 








...- WHERE PHOSPHOR BRONZE !S THE MAIN LINE-NOT A SIDELINE 
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CIRCUIT BREAKER 
THAT WOULDN'T BREAK.. 





till Miller Phosphor Bronze took over! 


There’s phosphor bronze... and then there’s Miller 
Phosphor Bronze. A leading manufacturer of circuit 
breakers learned the difference the hard way. Designers 
used phosphor bronze in the star spring of the circuit 
breaker shown above . . . but spring pressure wasn’t uni- 
form, and breakers often failed to open under an elec- 
trical overload. 


Miller—whose specialty is phosphor bronze—experi- 
mented with various alloys and tempers for the phosphor 
bronze spring until they came up with the right material 
for the job. They specified Miller Grade A Phosphor 
Bronze—a material that met the rigid requirements for 
the job... was highly corrosion-resistant ... and was 
less expensive than the phosphor bronze originally used! 


Only specialists in phosphor bronze like Miller can get 
to the bottom of your application problems so quickly. 


ROLLING MILL DIVISION 


THE MILLER COMPANY . 
MERIDEN, CONN. 


For More Information Write No. 211 on Inquiry Card—Page 32 
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Fast Sorts, Measures 
Miniature Parts 





A high precision, motor driven 
production micrometer is now 
available to handle up to 10,000 
spherical parts per hour, as well 
as rectangles, squares, tapers and 
other shapes. Known as a Roller 
Mike, the unit is designed to sort - 
and measure small to miniature 
parts for precise classification. The 
unit is said to speed up produc-’ 


tion and cut labor costs sufficiently 


to pay for itself within weeks. It 
is a product of Affiliated Manu- 
facturers Inc., 60 E. 42nd St., New 
York 17, N.Y. 

Write No. 32 on Inquiry Card—Page 32 


Laminating Resin 
Adhesives 


Three new laminating adhesives 
encompass a wide variety of pack- 
aging and industrial applications. 
Resyn R 30-1246 is recommended 
for laminating metallized Mylar ° 
to calendered vinyl film. Bond 
strengths are said to, be greater 
than that of the metallized coat- 
ing to the Mylar. It may be used 
as a heat seal coating on metal- 
lized surfaces. Resyn R 36-6327 is 
a synthetic rubber based lacquer 
used for laminating treated poly- 
ethylene to clear mylar and saran 
coated films. Resyn R 36-6328 is 
a synthetic rubber based lacquer 
for laminating clear Mylar and 
metallized Mylar to themselves or 
to paper. The adhesives are a 


. product of National Adhesives 


Div., National Starch Products 
Inc., 270 Madison Ave., New York 
16, N.Y. 

Write No. 33 on Inquiry Card—Page 32 


PURCHASING 

















‘‘Let me talk to 
Accurate Spring”’ 





Your most important step in 
solving any spring problem 


@ Call Accurate Spring! This can be your most important step in 
solving any spring problem. When necessary, Accurate service can 
begin with helping you design a spring, stamping or wire form 

. can extend even to helping you design your own product to 
achieve maximum operating efficiency at lowest cost. How is 
\ccurate able to do this successfully, time after time? By coupling 
skill, experience and know-how (which other springmakers also 
possess) with one intangible ingredient . . . imagination. 

It is this all-important extra which makes it possible for 
Accurate to so often devise new and better ways to make 
better springs at lower cost. Start solving your spring 
problems the easy way... Call Accurate . . . Call Today ! 


ACCURATE SPRING 
MANUFACTURING COMPANY 


3825 W. Lake St., Chicago 24, Illinois 


AUST e IY away 


SPRINGS « WIRE FORMS « STAMPINGS ° 


¥ 


For More Information Write No. 212 on Inquiry Card—Page 32 
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POWER-UP! 





maintenance 


EFFICIENT ECONOMICAL GUARANTEED 


J-95188-A 


you CAN BE SURE...1F iTS Westinghouse 





Products and Ideas 








Hammer with Unusual 
Qualities 





An unusual hammer combining three fea- 
tures in one tool has been just placed on the 
market. (1) It has unbreakable 1l-piece con- 
struction with head and handle forged of a 
single piece. (2) It has a permanent balance 
and whip that gives the smoothest of drives 
(3) An exclusive cushion grip with a smooth, 
non-slip feel, anchored permanently onto the 
light, expertly- tempered I-beam shank cannot 
loosen, stretch or come off during life of head 
The hammer is produced by the Estwing Mfg 
Co., Rockford, III. 


Write No. 34 on Inquiry Card—Page 32 


Packaged Hot Water 
Generators 


A complete line of hot water generators, de- 
signed specifically for modern hot water heat- 
ing systems has been placed on the market. It 
supplies capacities from a range of 670 MBH 
through 6,700 MBH for standard forced cir- 
‘culation hot water systems. These units offer 
advanced design, 80° efficiency, minimum in- 
stallation costs and space requiremnts, inter- 
changeability of fuels and, also, electronic con- 
trols. To protect the equipment of the hot water 
system a high temperature limit control has 
been added. The manufacturer is Cyclotherm, 
Dept. AQ, Oswego, N.Y. 

Write No. 35 on, Inquiry Card—Page 32 
For More Information Write No. 213 


<on Inquiry Card—Page 32 
Marca 17, 1958 








apparatus repair 
STOPPED INSULATION FAILURE 


PROBLEM This 500-hp squirrel-cage motor 
had been in operation on a rubber mill drive. 
Records indicated the motor was failing about 
once a year, due to excessive accumulations of 
carbon black. 


SOLUTION The stator was rewound with 
Thermalastic®-insulated coils. The void-free 
solidity and density of Thermalastic insulation 
render it impervious to contaminates encountered 
in industrial service. 


RESULT — No insulation failure after three 
years of service. 

Ask about Westinghouse repair plant facilities 
that are available for your equipment failure 
problems. Call your Westinghouse salesman or 
write: Westinghouse Electric Corporation, Box 
868, Gateway Center, Pittsburgh 30, Penna. 

J-95191 


You CAN BE SURE...1F rr's Swe 
Westinghouse CD 


For More Information Write No 


214 on Inquiry Card—Page 32 
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Special mill services through your Superior Tube distributor 


- You may be faced with the need for tubing services that 
only highly eompetent specialists at the mill can provide. You 
may need small tubing in hard-to-get analyses. Or of special 
shapes, held to very close tolerances. Or with a closely con- 
trolled range of properties. Perhaps it must also undergo 
rigid inspections and tests not normally available from tub- 
ing suppliers. 


Requirements like these call for a tubing specialist. 


CONTACT A SUPERIOR TUBE DISTRIBUTOR 

His broad experience can help you solve many problems. 
But most important of all—he can acquaint you in detail 
with many special services offered by the mill. These include 
statistical quality control, nondestructive tubing inspection 
and testing, pilot and test lot sampling and melting, field 
specialist and specification services—there are many more. 


EQUIPPED TO SERVE YOU 
You will find that your Superior distributor has a modern 
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steel service center equipped to meet all your requirements 
in tubing. He offers you: 
Small tubing in many analyses 

Wide range of sizes . 

Tubing of highest quality for any applications 

Diversified stock 

Prompt price quotations and delivery 

Use of his warehouse for your firm’s tubing inventory 


For more information about Superior tubing, write for a free - 
copy of Bulletin 40, “‘A Guide to the Selection and Appli- 
cation of Superior Tubing.’ Superior Tube Company, 2034 
Germantown Ave., Norristown, Pa. : 


. yperior Tube 


The big name in small tubing 


NORRISTOWN, PA. 


For More Information Write No. 215 on Inquiry Card—Page 32 
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Conveys Horizontally 
Without Moving Parts 


A conveyor for transporting fine, dry material 
horizontally has no moving parts. It operates by 
means of elevating passageways. These extend 
upward from the lower or downstream end of 
each floor course to just above the higher or up- 
stream end of the floor course. Each floor course 
is made of an upper and lower channel separated 
by a special porous fabric mounted in an enclosed 
conveyor housing. Bulk material in t 
channel is supported by the fabric. When air at 


low pressure is introduced into the lower channel 


the uppel 


so that the 
fluidized 
and flows under the force of gravity. The 


it permeates the special porous fabric 
material in the upper channel become 


con- 
veyor, named the “Airslide,” conveys a variety 
of fine materials, such as soda ash, iron ores, 
resins, etc. The manufacturer is the Fuller C 


Catasauqua, Pa 


Write No. 36 on Inquiry Card—Page 32 


Pyramid Design Makes 
This Step Ladder Safer 





Added safety for persons working above floor 
or ground level has been engineered into a func- 
tional ladder offered for the use of industrial 
plants. A pyramid design places the stanchions 
farther apart at the bottom of ladder than they 
are at the top. This makes the entire unit very 
steady. Since the step ladders don’t have hand- 
rails, they may be stacked 
conserving floor space. They incorporate, as a 
standard feature, spring-mounted that 
provide for easy movement. The ladder models 
range from one to seven steps. The manufacturer 
is Ballymore Co., West Chester, Pa. 

Write No. 37 on Inquiry Card—Page 32 


when not in use, 


casters 
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preventive maintenance 
KEEPS PRODUCTION UP 


PROBLEM — Dust entering the bearing oil 
cavities in the end brackets of this 100-hp motor 
eventually stopped rotation of the oil ring, causing 
failure. The company called in Westinghouse to 
help solve this problem. 

SOLUTION — Westinghouse converted the motor 
from sleeve to ball bearing. The motor was re- 
wound, shaft machined and new bearings and 
housing supplied. 

RESULT Production was increased through 
less downtime. 

Ask about Westinghouse preventive mainten- 
ance which will keep your production up. Call your 
Westinghouse salesman or write: Westinghouse 
Electric Corporation, Box 868, Gateway Center, 
Pittsburgh 30, Pennsylvania. J-95189 


you CAN BE SURE...1F rs 
Westinghouse , 


For More Information Write No. 216° on Inquiry Card—Page 32 
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D 
key of application 


The best of all we have learned in 90 
years of instrument making has gone 
into Marsh Dial Thermometers. They 
are the versatile, vapor tension type— 
the type that covers the widest range 
of needs . . . brought to the highest 
stage of development in the broad 
Marsh line. 

Ambient temperatures have no effect 
on dial readings of Marsh Vapor 
Tension Thermometers. Therefore no 
compensating adjustments are ever 
needed. The distant reading type will 
give highly accurate readings even when 
located far from the point of temperature 
measurement. All thermometers have 
the famous Marsh ‘“‘Recalibrator’’— 
quickest and best way to keep an instru- 
ment accurate. 







oe iii 










DISTANT READING 


The Marsh line is the most complete 
line: Rigid stem thermometers are avail- 
able in dial sizes of 22”, 3%” and 414"; 
distant reading types in sizes of 2”, 22”, 
314”, 6", 8”. All are made in 12 different 
ranges reading as low as —40° F, and 
as high as 350° F., and in scale lengths 
to cover all services. An outstanding 
contribution to their practical applica- 
tion is the wide range of bulb types 
available to suit all services. Cases are 
available in patterns for all mountings 
and in black steel, polished brass, nickel 
and chromium plate. All Marsh Ther- 
mometers are available with either fahr- 
enheit or centigrade scales. 


wwe ee PALILLLL LT Tho 


>>> 


heh hehehe bibehebebehsbebetebded be 





Catalog covers all details— 
types, ranges, case patterns, dimensions, bulb 
variations, dial graduations. Write for it. 


MARSH INSTRUMENT co., Sales affiliate of Jas. P. Marsh Corporation 
Dept. G, Skokie, Ill. 


Marsh Instrument & Valve Co., (Canada) Ltd. © 8407 103rd Street, Edmonton, Alberta, Canade 











For More Information Write No, 217 on Inquiry Card—Page 32 
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Drill Press Attachment 
Promotes Safety 





sn Fe 
i ol 


and effi- 
cient device yet offered to drill press operators, 
an attachment tradenamed “Sta-Put,” 
installed on a drill press column for holding 





Described as the most 


convenient 
is easily 


any shaped piece securely in desired alignment 
with drill 
breakage, spoilage of expensive material and 


broken skinned 


It eliminates slipping, reduces drill 


the danger of fingers and 


knuckles. It is available with wheel or lever 
handle from the manufacturers, Cincinnati 
Tool Co., Cincinnati 12, Ohio 

Write No. 38 on Inquiry Card—Page 32 


Gun Shoots Line Through 
Conduit in Seconds 





A gun for propelling lines through conduits 
or fishing in underfloor ducts and similar race- 
ways is said to save hours over old-fashioned 
snaking methods. A packaged spool of nylon is 
attached to a sealed cartridge of liquified gas. 
This, in turn, is muzzle-loaded 
After insertion into the conduit 
ates a ‘firing”’ 


into the gun. 
, a trigger actu- 
puncturing a ‘hole in the 
which in turn releases the jet action 


pin, 
cartridge 


(Please turn to page 111) 
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renewal parts 
SAVES MAINTENANCE TIME 


PROBLEM Costly maintenance time is spent 
because renewal parts are not kept in inventory. 
Yet, the cost of the part is only a fraction of the 
lost production time. 


SOLUTION Consult with your Westinghouse 
salesman. He can show you how little it will cost 
to keep vital renewal parts on hand. 


RESULT Hours of downtime reduced to 


minutes with genuine Westinghouse renewal 
parts in stock. J-95190 
You Caw Be SURE...1F rs 
sSes 





Westinghouse 


218 on Inquiry Card—Page 32 
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Many of Mine and Smelter’s Marcy grinding mills are equipped with Standard Steel 
flange rings, shown above. No flange ring replacements have ever been required. 
Some of these mills have been operating 24 hours a day for more than 15 years. 


*"Dependability’ is the keyword in our 
very fine relationship with Standard Steel” 


We at Standard are happy indeed that Mine & Smelter Supply Co.'s 
chief engineer, J. R. Grout, appreciates the efforts we have gone 
to over the years to combine dependable service with our know-how 
and quality standards. 


We consider it our responsibility to help maintain the world-wide 
reputation for quality mining and industrial equipment which Mine 
& Smelter Co.’s Marcy Mill Division enjoys by providing this cus- 


tomer with the same fine service it renders, in turn, to its customers. 


Won't you discuss your needs for weldless rings, flanges, forgings 


and castings with us. You will appreciate our personalized service. 
Write Dept. 5-C. 





"Standard Steel for many years has been supplying 


our company with shell flange rings, as well as riding 
and roller tires for use on our Marcy Grinding Mills 
and other rotary-type equipment. Their product 
quality and cooperation have helped make it pos- 
sible for us to serve our customers promptly—our 
company policy. | believe the word ‘dependability’ 
is the keyword in our very fine relationship with 
Standard Steel,” says Joseph R. Grout, chief engi- 
neer, Marcy Mill Division, Mine & Smelter Supply Co. 


Standard Steel Works Division 


BALDWIN: LIMA: HAMILTON 


BURNHAM, PENNSYLVANIA 
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Rings * Shafts * Car wheels © Gear blanks * Flanges * Special shapes 
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PURCHASING 








Products and Ideas 





(Continued from page 109 


of compressed liquified gas. The cartridge then 
travels through the conduit at high speed lay- 
ing the line behind it. Effective distances of 
400 feet in straight runs can be attained. The 
gun can be procured from Graybar Electric 
Co., Inc., 420 Lexington Ave., New York 17, 
N.Y. 
Write No. 39 on Inquiry Card—Page 32 


Unloads Stampings From 
Press in a Straight Line 


An overhead arm unit is now available to un- 
load stampings from presses in a straight line. 
The unit consists of an overhead arm having 
a built-in vertical slide adjustment, standard 
air-powered straight line press unloader, and a 
standard mechanical jaw assembly. The arm bolts 
to mounting pads on the crown of presses. The 
unit can be raised a sufficient distance vertically 
to clear the press working area for die setting 
operations. The overhead arm unloader has been 
designed with up to 42” total vertical travel ad- 
justment by the manufacturers, Press Automation 
Systems, Inc., 25418, Ryan Rd.,-Centraline, Mich 

Write No. 40 on Inquiry Card—Page 32 


Drill Press Performs 
in Close Quarters 





_ A bantam size electromagnetic drill press (9%” 
high and weighing 20 lb) is now available for 
working in close quarters. and hard-to-reach lo- 
cations, hitherto inaccessible to larger portable 
drill presses. Easily portable, the drill press, 
tradenamed the “Mighty Midget,” provides un- 
limited flexibility and versatility. Adaptable for 
use on tool setup work, dies, jigs and fixtures, 
maintenance work, etc., it drills up to 3s” and 
taps 5/16” holes. It is a product of Portomag, 
Inc., 1511 E. Nine Mile Rd., Ferndale 20, Mich. 
Write No. 41 on Inquiry Card—Page 32 
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engineering service 
PUTS A MILL BACK IN OPERATION 


PROBLEM 1500-kw generator serving the 
main rod mill drive of a steel company failed. The 
failure caused a 40% loss of production. 


SOLUTION Westinghouse worked around the 
clock on an emergency basis. Windings, pole 
pieces and armature iron were stripped from the 
machine. Iron was repaired and restacked, and 
the series, commutating and compensating field 
coils were reinsulated. Commutator was repaired 
and generator armature rewound with new coils 
and cross connectors. 


RESULT — An almost completely wrecked gener- 
ator was put back in service in record time, thus 
restoring full production. 

Ask about Westinghouse facilities that are avail- 
able to help you with your equipment problems. 
Call your Westinghouse salesman or write: 
Westinghouse Electric Corporation, Box 868, 
Gateway Center, Pittsburgh 30, Pennsylvania. 

5-95187 


you CAN BE SURE...1F irs 
Westinghouse CS 


For More Information Write No. 220 on Inquiry Card—Page 32 
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Kaloric belt installation conveying hot coke. 


Quaker Kaloric conveyor belting 


WON’T HARDEN OR CRACK AT 325° F. 
Special cover doubles belt life 


Hot-materials handling jobs can 
take a terrific toll in conveyor belt- 
ing, unless the belt is expressly 
chosen for specific job conditions. 
And Quaker Kaloric—a conveyor 
belting which combines these ‘‘cus- 
tom”’ qualities with a remarkable, 
heat-resistant cover—can actually 
cut your maintenance costs in half. 


Kaloric covers are 
sturdy neoprene type W compound, 
supplied with smooth or rough top 
finish of any thickness. Available 
any length, with any number of 
plies in widths up to 72’. And 
there’s a skim coat between plies 
for insulation and extra flex-life. 
Carcasses come in your choice of 
cotton, rayon, or “‘dacron,”’ depend- 
ing uponrequirementsof application. 


Here’s why: 


Quaker Engineering Service, de- 
signed to help you determine which 
belt best fills your needs, is avail- 
able through your Quaker distribu- 
tor. See him soon. Or write Quaker 
Rubber Division, H. K. Porter 
Company, Inc., Philadelphia 24, Pa., 
or Pittsburg, California. 





Cover is ‘‘Kaloric"’ 
neoprene type W 
compound. Carcass 


supplied in cotton, 


\ rayon, or dacron. 

















H.K. PORTER COMPANY, INC. 
QUAKER RUBBER DIVISION 
For More Information Write No. 221 on Inquiry Card—Page 32 
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Cart Speeds Filling 
of Parts Orders 





Load lugger carts, constructed 
of strong alloy steel for maximum 
strength and _ nickel-plated for 
durability, are now available. The 
carts will speed up the filling of 
parts orders. As each lug is filled, 
it slides into a pair of runners, 
where it remains suspended by 
the rims. Lugs may be easily re- 
moved and transferred to assembly 
line racks or service trucks. The 
4 heavy-duty, ball-bearing swivel 
casters make the cart easy to 
push. Parts lugs are drawn seam- 
less from aluminum. The wire top 
shelf provides a useful working 
surface when filling bins at the 
storage point. The carts are made 
by McClintock Mfg. Co., 802 W. 
Whittier Blvd., Whittier, Calif. 
Write No. 42 on Inquiry Card—Page 32 


Thread-Rolls at 800 
Pieces Per Minute Speeds 
The Model 125A planetary 


thread rolling machine is said to 
thread roll screws, bolts and nails 
at speeds of 600 to 800 pieces per 
minute. The machine handles over- 
all blank stock lengths up to 3” 
and diameters from #4 to 5/16”. 
Operations -performed include 
thread rolling, roll forming, knurl- 
ing, marking, serrating and neck- 
ing. The thinwall ring die can be 
set up in ten minutes, to perfect 
concentricty. The fast setup makes 
short runs highly profitable ac- 
cording to the manufacturers, 
Prutton Corp., 5293 W. 130th St., 
Cleveland, Ohio. 

Write No. 43 on Inquiry Card—Page 32 
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here’s how 





Crucible Fatigue-Resistant Springs 





are made stronger to last longer 


Crucible fatigue-resistant springs outlast conven- 
tional heavy-duty coil springs many times. That’s 
because they are shot peened. 

Shot peening actually makes the springs stronger 
by imposing a compressive stress on the surface 
of the spring that offsets some of the working 
stresses set up in service. Further, shot peening con- 
ditions the surface. The high intensity peening elim- 
inates stress concentration points that could lead to 
failure of a conventional spring. 

Moreover, when you buy Crucible springs, you 
employ all of Crucible’s many years of experience 
and metallurgical know-how in fine steelmaking 








CRUCIBLE 
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from ore to finished spring. Good springs demand the 
best in specialty steels. During manufacture, quality 
checks are made continuously. And a final magnetic 
test may be given if desired. 

When you have a requirement for a spring that 
must endure rugged operating conditions, secure the 
built-in advantages of Crucible fatigue-resistant 
springs. And for technical assistance in designing 
or selecting heavy-duty springs, don’t hesitate to 
consult with Crucible’s spring specialists. For a free 
copy of a handbook on “Coil Spring Design,” write to 
Spring Division, Crucible Steel Company of America, 
McCandless Avenue, Pittsburgh 1, Pa. 


HEAVY-DUTY COIL SPRINGS 


For More Information Write No. 222 on Inquiry Card—Page 32 
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Faultless 
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Neoprene Grease Seal Around Upper 
Raceway and Dust Cup Around Lower 
Raceway of Swivel Bearings 


Retain Grease Indefinitely 











A GREASE SEALED CASTER 
ESPECIALLY DESIGNED FOR 


e@ Grocery—Supermarket Carts 
@ Light Duty Industrial and 
@ Commercial Equipment 


Where Water, Dirt or String is en- 
’ countered in Outdoor or Indoor use 


Swivel assembly includes two full rows of 
hardened ball bearings rolling in two large 
diameter deeply formed and hardened race- 
ways for easy swiveling. Neoprene seal is 
vulcanized to upper bearing raceway. A formed 
steel cup protects lower, thrust raceway. Lu- 
bricant is kept in and water, dust and other 
foreign matter kept out. Lower ball race is 
securely anchored and locked to the king pin— 
horn swivels freely between the two ball races. 
The semi-pneumatic rubber tired wheel avail- 
able in this series caster cushions jolts and 
bumps encountered when rolling over door- 
ways, driveways, etc., assuring a smooth ride 
at all times. Thus, with this combination of 
quality design and construction features 
Faultless adds another to its list of products 
serving business and industry. For complete 
information see your Faultless Industrial 
Distributor or write for Bulletin No. 7157. 


Faultless Caster 


Corporation 
EVANSVILLE 7, INDIANA 
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SEMI-PNEUMATIC 
Grease-Sealed 
Thread Guard Wheel 


1. SMOOTH, CUSHION RUBBER 
TREAD...is crowned to permit 
easy swiveling at all times, plus 
giving excellent floor protection. 
2. THICK CUSHION RUBBER 
TIRE . . . absorbs shocks when 
rolling over curbs, driveways, etc. 
3. PRECISION-FORMED WHEEL 
SIDE PLATES... are formed from 
one piece of steel, permanently 
assembled by welding in three 
places... will not separate. 

4. TWO SELF-CONTAINED, 
BALL BEARING RACEWAYS IN 
HUB...one on each side, are 
deeply hardened and pre- 
lubricated at the Factory, for 
quiet, easy rolling. 

5. UNIT BEARING ASSEMBLY 
IN HUB... is permanently assem- 
bled in wheel by welding. Perfect 
alignment of wheel is assured. 
6. NEOPRENE SEALS...keep 
grease in, dirt and water out of 
wheel bearings, for added serv- 
ice life, less maintenance. 

7. FORMED STEEL THREAD 
GUARDS .. . keep string and 
other foreign matter out of bear- 
ings and away from axle. 


Faultless 


For More Information Write No. 223 ‘on Inquiry Card—Page 32 





Products 





Wire Braid Hose 
Gives Rugged Service 


an > Y 





A flexible hose, for hard, out- 
of-door uses such as quarry, min-" 
ing and construction work, with- 
stands working pressures up to 
400 psi air and 2,000 psi water. 
It features a heavy gage Neo- 
prene tube, compounded to resist 
hot or cold oil without flaking or 
swelling. Its carcass incorporates 
high tensile steel wire braid to 
withstand high working pressures 
as well as external blows and im- 
pacts. The hose, tradenamed 
“Thunderbird,” is made by Ther- 
moid Co., 200 Whitehead Rd., 
Trenton 6, N.J. It is available in 
ten sizes from 3/8” to 4” (where 
double braid is used). 

Write No. 44 on Inquiry Card—Page 32 


Parts Cart Speeds 
Production 






A double-decker cart, with a 
working surface large enough to 
hold a variety of containers for 
small parts, is available for speed- 
ing up assembly line work. The 
cart’s lower platform holds large 
components. For easier loading 
and handling, there are no corner 

(Please turn to page 116) 
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How Would You Like to Get 25% or Even 56% 
More Work out of Your Present Electric Trucks ? 


» 


i ne conan< a 
i pa 


Here’s the secret. Unique advanced tubular con 
struction. Every positive plate packs more power 
So you get greater battery efficiency—more power 
in the same size to fit your present trucks 


Marcu 17, 1958 








With the new Exide-lronclad Bat- 
teries now available, your present 
trucks can work 25% to 56% longer 
than with batteries you have bought 
in the past. Now electric industrial 
trucks can do more work per shift, 
work longer, cost less than ever to 


own and operate. Only Exide bat- 


teries offer the twin advantages of 


more power and longer life. Find 


out just how much you can gain. 
Call your nearby Exide office. Or 
write Exide Industrial Division, 
The Electric Storage Battery Com- 
pany, Philadelphia 2, Pa. 


Exide 


For More Information Write No. 224 on Inquiry Card—Page 32 
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EXCELLENT BASE 
FOR PROFITS 


This ninety-six pound casting was made for the National Cash Register Co. 
of Nodulite®, Hamilton Foundry’s ductile iron. The casting forms the base 
for the new Post-Tronic Accounting Machine. It measures 37/2” by 2342” 
with sections varying from 4%” to 1/2”. Ductile iron was chosen for this part 
because of its ductility, dimensional stability, rigidity, and machinability. 

Sharp pencil buyers know that the ultimate cost of a casting rather than 
the purchase price is most important to the cost of the end product. Dimen- 


sional accuracy, uniform machinability, fine surface finish, low rejects and- 


delivery of orders on schedule result in castings at lowest ultimate cost and 
insure your reputation for product quality. 

When new and unusual design problems arise in the selection of metal 
and the casting of parts, you will find that the skill and integrity of your 
foundry is your best insurance that specifications—and delivery schedules 
—will be met. ; 


GRAY IRON * ALLOYED IRON * MEEHANITE @ * DUCTILE (NODULAR) IRON © NI-RESIST * DUCTILE NI-RESIST + NI-HARD 


The Hamilton Foundry & Machine Co., 1551 Lincoln Ave., Hamilton, Ohio * TW 5-7491 
For More Information Write No. 225 om Inquiry Card—Page 32 
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(Continued from page 114) 


posts, while the top and bottom 
corners are rounded for safety 
against personnel injury. Con- 
structed by McClintock Mfg. Co., 
802 W. Whittier Blvd., Whittier, 
Calif., of strong tubular steel, 
nickel-plated for durability, the 
carts are fitted with 4 ball bear- 
ing casters for extreme maneuver- 
ability. 

Write No. 45 on Inquiry Card—Page 32 


Inspection Device 


Checks Tool Room Work — 





A versatile inspection tool, 
called the Cylinder Square, has 
been developed by the AA Gage 
Co., 350 Fair St., Detroit 20, 
Mich., to speed up and increase 
the accuracy in checking square- 
ness, concentricity, run-outs, etc., 
of parts, spindles, shafts, bores 
and similar objects. Powerful - 
magnets, securely embedded in 
the face of square, hold it to the 
surface of the part being checked. 
Clamps that would cause distor- 
tion are not required and setup 
time is thus greatly reduced. Face 
of tool is guaranteed square with 
cylinder within 1/1,000,000”. 
Write No. 46 on Inquiry Card—Page 32 








You Need Only One Card to 
Request Additional Information 
On Any Item in This Issue. 
Use the Reader Service Card 
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6 Reasons why Waldes Truarc is your one 
dependable source for retaining rings 








Series 5000 Series 5100 Series 5008 Series 5108 Series 5001 Series 5101 

' internal external inverted internal inverted external bowed internal bowed external 

Series 5002 Series 5102 Series 5103 Series 5131 Series 5133 Series 5139 
beveled internal beveled external crescent bowed E-ring E-ring locking prong 





Series 5555 


O 
© 


a 





& 





special purpose 





special purpose 





special purpose 





special purpose 





Series 5107 Series 5005 Series 5105 Series 5300 Series 5305 
grip ring interlocking self-locking internal self-locking external triangular nut triangular self-locking 
Series 5400 A Series 5104 Series 5500-31 Series 5500-96 Series 5504 


Series 5505 
special purpose 


special purpose 











WHATEVER YOU MAKE, THERE’S A WALDES TRUARC RING 
DESIGNED TO SAVE YOU MATERIAL, MACHINING AND LABOR COSTS 











COMPLETE SELECTION—All your retaining ring requirements 
can be obtained from this one dependable source. Waldes 
Truarc rings are available in 36 functionally different types... 
as many as 97 standard sizes within a ring type...5 metal 
specifications and 14 different finishes 


DESIGN SERVICE—For help in designing new products or in 
refining present designs, send your blueprints to Waldes Truarc 
engineers. Whether your product requires standard or custom- 
designed rings, these experts are ready to help you. They will 
also design special assembly jigs and fixtures—or even help 
you set up an automation assembly operation. 


MANUFACTURING EXPERIENCE—Waldes Truarc pioneered 
precision retaining rings. Truarc Rings have been standardized 
by leading U. S. industries and Government agencies. Waldes 
Kohinoor, Inc. has over 50-years experience in inventing, de- 
veloping, and manufactusing precision fasteners. 


FIELD ENGINEERING SERVICE—More than 30 engineering- 
minded factory representatives and 700 field men are avail- 
able to you on call! This engineering service can prove invalu- 
able in helping you to solve design, assembly and productien 
QUALITY CONTROL—Every step in the manufacture of Waldes problems. 
Truarc rings—from engineering and raw materials through to 
the finished product—is carefully controlled and tested in our 
own modern plant. Truarc standards are the highest in the 
industry—your guarantee of consistent, uniform quality. 


DISTRIBUTION—Truarc rings are available from leading OEM 
Distributors in 90 stocking points throughout the United States 
and Canada. 


Dior 
; h RETAINING RINGS 
WALDES KOHINOOR, INC. 
‘ . . LONG ISLAND CITY 1, NEW YORK 


WALDES TRUARC Retaining Rings, Grooving Tools, Pliers, Applicators and Dispensers are protected by one or more of the following 
U. S. Patents: 2,382,948; 2,411,426; 2,411,761; 2,416,852; 2,420,921; 2,428,341; 2,439,785; 2,441,846; 2,455,165; 2,483,379; 
2,483,380; 2,483,383; 2,487,802; 2,487,803; 2,491,306; 2,491,310; 2,509,081; 2,544,631; 2,546,616; 2,547,263; 2,558,704; 
2,574,034; 2,577,319; 2,595,787, and other U. S. Patents pending. Equal patent protection established in foreign countries. 


WALDES 





For More Information Write No. 226 on Inquiry Card—Page 32 
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HOT FORGED from solid, 
rectangular steel bars, de- 
signed and produced for 
dependable, long-life service 
under the severest piping 
conditions! 


A TYPE FOR EVERY USE! 


FOR ALL PRESSURES! 
FOR ALL TEMPERATURES! 








Standard & Double 
Extra Heavy 


UNIONS 


Available with 
screwed or socket 
weld ends. 3000- 
Ib. sizes Vy” to 3”; 
6000-lb. sizes 1g” 
_ 











> 


ORIFICE 
UNIONS 


With screwed or 
socket weld ends. 
3000-Ib. and 6000- 


Ib. service. ) 


ALE & FEMALE 
UNIONS 


With steel-to-steel, 
bronze-to-steel, stain- 
less steel-to-steel or 
orifice seats. 3000-lb. 


or only. 


(FULL STAINLESS & \ 
FULL ALLOY : 
STEEL UNIONS 


With screwed or & 
socket weld ends. 
3000-lb. and 8000-Ib. 

















=\ ( 














Products 











service. 








WRITE FOR CATALOG 58 
Showing the Complete Catawissa 
line of Perfect Seal Products 
CATAWISSA VALVE & 
FITTINGS COMPANY 
CATAWISSA, PENNA. 


For More Information Write No. 227 
on Inquiry Card—Page 32 





High Strength 
Lock Washer 





A lock washer has been de- 
signed with bolt locking teeth and 
rigidity. This does not prevent its 
being resilient under extreme 
loads. The washer finds applica- 
tion wherever high torques are 
required. As an example of its 


. strength, the pyramidal washer 


for a 3%” bolt will withstand a 
torque of 500 inch-pounds. The 
four-sided and_ six-sided pyra- 
midal washers are being manu- 
factured by the Shakeproof Di- 
vision of the Illinois Tool Works, 
St. Charles Rd., Elgin, Il, in 
several screw sizes. They can be 
pre-assembled onto screws (mak- 
ing them Sems) which eliminates 
hand assembly .of screw and 
washer. 

Write No. 47 on Inquiry Card—Page 32 


Durable Magnetic Tapes 
For Instrumentation 








Long-wearing magnetic tapes 
that outwear conventional 
“Scotch” brand instrumentation 
tapes by an average of 6 to 1, yet 
increase short wave length re- 
sponse by 3.5 db, have been in- 
troduced by Minnesota Mining & 
Mfg. Co., Dept. A7-255, 900 Bush 
St., St. Paul 6, Minn. They are 
expected to find wide use through- 


(Please turn to page 126) 





STRAITS 


TIN 
REPORT 


New developments in 
the production, mar- 
keting and uses of tin 





A new engine bearing alloy of tin 
(about 20%) and aluminum was re- 
cently perfected after more than 3 
years of testing. Of meshed tin-alumi- 
num, in which the tin forms a lace- 
work within the aluminum, the alloy 
gives a better balance between high 
fatigue resistance and low rate of wear 
than any other standard bearing known. 
It is also cheaper to manufacture than 


ordinary copper-lead plated types. 


* * * 


In his address to the Legislative Council 
in December, His Majesty the Yang 
di-Pertuan Agong again stated that the 
policy of his government will be to 
assist the tin and rubber industries, 
upon which the economy of the Fed- 
Malaya largely depends. 
“My government i 


eration of 
realizes it cannot 
maintain or increase the prosperity of 
the country unless it renders every 
assistance possible to both these in- 
dustries,” he said. 


A new alloy of tin (13%), alumi- 
num and titanium shows very 


Europe for turbine parts in air- 


| 
| 
| 
| 
| istics. It is now being used in 
| 
: craft: engines. 


+ 
| 
| 
| 

good high-temperature character- | 
| 
| 
| 
| 

oll 


All modern dredges used in Malayan 
tin mining are now powered by elec- 
tricity. The equipment for a_ single 
dredge may cost close to $170,000. 


Ask us to send you 
TIN NEWS, a monthly 
letter. It will keep you 
posted on tin supply, 
prices, new uses and 
applications. 





The Malayan Tin Bureau 
Dept. 45C, 1028 Connecticut Ave., Washington 6, D.C. 


For More Information Write No. 228 
on Inquiry Card—Page 32 
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ae HERE'S PROOF 


ACME ENGINEERING AND MANUFACTURING 
COMPANY, Muskogee, Oklahoma 


yu a 


' 
' 










BOSTON GEAR WORKS 


Quincy, Massachusetts 





MOTOR VERSATILITY 


The versatility of General Electric fractional horse- 
power motors allows us to apply many ratings to 
our 100 Series Speed Reducers. We can now offer a 
broader selection of drives.”’ 

TROUBLE-FREE OPERATION 
‘Our fans are used in a variety of operations and we have had 
consistent trouble-free performance from G-E fhp motors under fe}-):})) bial lelll-7 ase) mise lg. bf 


all conditions. This means dependable operation in the field, Denver, Colorado 
which promotes greater acceptance of our products.”’ 


REVCO, INC. 


Minneapolis, Minnesota 





PACKAGED UNIT LOCAL SERVICE 


‘The compactness of G.E.’s motor enables us to give our ‘“‘Dependable motor performance and quick, local 
customers a package unit, rather than use individual parts, at motor service are musts with our incubator custom- 
no increase in cost. Fast replacements can be made with Zero- ers. G.E.’s network of Small Motor Service Stations 


Max Speed Reducers with no worry about alignment problems.”’ give us the back-up service we need...and expect!”’ 








The General Electric “YEARS AHEAD” motor* 


The motor that set a new standard... 


Convenient, easy-to-read nameplate Sturdy steel shell, drip-proof construction 
: Mylar’ Polyester film insulation 









wool felt wickings 


100 
Color-coded Neoprene leads 
Sturdy end shields Long-life switch 


One-piece rotor construction 
Quiet, all-angle sleeve bearings 


Oil-retention slingers 









° 


Dynamically balanced rotor 


Extra-large oi! reservoir 





Protective varnish coating 


Easily-rotated cradle base 


a 


Formex = insulated magnet wire 


All-angle thrust washer assembly 


Easy-connection terminal board and speed nut 





*available in both 48 and 56 frames 
tReg. trademark of Dupont Co 


*tReg. trademark of General Electric Co 


GENERAL “) ELECTRIC 











- General Electric motors can hel 


AIR-SHIELDS, INC. RHEEM MANUFACTURING CO 
Hatboro, Pennsylvania 


Chicago, Illinois 


Wax ~ 


* 





\\\ 


REDUCED WEIGHT 35% 


‘‘When we switched to G-E motors, we cut the weight of our 
medical pumps 11 pounds; 35% less weight for a nurse to 
carry. Reliable operation under all conditions is essential for 
life-saving equipment and G-E motors meet this requirement.”’ 





STOKERMATIC, INC. 


“The compact size of G.E.’s motor helped us to 
Salt Lake City, Utah 


greatly simplify blower applications on our furnaces 
G.E.'s fast, efficient engineering service helped us 


solve many special application problems, too.” 


TACO HEATERS, INC 
Cranston, Rhode Island 





QUIET OPERATION CONSTANT QUALITY 
‘*Most of our automatic coal-burning space heaters are installed 


“We put all of our hot water circulating pumps 
in living rooms where quiet operation is a must, and the silent through rigid tests before shipping. Better than 99% 
operation of G-E fhp motors has become a big plus that helps 


of all G-E motors we've tested have passed every 
increase our sales. Our customers prefer G.E., too!’’ 


check ... ahead of any other motor we've tried!”’ 








help you improve your products, too! 


ved us to 
furnaces 
helped us 
ns, too.” 





1g pumps 
than 99% 
ssed every 
ve tried!”’ 





, than old-style motor designs 





Here's Why General Electric's Complete Line of Fhp 
Motors Can Produce Results Like These for YOU! 


Nearly 10,000,000 General Electric Form G motors provide double lubrication life, eliminate oiling com 
have been sold since the design, the first in the new pletely on some applications 

In c i i To Ik . ; 

NEMA 48- and 56-frame ratings, was introduced LONGER ELECTRICAL LIFE results from the 
Hundreds of manufacturers have saved countless ise of Mylar® polyester film insulation. Mylar has 


thousands of dollars by taking advantage of all the 
benefits of the General Electric Form-G motor 
the motor that set new standards 


4 moisture resistance 35 times as great and a dielec 
tric strength 8 times as great as ordinary paper 
insulation 


You can realize the same benefits by taking ad COMPLETE MOUNTING VERSATILITY pr 


vantage of the advanced-design features proved by vides easy solutions to design problems. You can 


millions of motors now in use mount a G-E fhp motor in any position, and elimi 
. — _ : natethe need for costly ‘‘specials.’" Moreover, on both 
COMPLETE LINE of these motors simplifies  "2tethe need for costly “specials.” Moreover, on b 
- ; _e ££ ‘ solid and resilient base motors, you can rotate the 
selection. There’s a G-E Form-G motor for pra 
: . ft motor within its cradle or remove the cradle entirely 
tically any fhp motor application you have 


SMALLER SIZE of G-E fhp motors means a 


smaller, more compact product. The “‘years ahead” 


to meet your exact requirements 

WANT MORE INFORMATION? Your nearest 
+ oe : G-E Apparatus Sales Office, will be glad to show you 
G-E motor is 40% smaller and 50% lighter in weight how you can improve your product with General 


Electric ‘‘years ahead’’ motors. They also can 


MINIMUM MAINTENANCE makes your prod arrange for quick delivery of the motors you need 
uct easier for customers to use. A 50% greater oil Write for Bulletin GEA-6424 to Section 702-70, 
capacity and a highly efficient oil retention system General Electric Company, Schenectady 5, N. Y 


*Registered Trade-mark of DuPont Company. 


Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 


PENN VENTILATOR CO., INC. 
Philadelphia, Pa. 


A. E. MOORE COMPANY 
Waupaca, Wisconsin 


Ce 





jj 


ie ad 
COMPLETE LINE ALL-ANGLE MOUNTING 
“Our broad line’of exhaust fans must meet many ‘Before we started producing the Moore.O-Matic 
job requirements. We found that the completeness door opener, we tested many motors. We chose G.E 
of G.E.’s fhp motor line helped us to standardize because with all-angle mounting we could mount 


not only on design, but quality, of our products.” our unit in any position without modifications.” 








What good is 
bized 
. business 
publication 


advertising? 


Purchasing Magazine 





No one is in a better position to give a hard-boiled, practical answer to this 


question than the men who spend their working lives on the sales front...the . 


men the ads are supposed to help... the men who sell. 


Here is the statement of a salesman who knows what advertising does for him 
when it appears in the industrial, trade or professional publications that serve 
the specialized market to which he sells: 





Chester Burt 
American Hard Rubber Co. 


Sells industry 


Says Mr. Burt: “After some years as an inside man at American Hard 
Rubber, I’m taking on my first sales territory and believe me, I'd be 
worried if I didn’t have good leads from our business paper advertising. 
They give me something to latch on to. With an advertising lead as a start 
I find there's a better possibility of something coming from a call than 
if I made a cold call. i 

“For one thing, even if the man who sent in the inquiry isn’t in a very 
important position in the company, at least the inquiry gets me through 
the door and once I’m inside I can work it out. 

“Another thing I’ve found is that‘I can do a better job of planning my 
trips if I have some advertising leads. More worthwhile calls can be 


scheduled and it’s possible to accumulate leads to make a profitable trip | 


to out-of-the-way areas. Of course, on top of all this, I think that in many 
cases where I’ve gotten business, trade advertising has reached some of 
the people inside that I can’t see; like people who leave it to others to 
interview salesmen, but still have to give the final okay themselves.” 


Why not ask your own salesmen what your company's business publication 
advertising does for them. If their answers are generally favorable you can be 
sure that your business publication advertising is really helping them sell. If 
too many answers are negative it could well pay you to review your advertising 
objectives—and to make sure the publications that carry your advertising are 
read by the men who must be sold. 


NolP. 


One of the 207 members of National Business Publications, Inc. ...each of 
which serves a specialized market in a specific industry, trade or profession. 











| WATCH FOR THE 
VALUE ANALYSIS IN ACTION EDITION 


OF PURCHASING MAGAZINE 
May 12, 1958 


This edition will contain important information on... 


HOW Value Analysis is applied in a small purchasing department. 
HOW Value Analysis training can be made to yield spectacular re- 
sults. 
HOW Value Analysis promotes teamwork between purchasing and 
engineering. 
HOW Value Analysis becomes an integral part of the Materials 
Management Program. 
HOW Value Analysis is applied to small quantity purchases. 
HOW to determine the real economics of hiring a full-time analyst. 
HOW a Value Analysis committee can be organized to get results. 
Also. .. HOW Value Analysis works in the process industries. 
AND... for the first time. . . there will be important 
information on... 


Pre-proouction Purcuase ANALYSIS ... what it is... how it 
works... how to use itin your own department. 


IN ADDITION... 


this special edition will include about 500 actual case histories of 
audited savings... classified for easy reference into eight complete 
sections as follows: 


Materials Materials Handling 
Component Parts Packaging and Supplies 
Production Tools Office Equipment and Supplies 


Electrical Equipment MRO and Safety 


You'll want to read and save the Value Analysis in Action edition 
of PURCHASING Magazine ... published May 12, 1958. 


Order your extra copies NOW!... at the special price of $1.00 per 
copy. Regular price for this edition will be $1.50 per copy. Order 
NOW and save 33.3 percent. 


A Conover-Mast Publication * 205 East 42nd Street, New York 17, N. Y. 
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MOVING TIPS FOR PURCHASING AGENTS: 
Mayflower’s Scientific Research 
Makes Moving Safer 


Doing a better job for your people and your company, year after 
year, is the aim of the Research and Development program carried on 
constantly in the Mayflower organization. It has produced many new 
ideas, methods, materials and equipment to protect household goods 
better, increase efficiency, and reduce work for shippers. Any improve- 
ment, great or small, is important. Just the simple idea of wrapping in 





red tissue small, easily over-looked pieces has many times helped pre- 


vent their loss. So it is with Mayflower’s decision to eliminate tailgates 
from its vans... and the development of its standardized packing ma- 
terials and methods. You can count on Mayflower for leadership in 
providing America’s Finest Long Distance Moving Service, not only 
today, but also tomorrow. 


AERO MAYFLOWER TRANSIT COMPANY, INC. + INDIANAPOLIS 


AERO 


=z 


a 


aytlowerg) 


NATION-WIDE 
FURNITURE MOVERS 





Ct Cnevicad Cntde long-didlinee mening. Mute 
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(Continued from page 118) 


out the instrumentation record- 
ing field, wherever higher tape 
speeds, head pressures and tem- 
peratures (up to 200 F) are en- 
countered. Key to the superior 
wear characteristics is a durable 
binder which minimizes oxide 
rub-off and deposits on the ma- 
chine heads. 


Write No. 48 on Inquiry Card—Page 32 


Lint-Free Clothing for 
Electronic Workers 


To ensure the absence of lint 
where controlled, dust-free en- 
vironments are required, lint- 
free Orlon work clothing is now 
available. The garments are 
woven of individual extruded fila- 
ments, rather than of standard 
spun or twisted yarn. They are 
unaffected by acids, alkalies and 
most organic chemicals. The cloth- 
ing is available as lab coats, cover- 
alls or two piece uniforms. They 
are manufactured by Milburn Co., 
3246 E. Woodbridge, Detroit 7, 
Mich. 


Write No. 49 on Inquiry Card—Page 32 


Shelving Adjusts for 
Varying Size, Functions 





A wide selection of shelving is 
available for use in industrial 
plants and warehouses to meet 
virtually every storage need. This 
includes plain shelving in 240 size 
combinations and ledge shelving 
in 735 different sizes. The six 
most popular standard shelving 
configuration (plain and ledge in 
any of three basic types) can be 
readily adapted to provide an al- 
most indefinite number of varia- 


PURCHASING 














tions of size, arrangement and 
function. The shelving is manu- 
factured by Penco Metal Products 
Div., Alan Wood Steel Co., 200 
Brower Ave., Oaks, Pa 

Write No. 50 on Inquiry Card—Page 32 


Floor Finish Resists 
Scuffing 








A clear liquid floor plastic that 
exceeds the slip resistance re- 
quirements of Underwriters Lab- 
oratories is said to show outstand- 
ing ability to provide safe footing 
on all types of decorative floors, 
such as asphalt tile, vinyl tile, 
linoleum, cork and wood. It dries 
with a super hard finish that re- 
sists scuffing. It is easily main- 
tained because no buffing or pol- 
ishing is required. It is claimed 
that floors treated with this mate- 
rial require less than half 
much service as those coated with 
ordinary floor finishes. Colonial 
Refining & Chemical Co., NBS 
Co. Bldg., Cleveland, Ohio, makes 
is 


Write No. 51 on Inquiry Card—Page 32 


Titanium Pipe Fittings 


A line of titanium fittings has 
been developed to meet the needs 
of nuclear piping systems, and for 
critical service applications in the 
industries 
Besides offering remarkable sav- 
ings in weight, and unmatched 
stability at elevated temperatures, 


chemical processing 


these fittings are virtually im- 
pervious to attack by corrosive 
salts at moderate temperatures 
They provide greater latitude in 
tensile strength, fatigue resistance 
and ductility under a wide range 
of conditions. They are made by 


Ladish Co., Cudahy, Wis 


Write No. 52 on Inquiry Card—Page 32 


Marcu 17, 1958 








Heavy-duty 
builders saws with... 


the performance you need at prices 
you can pay--$59.95 to $89.95 


You know you can pay more... but you won't find a saw anywhere that 

will give better performance and longer service than a new heavy-duty 

Stanley builders saw. For example, you get: 

@ FREE-START GUARD. Covers @ HEAVY-DUTY BALL BEARING 
90° of blade. Prevents hang- CONSTRUCTION throughout— 
up when starting cuts. for longer, more dependable 


@ MOTOR SAVER DRIVE. Blade service. 
mounts on flange collar, not @ FAST, SIMPLE BEVEL ADJUST- 
arbor. Protects motor against MENT 


shock @ STURDY STEEL BASE 
4 HEAVY-DUTY, LOW-PRICED MODELS—IN PROFESSIONAL CARRYING CASES, TOO! 


6” H65 cuts 2” at 90°, 112” at 45° $59.95—complete Kit H665 $75.95 
6'2"” H68 cuts 2%,” at 90°, 158” at 45°. $64.95—complete Kit H668 . $80.95 
Y at H70 cuts 238” at 90°, 134” at 45° . $74.95—complete Kit H770 . $90.95 


8 H85 cuts 278” at 90°, 2's” at 45°  $89.95—complete Kit H885 $107.50 


All of these saws have 4%” round arbors. 


Above kits include saw, extra blade, ripping gauge, lubricant, wrench and sturdy 
metal case 


Ask your dealer or distributor about these new Stanley builders saws and 
Kits, soon. Or write for power tool Cat. No. 400E, Stanley Electric Tools, Div. 
of The Stanley Works, 873 Myrtle Ave., New Britain, Connecticut. 

Prices slightly higher in Canada 


AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 


STANLEY 


This famous trademark distinguishes over 20,000 quality products of The Stanley Works—hand and electric 
tools + drapery, industrial and builders hardware * door controls +.aluminu 6 * stampings + springs 








+ coatings + strip steel + steel strapping — made in 24 plants in the United States, Canada, England and Germany 


For More Information Write No. 231 on Inquiry Card—Page 32 
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Cae eee IN ACTION: RESEARCH 


A fast train is a safe train when it rides on 
high-quality USS Wrought Steel Wheels. To 
test wheels, U. S. Steel's Research Center at 
Monroeville, Pa., operates the world’s larg- 
est inertia dynamometer. It operates at 
speeds equivalent to 160 mph, can generate 


When you buy from U. S. Steel 


6814 million foot pounds of energy—enough 
to lift a 34,000-ton ocean liner a foot in the 
air. The tests indicate how changes in design, 
steel composition and heat treatment can 
further improve the quality and safety of 
USS Wrought Steel Wheels. 


American Bridge - American Steel & Wire and Cyclone Fence - Columbia-Geneva Steel - Consolidated Western Stee! - National Tube - Oil Well Supply 
Tennessee Coal & Iron - United States Steel Homes - United States Stee! Products - United States Steel Supply and Gerrard Steel Strapping 
United States Steel Export Company - Universal Atlas Cement Company, 
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you get STE. 



















SES, 1 PLUS IN ACTION: 
TECHNICAL ASSISTANCE 


The Cemline Corporation makes a complete line 
of tanks, ranging from one gallon to 6,000 gallons 
—including the 15-gallon expansion tank and the 
3,000-gallon steam-or-electric coil-heated water 
storage tank shown here. For Cemline’s expan- 
sion tanks used in public buildings, USS metal- 
lurgists suggested a special quality steel which 
enabled them to meet a new and exacting safety 
code, yet produce the tanks economically. 


STEEE, » PLUS IN ACTION: 
FACILITIES 


Only United States Steel can supply pipe like 
this. It’s called expanded seamless line pipe. The 
pipe is pierced from a solid billet of steel and hot- 
worked to size. Then, it is cold expanded, and 
this cold-working process results in improved 
welding properties, plus higher yield strength (at 
least 10% higher). The National Tube Division 
of United States Steel developed this new pipe, 
and it is available in diameters from 16 to 26 
inches, in a full range of wall thicknesses. 


STEM, PLUS IN ACTION: 
MARKETING ASSISTANCE 


United States Steel maintains a staff of market 
development specialists who work with customers, 
and customers’ customers, to make the most ef- 
fective use of products made from steel. The 
picture shows a member of our marketing team 
in action. L. to r.: Walter Nelson, Vice President, 
General Bronze Corp.; Charles LeCraw, USS 
Construction Specialist; John Starrett, Perkins & 
Will, Architects. They are working out details for 
a new, all-steel curtain wall building. 


United States Steel 


For More Information Write No 


Marcu 17, 1958 


232 on Inquiry Card—Page 32 
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Here’s the ROYAL way 
to help build a successful 
personal hygiene program! 


Management at the Hartford, Conn. plant of Royal McBee have been singularly 
successful in formulating a personal hygiene program that is paying off in better 
health, employee appreciation and numerous savings. 

After extensive research into the problem, Royal management selected 
SBS-60 Cream Deodorant Soap and Dispensers to spearhead their program 
because of its multiple advantages: (a) effective cleansing action that combines 
exceptional detergency with unusual mildness. (b) a cream consistency that 
makes it almost impossible to waste in either washrooms or showers. (c) provides 
a drastic reduction in housekeeping and maintenance work. (d) affords a lano- 
lized, antiseptic cream-type soap whose deodorant action is appreciated by 
both men and women. 

If your responsibility is to save money and increase the efficiency of personal 
hygiene in your plant, we offer the practical help of our service department. 
Without obligation, these experienced technicians can make a simple soap 
recommendation or develop a complete personal hygiene program for you. 


FREE: Complete descriptive information on SBS-60 Cream 
Deodorant Soap; SBS-30 Waterless Cleanser; and the complete 
SBS line of industrial hygiene products. Simply write us today. 


Write Dept. 58-C5 


MAIN PLANT: 302 Woller St., Soginew, Michigan 
Los Angeles, Colifornia * Newark, New Jersey 
CANADIAN SUBSIDIARY: Chemical By-Products, 
Lid., 23 Recine Road, Rexdole, Ontario, Conade 





i3:< 


SBS WATERLESS WASHSTATION* 
“Brings the Washroom to the Worker" * 


For More Information Write No. 233 on Inquiry Card—Page 32 
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- Products 





Aluminum Castings of 
Guaranteed Strength 





For the first time in the history 
of aluminum investment castings 
it is possible to procure cast parts 
in which the tensile strength, 
yield strength and elongation are 
guaranteed. This is the result of 
new casting techniques, developed 
by Arwood Precision Casting 
Corp., 321 W. 44th St., New York, 
N.Y. Tests are claimed to show 
54‘< higher tensile strength, 64% 
higher yield strength and 600‘; 
increase in elongation. With these 
higher properties guaranteed, new 
fields are opened for fightweight 
aluminum castings, including their 
structural use in aircraft applica- 
tions, 

Write No. 53 on Inquiry Card—Page 32 


Tool and Die Industry 
Setups 





Low cost, flexibile manufactur- 
ing setups have been placed on 
the market by Dumore Co., Ra- 
cine, Wis., to enable high precis- 
ion products to be produced for 
the tool and die industry. Each 
of these setups is composed of a 
tool post grinder mounted on a 
9’ lathe by special fixturing. Any 
number of these setups can be 

(Please turn to page 132) 
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COMPARE this DoALL 
3-flute end mill... 





A few of the types available 


D-645—3 Flute Ball End 


= +) 


D-680—2 Flute for Aluminum 


D-61 8—2 Flute Long Flute 


£=NNNNY 


D-675—Controlled Penetration 


it gives you the plunge-cutting 
advantages of 2 flutes 
... the fine finish of 4 flutes! 


You can greatly cut your milling time and 
costs with this DoALL End Mill. One fast 
operation eliminates the need of both rough 
and finish cuts. No extra cost for this DoALL 
double-feature advantage, either. Also avail- 
able with ball ends. 


Turning out your work faster is only the 
start of it. Like all DoALL End Mills, it 
will turn out the work longer as well. Special 


high-speed, high-strength DoALL steels is 
one good reason. So are all these others: 
DoALL End Mills are completely finish 
ground with polished flutes after hardening 
and have a high helix angle which promotes 
smoother cutting . . . spiral flutes are hollow 


—o—_———— " = 


D-690—Tapered 3 Flute 


dma 
<_— 
c 








ground for better chip removal and less 
abrasive action. 





D-751—Dovetail 





D-571—T-Slot 


Three flute end mills 
with 2” diameter 
and 2° shank in 4’, 
6", 8", and 10” flute 
lengths—another 
case of how specials 
are standard at 
DoALL. 


D-636—2 Flute Stub Flute 





Radial ground double back-off design gives maximum 
strength on the cutting edge for highest speeds and 
feeds 


D-606—4 Flute 


one of over 600 sizes — 
DoALL stocks many standards which are specials with others! 


No compromising on what you want and when you want it with DoALL 
End Mills. Your needs are met completely and quickly from your nearby 
DoALL Sales-Service Store, where top stocks totaling over 600 different 
types and sizes are within one -call reach. Profit from this specialized end 
mill service now! 


FREE FOR YOU! The end mill speed selector chart that 

makes sense by saving time and chance of error’ DoALL 

has put recommended speeds in revolutions per minute / 

A glance gives you your setup answer for every job f ’ 
No coat just call your DoAl Store / = 4 


CT-37 





en, 
Find | 
Your DoALL Store 
in The 








Yellow Pages j (~<a Coll Your ay Service-Store 
‘eo Ba 0 aera 
Cc © ‘ yz Sy) " we 
~ pl Fass Ey 
Machines and Blodes Serfece Grinders Power Sows MEASURING 
Fy MACHINE TOOLS coccccces eeeces CUTTING TOOLS Lo © maseane socccccccces IN STOCK 
: Pe For More Information Write No. 234 on Inquiry Card—Page 32 
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FLEXIDYNE 
THE DRY FLUID DRIVE 
100% efficiency at full load! 





DODGE-TIMKEN 


America’s Quality Pillow Blocks! 





SEALED-LIFE V-BELTS 


The life is sealed in! 


+ 
Write for Bulletins! 


Flexidyne Dry Fluid Drives and 
Couplings. Bulletin A-640-A. 


[Hy Roller Bearings. Load ratings, 
dimensions, etc. Bulletin A-638. 


Sealed-Life V-Belts. Complete 
data and sizes. Bulletin A-606-A. 


DODGE MANUFACTURING CORPORATION 
1300 Union Street * Mishawaka, Indiana 


DODGE 


+ of Mishawaka, Ind 





For More Information Write No. 235 
* on Inquiry Card—Page 32 
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Products and Ideas 





(Continued from page 130) 
assembled according to produc- 
tion programs. The equipment is 
capable of precision building 
ready-to-use punches, die bush- 
ings, guide bushings or other ac- 
cessories at an economical cost. 
Write No. 54 on Inquiry Card—Page 32 


Mechanizing Numbering, 
Coding Operations 





Krengel Mfg. Co., 
Fulton St., New York 7, N.Y., 


has perfected an electric, auto- 


Inc., 227 


matic numbering machine, the 
“Powermark,” that is claimed to 
save money in hand labor and 
to eliminate mistakes. It com- 
pletely mechanizes all numbering 
and coding operations on carbon- 
interleaved forms: invoices, pur- 
chase orders, check numbering, 
etc. Numbers may be consecutive, 
duplicated or repeated. The ma- 
chine, which easily handles 8 copy 
carbon interleaved sets, can be 
operated by anyone without ex- 
perience or previous practice. Its 
price is in the typewriter range. 
Write No. 55 on Inquiry Card—Page 32 


Pulse Relay Selects 
Alternate Circuits 





Potter & Brumfield, Inc. Prince- 
ton, Ind., announces a single coil 
latching relay that selects alter- 


nate circuits or alternate circuit 
modes on successive impulses. 
Designated the PC, the relay em- 
ploys an armature driven rocker 
type actuator to transfer from 
one to four double throw snap 
switches. Gold flashed silver cad- 
mium oxide contacts, rated at 10 
amp. 115 v, a-c resistive, are used. 
The relay was designed primarily 
for “on-off” and reversing fea- 
tures. It is used for remote TV 
controls, flow control motors, and 
other low cost applications. 

Write No. 56 on Inquiry Card—Page 32 


Teflon Tubing Resists 
Heat, Chemicals 


ad 





Thin wall Teflon tubing is now 
available in stepped up gradua- 
tions of 1/16” from 1/8” ID sizes 
to 1”. Nominal wall thicknesses 
are .030” on sizes through 5/8”, 
040” on 3/4”, .045” on 7/8” and 
.050” on 1”. All sizes are available 
from The Polymer Corp. of Pa., 
Reading, Pa., in ten coded colors 
for circuit identification. Sug- 
gested uses for the tubing include 
chemical and food processing 
lines to take advantage of its 
chemical and heat resistance, as 
well as its anti-stick properties. 
Its excellent dielectric properties 
forecast its use for wire bundling 
or sleeving insulation. 

Write No. 57 on Inquiry Card—Page 32 
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IN TORQUE-ARM 


CALL THE TRANSMISSIONEER 
— your local Dodge Distributor. Factory 
trained by Dodge, he can give you valu- 
able help on new, cost-saving methods. 


Extreme ruggedness and top quality are 
built into every detail of the Dodge 
Torque-Arm Speed Reducer—from the 
specially heat treated helical steel gears 
to the corrosion resistant semisteel hous- 
ing. Broad demand has made it neces- 
sary to add sizes until today Torque-Arm 
is America’s most complete (and most 
widely used) line of shaft-mounted speed 
reducers. Capacities range from 1 to 100 
hp; output speeds from 12 to 378 rpm. 

Torque-Arm is mounted on the driven 
shaft, in any vertical or horizontal posi- 





Look in the white pages of your telephone 
directory for ‘Dodge Transmissioneer.”’ 


Marcu 17, 1958 


of Mishawaka, Ind. 





... AMERICA’S MOST WIDELY USED 
SHAFT-MOUNTED SPEED REDUCER 


tion. It is anchored by the torque-arm 
fastened to any fixed object. No need 
for foundation, flexible coupling, sliding 
base. No lining up difficulties. The unit is 
driven through any V-belt drive. Savings 
up to 1/3 are possible and Torque-Arm’s 
efficiency is high. It delivers 97% effi- 
ciency in double reduction models; and 
almost 99% in single! 

Ask you local Dodge Distributor — or 
write us for bulletin. 
DODGE MANUFACTURING CORPORATION 

1300 Union Street, Mishawaka, Indiana 





For More Information Write No. 236 on Inquiry Card—Page 32 
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WOVEN WIRE CONVEYOR BELTS 
for continuous processing 


3y combining movement with processing, Cambridge Woven Wire Conveyor 
Belts can help cut operating costs, maintain high product uniformity and 
increase production. Open mesh provides free air, liquid circulation for quick, 
thorough treatment of products. All-metal construction is heatproof, cold- 
proof, rustproof. Nine basic weaves available in any size or mesh. Belts can 
be woven from any metal or alloy to take up to 2100° F. or sub-zero tempera- 
tures, yet resist attack from water, acid or caustic solutions. Lack of seams, 
lacers or fasteners mean long belt life, less maintenance. Special surface 
attachments or raised edges available. Let your Cambridge Field Engineer 
recommend the belt design best suited to your needs. 


WIRE CLOTH in Bulk or Fabricated Parts 


Prompt service and delivery on industrial wire 
cloth in 9 basic weaves, any metal or alloy, from 
finest to coarsest mesh. Complete stock on most 
frequently used types of cloth for your bulk needs. 
Individual loom operation and careful inspection 
provide mesh size, uniformity and accurate mesh 
count. For fabricated parts, we’ll work from your 
prints or draw up prints for your OK. Call your 
Cambridge Field Engineer for information, assistance., 


GRIPPER® woven wire SLINGS for 
materials handling 


Unique woven wire construction grips better, re- 
duces load damage, increases safety and lasts longer. 
Broad bearing surface gives exceptional load sta- 
bility. Can be used in basket hitch or choke hitch. 
Won’t whip, kink or tangle. Pretested and guaran- 
teed to meet load specifications. In standard lengths 
or widths—capacities up to 100,000 Ibs. Special 
sizes, alloys, PVC or Neoprene coverings on request. 









Write Direct For These ud 
Helpful Reference Manuals | | 


“(Re The Cambridge Wire Cloth Co. 


Department AK, 
Cambridge 3, 
Maryland 
OFFICES IN PRINCIPAL INDUSTRIAL CITIES 
For More Information Write No. 237 on Inquiry Card—Page 32 





Woven Wire 
Conveyor Belts 


Wire Cloth 
Gripper Slings 


METAL-MESH WIRE 
CONVEYOR CLOTH 
BELTS FABRICATIONS 


WIRE 





134 


lp Baia os. a ry it 


Products 











Midget High Pressure 


Valve 
ales... 


A high pressure valve, so tiny 
that it fits inside a tennis ball, 
has been developed for the phar- 
maceutical, chemical and petro- 
leum fields. With a body slightly 
larger than an ordinary postage 
stamp, this tiny valve is designed 
for 1 16” tubing. It handles pres- 
sures up to 15,000 psi. The stem 
is non-rotating. It is adaptable for 
standard compression, socket weld 
and IPS connections and is avail- 
able in stainless steel, Monel or 
Hastalloy from High Pressure 
Equipment Co., Inc., 122 Linden 
Ave., Erie, Pa. 

Write No. 58 on Inquiry Card—Page 32 


LE 








Screw Holding Driver 
Saves Assembly Time 





A screw holding driver is now 
available that grips the screw 
firmly in place until the threads 
take hold. This is an important aid 
in reaching hard-to-reach places, 
often found in modern electric 
and electronic equipment. The de- 
vice employs a simple prifciple: 
the forward thrust of the tool ex- 
pands twin bits which will not re- 
lease the screw until it is firmly 
seated in the thread. A conven- 
tional screwdriver can then take 
over. The manufacturer: The 
H.J.J. Co., 268 Marlow Dr., Oak- 
land, Calif. : 

Write No. 59 on Inquiry Card—Page 32 
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Heavy wall 


Special seam 


Special cutouts 


Ball indented 





Small sizes 


aie 








Rolled split spacer tubes are produced in a wide variety of standard 
and special designs, in many lengths and diameters, of steel, brass 
and aluminum. They can be ball-indented for oil pockets, or made 
with oil holes or other special cutouts or seams. 


FEDERAL-MOGUL DIVISION 




















Federal-Mogu!-Bower Bearings, Inc., 11077 Shoemaker, Detroit 13, Michigan 
| | 
! i 
<3 ! 
1 
' 4 
, ¥ 
! 
Rolled, Split Engine Bimetal Bearing-Surfaced Since 
Bushings ! Bearings Bushings Thrust Washers 1889 
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For More Information Write No. 238 on Inquiry Card—Page 32 : 
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Note Taking Can Be Simple 


. 
} XECUTIVES OF Restaurant 
Associates travel thousands of 
miles each year in the manage- 
ment of some 40 restaurants which 
they own and operate. Late last 
summer Lee Jaffe, purchasing 
agent for these restaurants which 
range from employee cafeterias to 
such luxury eating places as the 
Hawaiian Room of the Hotel Lex- 
ington, was in Europe on a buy- 
ing trip. Reports on such trips 
have to be both detailed and ac- 
curate if they are to be of value. 
To be assured of this, Mr. Jaffe, 
used a new, portable voice re- 
corder that Restaurant Associates’ 
executives have carried with 
them on their travels since last 
spring. 


136 


Called the Dictet, the recorder 
is a product of Dictaphone Corp- 
oration. Battery powered and 
weighting two pounds, 11 ounces, 
it can be carried anywhere in a 
leather case with an over-the- 
shoulder strap. An 
placed magazine carries enough 
tape for a full hour’s recording. 
The tape can be played back im- 
mediately by pushing a lever, and 
can be readily transcribed in 
typed form. 

Last August, Mr. Jaffe took the 
Dictet with him when he flew to 
France and Italy on a buying trip 
for the new Forum of the Twelve 
Caesars Restaurant. The decor 
of the restaurant is inspired by 
the furnishings and architecture 


easily re-. 


Lee Jaffe, Restaurant Associates’ 
purchasing agent, uses the Dictet to 
record data and comments on sam- 
ples of tableware he is considering 
purchasing for the new Forum of 
the Twelve Caesars Restaurant in 
Rockefeller Center in New York. 


of the early Roman Empire. Mr. 
Jaffe purchased statuary and sil 
ver, copper, pewter and 
selected to carry 


glass- 
vare out the 
decor. 

The Dictet was used, of en on 
the spot, to record a summary of 


all that was observed, discussed 
and decided during Mr. Jaffe’s 


When he returned to his 
New York office the record was 
transcribed. Al-hough Mr. Jaffe 
had not completely used up the 
tape in one magazine, the trans- 
cription covered ten typewritten 
pages, single space. 

Says Mr. Jaffe, “making hand 
notes that record observations, 
impressions, prices, terms of pay- 
ment, quantities, delivery dates 
and other details can be difficult 
and awkward when you are con- 
stantly on the move, trying to 
visit as many as a dozen different 
people and places in the course 
of a day. If the notes are made 
during a visit, the visit is likely 
to be prolonged. If making them 
is postponed until you return to 
your hotel room important de- 
tails are likely to be forgotten, 
and there is always the chance 
that you may be unable to read 
your own hastily scrawled writ- 
ing. 

“All this, I found, could be tak- 
en care of by using a voice re- 
corder on the spot. Others are in- 
terested in seeing how you use 
it, not bored or impatient while 
waiting for you to make your 
notes by hand. There is no chance 
of anything being forgotten, and 
a note that might take five min- 
utes to write by hand can be re- 
corded in less than a minute.” 


For More Informaton Write No. 239 
on Inquiry Card—Page 32> 
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John F. Nash, Vice President—Operation, New York Central System 


“Moore forms help us locate freight automatically” 


AUTOMATED CAR REPORTIN 
New York Central recently introduced an electronic Cat 
Reporting System, a specially designed network utilizing 
350 Teletype machines that links 67 Central freight yards 
with information service bureaus at New York, Cleveland. 
Indianapolis and Detroit. The system provides accurate 
( omplete information on some 52.000 cars—within minutes 
This improves freight yard efficiency, speeds train opera 
tion and gives shippers valuable delivery information 

As a train enters a strategic Central freight yard. a card 
with content, destination and traffic information is punched 
for each car, then fed into an IBM card-to tape machine 
which produces a tape. This information is transmitted, 
by tape, to the service bureaus. retransmitted automatically 
to interested freight yards. There the tape is automatically 


reproduced, converted into cards in train sequence. These 


Build control with 


ENTRAL 24-HOUR CONTROL OF ROLLING STOCK 


are changed as cars are added or removed from the train. 
\ new tape is made, then sent on the network again. Each 
transmission prints a ‘consist’ of the train on a Moore 
Speediflo. It is the road’s control in print. 


The Moore man helped with scientific design and manu- 
facture of the multi-part Speediflo and other 
forms used in this Automated Data Process- 
ing system. If you would like examples 
how Moore helped improve other systems 
write on your Company letterhead to the 
Moore office nearest you. 





Moore Business Forms, Inc., Niagara Falls, N. Y., Denton, Tex., 
Emeryville, Calif. Over 300 offices and factories across 


U.S., Canada, Mexico, Caribbean, Central America. 





MOORE BUSINESS FORMS 















—from a complete selection 
of double compartment card 
files for all of your 5” x 8” 
card filing requirements 


Choose from the 


PEERLESS line 
of FILE CABINETS 


Whatever your require- 
ments, counter height, stand- 
ard cabinet height, or 5-drawer 
cabinet height ...there’s a 


Lie 
ie 


‘ 
t 
‘ 


your requirements. 


| 
\ 


All cabinet styles can be 
adapted to “battery’’ use— 


( 


BEES 


t 
\ 


i a ee ie 


ease—simply knock-out the 
partially -punched-through 
bolt holes in the cabinet side. 


u 
( 


In addition to drawer flex- 
ibility, you get stylized design, 
durability, long-range economy—and 
a... equally important today, you have a 


decorator colors. 


Write today for specification litera- 
ture . . . or see your nearby authorized 
Peerless Dealer. When it comes to ex- 
pert office equipment advice, you’ll 
find he’s a good man to know. 


PEERLESS 


STEEL EQUIPMENT CO. 


6600 Hasbrook Ave., Philadelphia 11, Pa 


NEW YORK CHICAGO HOUSTON LOS ANGELES 





For More Information Write No. 240 on Inquiry Card—Page 32 
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Peerless model to meet all of 


quick and with the greatest of 


wide, wide choice from a wide range of 





Turns Out Diazoprints 
at 125 fpm Speeds 





A machine to meet the require- 
ments of high volume users of 
“whiteprints” has been devel- 
oped by Tecnifax Corp. of Hol- 
yoke, Mass. It is a high efficiency 
ammonia-developing diazotype 
printer with electronically con- 
trolled speeds up to 125 fpm. It 
produces prints from translucent 
masters up to 54” in width. Use 
of a new high-pressure, mercury- 
vapor lamp, rated at 150 watts 
per inch makes the high printing 


-speed possible. A new developing 


principle provides several times 
the capacity of any previously 
designed machine. Prints are de- 
livered “face-up” at front as well 
as rear of machine, permitting 
continuous quality check without 
touching prints. 

Write No. 60 on Inquiry Card—Page 32 





A tiny new adding machine, 
the Add-Mate, has been intro- 
duced by Underwood Corpora- 
tion, New York. No larger than 
a telephone and weighing seven 
and one-half pounds, the all-elec- 
tric machine ads, subtracts, multi- 
plies, subtotals and totals. It is 
also available with a saddle tan 
luggage-type carrying case. 

Write No. 61 on Inquiry Card—Page 32 
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going to work in more offices 


A big favorite in offices everywhere— Venus Velvet Pencils with smoother ‘‘homogenized”’ lead write blacker, clearer, 
with no hard spots, no soft spots. And Venus Velvets are stronger, last longer for extra economy. Exclusive Pressure- 
Proofing clinches wood to lead, ends internal breaking. Remember: Venus makes over 2500 job-designed pencils including 
Venus Coloring Pencils and Venus Unique thin lead coloring pencils. Ask, too, about the complete line of fine Venus 
erasers. Write for the Venus Velvet Work-Saver Kit: Dept. PM-3. ©1958 Venus Pen & Pencil Corp., Hoboken, N. J. 


easier writing ... longer writing V7 HH} N US Velvet Pencils 


For More Information Write No. 241 on Inquiry Card—Page 32 
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Color-Tex | 
ERASABLE 
COLORED 
PENCILS 











For the first time! — A 
thin-lead colored pencil 
that erases cleanly, easily, 
completely ! 











e Erases as easily as a black 
lead pencil. The color 
comes off — not shreds of 
paper! 

@ Perfect tool for accountants 
and office workers now 
handicapped by hard-to- 
erase colored pencils! 


usa. GENERAL'S Caréc-Well COLOR-TEX INSOLUBLE © 1818 HT CARMINE 


Two superb grades of 
Carmine and Blue 
Medium and Hard degrees 
With or without eraser 


Write us on your letterhead, 


Dept. P, for a free sample. 
State color and degree desired. 


GENERAL 
PENCIL 
COMPANY 





Office Equipment 








Corry-Jamestown Mfg. Corp., 
Corry, Pa. recently introduced a 
new line of modular office parti- 
tions. Using a fiberglass “honey- 
comb” they were able to reduce 
the total partition weight consid- 
erably. Another feature of the 
partition design is the use of a 
post which requires only one style 
at any point in the installation. 
Each post has its own leveling de- 
vice built into the base, so that 
partitions can be adjusted during 
installation to take care of uneven 
flooring and other surface irregu- 
larities. 

Write No. 62 on Inquiry Card—Page 32 
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The J. W. Decker Company, 
Hoopeston, Illinois has designed 
an expense control folder for 
salesmen and other executives. 
These folders come in sets of 
twelve. The folders are printed 
on heavy grade manila tag and 
provide space for the recording 
of 16 different expense items. 
Write No. 63 on Inquiry Card-—Page 32 


A new 24-page catalog describ- 
ing the complete line of products 
of the C. Howard Hunt Pen Com- 
pany, Camden, New Jersey has 
just been released. Described as 
catalog No. 30, it contains actual 
size views of each pencil sharpen- 
er and trade information on the 
complete line of products. 

Write No. 64 on Inquiry Card—Page 32 





dealer 











JERSEY CITY 6, NEW JERSEY 


For More Information Write No. 242 
on Inquiry Card—Page 32 
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The boss just left... ri 





. ++ praising his new Bentson modular desk! 
He gets so much more work done, easier, that 
he’s ordering Bentsons for everybody! I think 
it’s the best office furniture made. Tailored to 
the job and space and so smart looking. Why 
don’t you tell your boss to see a Bentson 


—or write for colorful literature. 


BENTSON MANUFACTURING CO. 
659 Highland Avenue 


¢ Aurora, Illinois 


For More Information Write No. 243 on Inquiry Card—Page 32 
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WITHOUT CARBONS 


NCR PAPER DOES IT!...produces cleaner, clearer copies 


Business forms users everywhere are dis- 
covering that NCR Paper speeds up 
their work. Without using carbon paper 
or even any carbonization, this amazing 
paper makes perfect copies of invoices, 
premium notices, stock requisitions— 
any one of hundreds of applications 
where clean, clear copies are needed. 
Non-smearing NCR Paper, perfected 
by the research laboratories of The Na- 
tional Cash Register Company, elimi- 
nates smudging of copies or fingers and 


ANOTHER PRODUCT OF 


is easy to handle because it requires no 
carbon inserts. Up to five legible copies 
can be made with a standard typewriter, 
ballpoint pen or pencil and eight or more 
with a business machine or electric 
typewriter. 

NCR Paper is simple to use. Just put 
together several forms and insert them 
in a business machine or typewriter. 
Finished copies are always neat and 
clean, easy to read. 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


‘989 OFFICES IN 894 COUNTRIES 


Marcu 17, 1958 


Have your forms printed on NCR Paper 
by your present forms supplier. You'll be 
amazed how easily it solves the problem 
of producing multiple copies. You'll get 
better, cleaner copies in less time! 
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ITS ALWAYS 
READY TO WRITE! 


a 


No more clogged, dry pens! 
If you're tired of trying to sign your mail with.a penful of 
paint-thick ink...or a pen that seems never to have any ink 
at all...then you're ready for an Esterbrook 444. 

The 444 holds six months’ supply of ink...seals it against 
thickening and evaporation! It’s the only desk set that does! 

Every dip of the point gives you 500 words worth of ink 
...writable ink, never thick or gummy! 

And the point? It'll be your kind...custom-made for the 
way you write. There are 32 Esterbrook points to choose from. 

Aren't you about ready for a desk set that’s always ready 


to write? Esterbrook 444 is only $4.50 in Executive Black or 


handsome colors. 
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Magic Meter in spill-proof Feed-Matic* 
base feeds just the right amount of ink Each numbered for sure identification. 
to the pen instantly at a touch of the One is exactly right for you. 60¢ re- 


point. Never clogs. Fingers stay clean. 


places damaged point. *+ RADEMARK 
® 
4 A Desk Set with 
Feed-matic Base 
For More Information Write No. 245 on Inquiry Card—Page 32 
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32 precision points to choose from. . 





Office Equipment 








A new-design portable drafting 
machine, compactive enough to be 
folded jackknife-style to fit in the 
pocket when detached from its 
drawing board has been intro- 
duced by David Miller & Asso- 
ciates, Beverly Hills, California. 
Called “Draftette” the instrument 
is now available attached to a 
portable drawing board that fits 
easily into a briefcase. The unit 
takes the place of a T-square, 
ruler, protractor and _ triangles. 
Constructed of all aluminum, 
anodized jet black with white- 
filled numbers and letters of the 
scale, the unit has a 180-degree 
protractor. 


Write No. 65 on Inquiry Card—Page 32 





A carpet sweeper designed for 
use in executive offices has been 
R. Wagner 
Manufacturing Co., Milwaukee, 
Wisconsin. Called the Fireside, 
the sweeper is finished in polish- 
ed brass with black trim, and is 
designed to complement the decor 
of any room as well as pick up 
debris. The new sweeper is pat- 
terned after the full-size models 
Wagner makes. It works on bare 
floors as well as on carpets and 
rugs, and has moving combs to 
keep the brush clean. 


Write No. 66 on Inquiry Card—Page 32 
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TRADEMARK 


. A NEW SPOKESMAN FOR BUSINESS AMERICA... 
UNRIVALED FOR TYPING SPEED, EASE AND PERFORMANCE 


The REMINGTON STATESMAN .. . beauty 
and functional perfection combined! Here 
at last is a practical proportional spacing 
typewriter that will deliver the personal 
warmth and character of proportionally 
spaced correspondence with the speed and 
ease of a general office typewriter. Its Ex- 
clusive Automatic Backspacer and Posi- 
tion Locator eliminate time-consuming 
chart references and space counting .. . 
its natural speed-slope keyboard, split- 
second escapement mechanism and roller 


bearing carriage action give you high speed 


and quiet in addition to the advantages of 
proportional spacing. 

A variety of vibrant type styles, seven 
different colors and countless other de- 
sign and operational features, make the 
REMINGTON STATESMAN the totally new, 
totally different typewriter of the age. 
Write for bulletin RE8867 describing it. 


Room 1364, 315 Fourth Avenue, New 


York 10, New York. 


Remington Fland 


DIVISION OF SPERRY RAND CORPORATION 





For More Information Write No. 246 on Inquiry Card—Page 32 
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Association News 





“Purchasing Challenges Inflation” 
Theme of Public Utility Meeting 


Frank AND informative talks 
on purchasing’s role in combatting 
inflation featured the 27th Annual 
Mid-Winter Conference of the 
Public Utility Buyers’ Group, Na- 
tional Association’ of Purchasing 
Agents. The meeting was held on 
February 2, 3 and 4 in the Shera- 
ton Hotel, Philadelphia. 

One of the most outspoken 
speakers was J. Donald Hogg, 
manager purchasing department 
of The Cleveland Electric Ilumi- 
nating Company. Mr. Hogg said 
that a comparison of the price 
changes of recent years in capital 
goods and consumer goods, leads 
to the questions, “Are we giving 
sufficient attention to efficient pro- 
duction? Are we losing track ‘of 
service, low cost, and profit—to 
concentrate on profit?” 

Mr. Hogg decried the apparent 
decline in competition in capital 
goods purchased by utilities and 
challenged industry in general to 
face up to the fact that only 
through competition could our 
economy survive. 

“Are we taking the easy way 
out,” he asked. “Does free enter- 
prise seek its own bondage by 
trying to thwart the laws of sup- 
ply and demand?” 


Cutting Costs Through 
Purchasing 


Robert B. Gear, director of pur- 
chases for the Commonwealth 
Edison Company, Chicago, posed 
a number of provocative ideas on 
cost reduction. 

“We're always buying some- 
thing” he declared. “It may be 
warehousing, traffic, or commodi- 
ties. Everyone of these areas 
should be investigated for sav- 
ings. 

“Every buyer owes it to himself 
to obtain reasonable worth in 
what he buys—but improper pres- 
sure is bad in the long run.” 


144 


He listed these cost reduction 
accomplishments of his depart- 
ment: 

Establishment of specifications 
“without frills” in cooperation 
with engineering, so that new, less 
costly materials could be devel- 
oped; 

Adoption of the blanket or open 
order to the extent that the num- 
ber of purchase orders written 
was reduced by one-third; Reg- 
ular comparison of commodity 
prices with previous purchase his- 
tory; 

Buying of optimum quantity at 
lowest price consistent with use, 
and scheduling of deliveries close 
to use time. 

“Have your prices been fairly 
and logically determined by the 
buyer?” he asked. “Raw materials 
are down, why not the finished 
product?” 

He denounced the practice of 
vendors asking for pre-payments 
and said “we buyers have drifted 
into complacent attitudes in not 
resisting price increases.” 

Mr. Gear returned to other 
areas of general materials man- 
agement to exhort his listeners 
to look for every cost reduction 
possibility. He asked them to 





Don Hogg speaking on 
industry’s approach to 
inflationary prices 


J. F. Lincoln, Lincoln 
Electric, describes his 
company’s program 


check clerical expense, and the 
advantages of automatic order 
writing, duplicating equipment, 
microfilming, ete. He said labor 
saving devices such as fork lift 
trucks, pallet trucks, one-man 
cranes, etc. offered great oppor- 
tunities for saving. He called for 
greater use of outside storage 
space, warehouse facilities of sup- 
pliers, and packaging standardiza- 
tion. 

Traffic, according to Mr. Gear, 
should receive close attention 
from the purchasing agent. “Do 
you know traffic rates,” he asked. 
“What about consolidated rates. 
And do you route your ship- 
ments? Do you analyze packaging 
to see where you can reduce 
weight and freight? 

“We must re-examine every 
facet of purchasing activity,” he 
concluded. 

Among the other speakers at 
the conference were Robert E. 
Shillady, president of N.A-P.A.; 
C. F. Ogden, chairman of 
N.A.P.A.’s Business Survey Com- 
mittee; G. W. Howard Ahl, 
executive secretary-treasurer of 
N.A.P.A. and Harold T. Belcher, 
chairman of the Public Utility 
Buyers’ Group. 





Chairman Harold Bel- 
cher opens Utility 
Buyers’ meeting. 7 
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COMPARE 
AIRLINES 


AND YOU’ 


LL SHIP 


UNITED AIR FREIGHT! 


7) 





UNITED 
AIR LINES 
(Cargo-passenger ) 


Maximum speed 365 mph 


Unlimited reservations Yes 
Airports served directly 69 


All-radar fleet Yes 





Coast-to-Coast Coast-to-Coast 
Airline “8B” Airline “C” Airline “D” Airline “E” 
(all-cargo) (Cargo-passenger ) (all-cargo) (Cargo-passenger) 


300 mph 365 mph 331 mph 331 mph 


No No No No 





14 61 11 46 


No. No No No 








BEFORE YOU SHIP, COMPARE UNITED with other major 
You'll find that no airline is faster. None 
You'll that 


only United offers you unlimited reservations — guaran- 


air carriers. 
equals United’s 69-airport coverage. note 
teed space aboard 832 cargo and passenger flights. And 
United is the only coast-to-coast airline with radar on 
every plane for more on-time dependability. 


There are other “extra” advantages in doing busi- 
ness with United. Fast, door-to-door pickup and delivery. 
Interline connections that give you service to more than 
2000 communities on one airbill. Friendly, personalized 
follow-through on your shipments. But the best way to 


compare these extras is to ship United and see. 





For service, information, or free 
Air Freight booklet, call the nearest United Air Lines Representative or write 
Cargo Sales Division, United Air Lines, 36 South Wabash Ave., Chicago 3, Illinois. 


IT COSTS NO MORE FOR EXTRA DEPENDABILITY—ON UNITED, THE RADAR LINE 
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* WAR RE 


longer. 


Only Continental is made of 
KONIK STEEL for greater ten- 
sile strength and increased rust TION. Shows 10 styles, 25 uses, 


resistance. 


A friendly suggestion to RESPECT PRIVACY is the 
first duty of a fence. But it must also be strong to 
resist illegal entry, permanent to minimize main- 
tenance cost, yet attractive in appearance. 

Continental Chain Link 
Fence answers BEST be- 
cause it’s stronger, and at 
less cost, because it lasts 


Address Dept. C-50 
Write for PLANNED PROTEC- 


14 features of Continental Fence. 





CONTINENTAL CHAIN LINK FENCE 


CONTINENTAL STEEL CORPORATION - KOKOMO, INDIANA 








For More Information Write No. 248 on Inquiry Card—Page 32 





46 





Your nearby H&D 
sales office is listed 
in the yellow pages. 
Phone for fast 
corrugated box 
service. 


HINDE & DAUCH 


Be OO LO Le LE Ln LA Le Ly LE Le 4 
For More Information Write No, 249 
on Inquiry Card—Page 32 
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want action? 


Need plastic parts fast? On-time deliveries 
every time? Come to Chicago Molded 
where unbeatable facilities assure you of 
fast, quality production of anything from 
the smallest to the largest parts made—in 
any quantity. You save money, too—our 
expert design staff works for you with the 
skill from 38 years’ experience . . . helps 
you eliminate costly frills. If you want ac- 
tion—call: 


CHICAGO MOLDED 
PRODUCTS CORPORATION 
1025 N. Kolmar Ave., Chicago 51, Ill. 
Phone: Dickens 2-9000 





For More Information Write No. 250 
on Inquiry Card—Page 32 
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Guests Outnumber 
Members at Central Iowa 





They came with guests to hear 
Iowa’s head football coach Forest 
Evashevski. The popular speaker 
drew 60 members and 75 guests. 





Discussing football are, left to right: 
association president Herb Lubke, 
coach Forest Evashevski, and pub- 
lic relations chairman Don Foster. 


The Central Iowa Purchasing 
Agents Association really packed 
‘em in at their first monthly 
meeting of the year. A variety 
program, featuring as guest 
speaker popular University of 
Iowa head football coach Forest 
Evashevski, drew 60 members and 
75 guests. 

Prior to showing a film on their 
company’s operations, two asso- 
ciation members from Rath Pack- 
ing Co. gave short presentations 
for the “Know Your Members 
Better” part of the evening’s pro- 
gram. 

The meeting’s five-minute talks 
on “Know Your Company” were 
given by: W. L. Howlett, Fire- 
stone Tire & Rubber Co.; and 

(Please turn to page 148) 
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E. F. Bauman, Director of Purchases, Federal-Mogul Div., Federal-Mogul- 
Bower Bearings, Inc., Detroit, Michigan, says, “Due to the compactness and 
completeness of Conover-Mast Purchasing Directory, it is the most used.” 


How to Cut Your. 


Source-Finding Time in Half 


CONOVER-MAST PURCHASING DIRECTORY is de- 
signed especially for you. It is the handiest buying 
directory available for industrial purchasing men 
—like you. Compact, conveniently arranged— 
complete-in-one-volume — can be kept right on 
your desk. Just read the following advantages: 


@ A one-volume directory that is wholly industrial 
—no non-industrial listings to slow you up in get- 


ting what you want. 

e A directory that has 100° verified listings. 

e A directory that uses employment as a size indi- 
cator for each listed company—a most accurate 


measure. 


e A directory that has a modern typographical lay- 
out with coated paper stock. 








So, now ... if you want to find 1p 
suppliers twice as fast, CMPD 
can do that for you. Use Con- 


OVER-MAST PURCHASING DIREC- 
TORY in place of the more cumbersome directories. 


.Others who have done so now praise the complete- 


ness of CMPD and its time-saving features. Try 
it for one month on all your industrial purchases. 


Conover-Mast 
PURCHASING DIRECTORY 


205 EAST 42nd ST., NEW YORK 17, N.Y. 


BRANCH OFFICES 
CHICAGO + CLEVELAND «+ DETROIT + LOS ANGELES 





(ADVERTISEMENT) 
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GENERAL ELECTRIC 
TURNS WATER COOLER 
INTO “BUSINESS MACHINE” 


...cuts cost of coffee break 





Model shown JCH 1 


New General Electric Hot and Cold Water Coolers 


PIPING HOT WATER ALWAYS ON TAP —for coffee, tea, chocolate, soups 
and other instant beverages. 


REFRESHING COOL WATER ALWAYS ON TAP—fully insulated, sanitary 
cooling unit provides ample supply of cool drinking water. 

ROOMY REFRIGERATED COMPARTMENT stores bottled beverages, fruits, 
lunches, milk, cream—serves 48 ice cubes. 


This on-the-job refreshment center saves coffee break time worth real 
money. Actual records spotlight the economy and efficiency it brings 
plants and offices, with savings in some instances running to thousands 
of dollars a year. And employees like its convenience—also like getting 
their refreshment at lower cost. 


A model for every need—pressure type, hot and cold—standard pres- 
sure and bottle types—new economy-size Junior Cooler. All backed by 
General Electric’s 5-year Protection Plan. Call your local General 
Electric Water Cooler Dealer. General Electric Co., Commercial and 
Industrial Air Conditioning Dept., Bloomfield, N. J. 


Progress /s Our Most /mportant Product 


GENERAL @@) ELECTRIC 


In Canada, Canadian General Electric Co., Ltd., Montreal 
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(Continued from page 146) 


Glen Henderson, John Deere ‘Ot- 
tumwa Works. 

Mr. C. D. Francisco, midwest 
editor of PurRCHASING magazine, 
was the guest speaker at a later 
meeting of the association. He 
spoke on the basic philosophies of 
value analysis. : 


Cleveland Ass’n Listens to 
Steel Co. President 


The Purchasing Agents Associ- 
ation of Cleveland held their first 
meeting of the New Year in the 
Rainbow Room of the Hotel 
Carter. The meeting was a joint 
one between the Association and 
the Sales Executives Club of 
Cleveland. 

Mr. Allison R. Maxwell, Jr., 
President of the Pittsburgh Steel 
Company, was the after dinner 
speaker. He is perhaps the young- 
est president in the stecl business 
today. He rose from the Metal- 
lurgical department to the Sales 
department and then became 
president and chief executive of- 
ficer of his company. 

Mr. Maxwell gave a stirring 
message—“What the Purchasing 
Agent Expects From the Sales- 
man.” His talk provided high- 
lights on the sales side of business 
and gave the member some tasty 
food for thought, which was rap- 
idly taken in by the already full 
members. 

The forum meeting presented 
the subject of “How to Face Up 
to Price Increases.” The mod- 
erator and panel were introduced 
by Jack F. Spaulding and. W. 
Donald Thompson, Co-Chairmen 
of the Forum Sub-Committee. 

The moderator, A. O. Anderson 
of the Aluminum Co. cf America 
and his panel, L. Jack Miller of 
Lamson & Sessions and Wilt 
Clark of the Sales Executive Club 
gave helpful suggestions on how 
to handle price increases. Discus- 
sion of the controversial subject 
produced one of the more out- 
standing, of the always excellent 
forum meetings held by the 
Cleveland Association. 
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A=No. 225P....... 350 WSP 550F, 1000 WOG 


B—No. 260P....... 300 WSP 550F, 600 WOG 
C—Noe. 245P........ 200 WSP 550F, 400 WOG 
D—WNe. 237P.......... 150 WSP 500F, 300 WOG 
E — “500 Brinell’’ Stainless Steel Plug Type Seat and Disc 


Walworth offers four lines of Bronze Globe Valves 
with stainless steel, plug-type seats and discs. Ad- 
vantages of these valves include: 


® Stainless Steel Plug-Type Seats and Dises, heat-treated 
to a minimum of 500 Brinell hardness reduces wire- 
drawing to a minimum. Seats and Discs are machined 
and fitted simultaneously, assuring perfect mating. 
® Deep Stuffing Boxes with Glands are fitted with rein- 
forced, molded packing. Valves can be repacked under 
pressure when fully opened. 





For Longer Bronze Valve Life... 


“500 BRINELL” PLUG-TYPE 
STAINLESS STEEL 
SEATS AND DISCS 


150 Ib. 200 Ib. 300 Ib. 350 Ib. 


* Oversize Stems, made of high tensile strength silicon- 
bronze, assure long life. 


* Rugged Body Hexes, are flat on top; do not inter- 
fere with wrench gripping body-to-bonnet union ring 
connection. 


* Bodies, made of Composition M bronze (ASTM 
B61), have ample wall thickness to provide high 
safety factor. 


* Patented Handwheels are air-cooled and designed 
with a “finger-fit grip.’”” Makes turning easy even 
when wearing greasy gloves. 

* Identification Plates secured by lock-washer under 


stem nut, show Figure Number of valves and make 
re-ordering sure and easy. 


FOR COMPLETE INFORMATION, SEE YOUR WALWORTH DISTRIBUTOR OR WRITE FOR ILLUSTRATED CIRCULAR 











WALWORTH 


60 East 42nd Street, New York 17, New York 
SUBSIDIARIES: Qi] auoy stee. prooucts co. Consuls CONOFLOW CORPORATION 


SOUTHWEST FABRICATING & WELDING CO., INC. 








M&H VALVE & FITTINGS CO. 
WALWORTH COMPANY OF CANADA, LTD. 





sd ; For More Information Write No. 252 on Inquiry Card—Page 32 
Marcu 17, 1958 149 











HOW RIVERSIDE-ALLOY HELPS YOU 
PICK THE RIGHT STAINLESS 





VAST VARIETY — Knowing your 
problem, Riverside-Alloy cansupply 
a stainless steel particularly suited 
to your needs...in wire, rod, or 
strip form. Or, lacking a stock steel, 
Riverside-Alloy will work with your 
engineers to develop new varieties. 


SPECIAL STEELS~— Riverside-Alloy 
can supply special stainless steels, 
too—fully soft or spring temper... 
magnetic or non-magnetic... for 
springs or staples, woven baskets 
or egg beaters, in just the size and 
finish you need. 


FREE CONSULTATION — Let a 
Riverside-Alloy representative dis- 
cuss your problems with you. Since 





1919, these steel specialists have 
been available for consultation and 
advice, without obligation. For the 
name of your nearest Riverside- 
Alloy representative, write, wire or 
call collect. Alloy Metal Wire Works, 
Riverside-Alloy Metal Division, H. K. 
Porter Company, Riverside, N.J. 


FOR FREE CATALOG, 
‘Design Handbook 
of Stainiess Steel’’, 
write on your 
letterhead to the 
address above. 





H.K. PORTER COMPANY, INC. 


RIVERSIDE-ALLOY METAL DIVISION 
For More Information Write No. 253 on Inquiry Card—Page 32 
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New York Ass’n Giving 
Communication Course 


Gailon C. Fordyce, chairman of 
the educational committee of the 
Purchasing Agents Association of 
New York announced that a 
course in “Communications for 
Purchasing” had been set up for 
the Association members. 

The course is being conducted 
in a series of eight sessions. At 
each session the instructors out- 
line the most effective methods 
of communication and demon- 
strate their application. Major 
emphasis is given to actual prac- 
tice by each class member. 

John W. Bion, sub-committee 
chairman, has this to say about 
the subject ef communications: 
“A purchasing agent’s future and 
the future of his department de- 
pends to a great extent on how 
well he and the members of his 
organization can obtain informa- 
tion and communicate ideas. The 
degree of success of a purchasing 
agent can be increased consider- 
ably by improving his skills in 
communications. This skill in 
communications applies to rela- 
tionships with suppliers, other 
departments in your company, 
and the people in your own pur- 
chasing department.” 


Kalamazoo P.A.’s 
Get °58 Forecast 


The Kalamazoo Valley Associa- 
tion of Purchasing Agents held 
their regular monthly meeting at 
the Harris Hotel recently. Howard 
Dean, president of the associa- 
tion, introduced the after-dinner 
speaker, Edward M. Rickard, vice 
president and sales manager of 
the Detroit National Bank. Mr. 
Rickard spoke on “Forecasting 
for 1958.” The sixty members and 
guests present gave rapt atten- 
tion to his talk. 

H. P. Stratton gave a quarterly 
business survey. Compared to 
business conditions at the be- 
gining of last year, inventories 
are lower, employment is down, 
production is lower and order 
backlog is smaller, concluded Mr. 
Stratton. 
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That's why more and more aircraft, rocket and missile manufacturers are specifying BISHOP TUBING 
hates for engine parts and assemblies to withstand the corrosion, high temperatures, resistance to oxidation, 
vibration, stress and shock required by today's high speed aircraft. 


Bishop Stainless Steel and Nickel Alloy Aircraft Grade Tubing excels in performance and endurance, 
A and when required meets the rigid ASM, ASTM, MIL-T and AN-WW.T specifications. 


L- 


You, too, can specify BISHOP TUBING on your next order. 


Manufacturers of: Seamless and Welded and Drawn Stainless Steel Tubing (.008” to 1” OD), 

Mechanical, Capillary, Hypodermic and Aircraft Grade, Nickel and Nickel Alloy Tubing (up to 
.625” OD), Tubular Fabricated Parts, Glass-to-Metal Sealing Alloys, Clad Metals and Composite 
} Wires, Platinum Group Metals and Chemicals. Catalogs on Request 


sie. STAINLESS STEEL PRODUCTS DIVISION 


7 Y 
4 i K | S H 0 p % C 0 Platinum Works 
Ny ‘7 . a 


S Malvern, Pennsylvania Tel.: Malvern 3100 


Photograph of F-102A interceptor Courtesy CONVAIR, 
© division of Genero! Dynomics Corp., San Diego, California. 


ais. od ans : Bam -. 
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GET THIS 
FREE BOOK 


Here's a 


HANDBOOK 
that gives 
facts 

and tells . 


THE IMPORTANT THINGS 
YOU NEED TO KNOW 


ABOUT 


TARNELL 


RB CASTERS AND WHEELS ~d@ 





RUBBER TREADS .. . a wide choice of 
treads suited to all types of floors, includ- 
ing Darnelloprene oil, water and chemical- 
resistant treads, make Darnell Casters and 
Wheels highly adapted to rough usage. 


RUST-PROOFED by zinc plating, 
Darnell Casters give longer, tare-free life 
wherever water, steam and corroding chem- 
icals are freely used. 


LUBRICATION . . . all swivel and wheel 
bearings are factory packed with a high 
quality grease that "stands up" under at- 
tack by heat and water. Quick grease-gun 
lubrication provides easy maintenance 


STRING GUARDS . . . Even though string 
and ravelings may wind around the hub, 
these string guords insure easy rolling at 
all times, 











Look in the 
YELLOW PAGES 


under 


DARNELL oer wa ATION 


DOW? 


60 WALK 
36 NORTH 
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Association News 





Washington P.A.’s Listen 
to Sales Panel 


A panel discussion on “Human 
Relations in Purchasing” proved 
educational and enjoyable to the 
members of the Purchasing 
Agents Association of Washing- 
ton, D.C. The panel of five prom- 
inent sales representatives was 
allotted five minutes each to voice 
his opinion of purchasing agents. 
This was followed by an open dis- 
cussion. 

The panelists were: N. S. Mar- 
shall, executive vice president and 
sales manager, Ginn’s-Stockett- 
Fiske; Robert Cipolla, sales rep- 
resentative, General Fireproofing 
Co.; R. M. Winfield, district rep- 
resentative, Fenestra, Inc.; Joseph 
Jones, district sales manager, 
Robertshaw-Fulton Control Co.; 
Chet McCall, sales training con- 
sultant & instructor, Dale Car- 
negie. 

The discussion ‘brought about a 
lot of constructive criticism which 
properly evaluated will prove to 
be beneficial to all concerned. Mr, 
Larson, chairman of the meeting 
and a member of the education 
committee, is to be congratulated 
for the job he and his panel did. 


College President Speaks 
to Alabama P.A.’s 


“Crescent In Crisis” was the 
subject of a talk given to the 
Purchasing Agents Association of 
Alabama at a recent dinner meet- 
ing. The guest speaker, Dr. Henry 
King Stanford, is the president of 
Birmingham Southern College. 

As the new president of the 
college, Dr. Stanford had brought 
to the institution not only youth- 
ful vigor but also valuable back- 
ground as a university adminis- 
trator, college president and di- 
rector of a foreign aid mission. A 
forceful speaker, Dr. Stanford’s 
talk was highly stimulating. 

At a later meeting, G. Brant 
Shelburne, assistant district sales 
manager of the Birmingham Of- 
fice of Republic Steel Corpora- 
tion, spoke on the subject “Fore- 
cast for 1958”. Mr. Shelburne has 
been with Republic Steel since 
1932. 


























Among Pawtucket’s 
many specialty 
products are these 
lower-cost eye bolts 
or “swing” bolts. 
Pawtucket’s exclu- 
sive production 
method keeps cost 
low, dimensional ac- 
curacy unusually high 
and strength above 
standard. 

Pawtucket eye bolts 
are made in standard 
sizes Ys" and larger, 
or to your specifica- 
tions. In any size, you 
can depend on uniform 
Class 3 fit, if required. 


All standard steels, 
stainless steels and 
non-ferrous metals, including 
Titanium 


J 


. 
Tn, | 


\ i 


{ 
He 


a | 


BETTER BOLTS SINCE 1882 


PAWTUCKET 


MANUFACTURING COMPANY 
327 Pine St. + Pawtucket, R. I. 
k a a TO SOLVE YOUR BOLT PROBLEMS 


“The Bolt Man” 
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Tough, rugged—yet ductile steels, be . 
developed and held to exacting specification, ~ AAA : ana, a) 
coil after coil—that’s why chainmakers Oe ve prawn Bes 
who once try Sharon Chain Steels 


become regular buyers. aa ++ me 4005 emmn es 

If you are in the business of making Pe 
chain, why not talk to Sharon metallurgists OTe 
and take advantage of the first-hand _ oo 
knowledge of chain steels that comes from +) e506 seme 9 « 
years of developing special alloys for the ' , im fF 


chain industry. 1) 006 meme 9 
a a 
0 Gm) 66) comme ye 


@, 





SHARON STEEL CORP. == 
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NEW 


CENTER 


HYGRADE spico reoucers 


1 
V/s To & HORSEPOWER INPUT 


Dlus Features for 


ay 7c Qerice '5 


® Strong, tough cast iron housings 
insure exact and permanent gear 
alignment, rigid bearing support. 


Wide-faced worm gear, made of 
virgin alloy bronze, on a forged 
steel gear shaft. 


Alloy steel worm and shaft... 
rer-lae) )apa-te Mil lael-Jil-leMe-Uilemelael late ms 


Extra capacity ball radial and 
thrust bearings on worm shaft; 
tapered roller bearings on worm 
gear shaft. 


>» Improved neaqprene spring 
backed lip seals on shafts. 


Now—Foote Bros. offers the longer 
service life, greater capacity-for- 
size, more compact design and 
extra quality of famous Hygrade 
Reducers in 96 new combinations. 

Advanced worm gear design and Foote 
Bros. precision production techniques 
make these new Hygrade Reducers the 
most efticient and economical power 
packages you can buy. And they're 
easier to select and buy, because Foote 
Bros. Distributors and Branch Ware- 
houses carry them in stock ready for 
immediate delivery. 


IM STOCK x ow 





FOOTE BROS. 
GEAR AND MACHINE 
CORPORATION 









FODIE: BROS. 





4577 South Western Bivd. 
Chicago 9Q, Ill. 


Beller Power Thansmission Through Beller Geass 
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Association News 





Denver P.A.’s Have 
*““Buzz Session”’ 


The Purchasing Agents Associa- 
tion of Denver discussed various 
purchasing problems at a “buzz 
session,” part of a recent meeting 
held in the Onyx Room of the 
Brown Palace. 

Among the profitable areas of 
discussion were: (1) the respon- 
sibility for the purchasing depart- 
ment in helping to determine the 
quantity to buy and the time to 
buy (2) large vs. small firms as 
sources, (3) desirability of diver- 
sified sources, (4) should buyers 
be specialized or diversified (5) 
degree of centralization in buying 
for widely separated branch 
plants, (6) determination of quan- 
tity to buy, (7) follow-up systems 
for small plants, (8) relation of 
traffic to purchasing, and (9) best 
methods of inspection, quality con- 
trol. Robert Grabert, vice presi- 
dent of the association, introduced 
the subjects for discussion. 

Prior to the discussion, Ken 
Huston, of the standardization 
committee called attention to the 
prize-winning paper submitted by 
Carl Roberts of Great Western 
Sugar, which was the standard- 
ization committee’s bulletin of the 
month. 

President Waters asked that 
suggestions arising in connection 
with the winter party, held the 
previous month, be sent to the 
director for future plans. 


Hanaway Appointed 
National ‘Committee 
Chairman 


President Robert E. Shillady 
National Association of Purchas- 
ing Agents, announced the ap- 
pointment of F. V. Hanaway, 
Talon, Inc., Meadville, Pa., to the 
chairmanship of the national com- 
mittee on textiles. 

Mr. Hanaway succeeds A. Alex- 
ander Robey, Ames Textile Corp., 
Boston, Mass., who has served as 
chairman for many years. The 
appointment of Mr. Hanaway as- 
sures a continuity of the fine tex- 
tile reporting developed by Mr. 
Robey and the committee. 


PURCHASING 
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GM STEEL TUBING WITH ZINC I.D. 

IS FIRST TO COMBINE HIGH CORROSION 
RESISTANCE WITH THE STRENGTH 

AND ECONOMY OF STEEL! 








S 


A new and unique product enters the tubing field ... GM Steel 
Tubing with Zine I.D.! Now steel tubing can be used in applica- 


tions which have been restricted to more expensive material. 


For the first time steel tubing has been given superior corrosion 





resistance in any length up to bulk coils of 1000’ or more by an 
inexpensive process that preserves the outstanding economy of 
steel and permits the use of steel’s preferred qualities of strength 


and ductility in critical applications. 


Zine 1.D. has a corrosion resistant metallic coating which is 


non-porous, uniform in thickness and sufficiently ductile for 





manufacturing operations. The coating does not yield a volume 
build-up of corrosion deposits. Furthermore, the tubing is com- 


pletely annealed and the coating entirely intact when delivered. 


This exclusive new product offers substantial savings and opens 





. new possibilities with steel tubing in a host of industries. Write 


‘ATION for additional information, or call your GM Steel Tubing Sales 
f Engineer. Learn how GM Steel Tubing with Zine I.D. can make 


— immediate savings in your operation. 


. OCHESTER 
ere . 


ROCHESTER PRODUCTS DIVISION OF GENERAL MOTORS, ROCHESTER, N. Y. 
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Purchasing People In The News 





Ward L. Heath has been named 
purchasing agent for the Detroit 
division, 
Corporation, 


plant of Kelvinator 
American Motors 


Roger S. Kingsland has been 
elected vice president in charge 
of purchasing for Radio Frequen- 
cy Laboratories, Inc., Boonton, 





Ward L. Heath 


Detroit, Michigan. An associate of 
the firm for 20 years, Mr. Heath 
succeeds Earl Ramsey, who has 
been promoted to the staff of the 
vice-president and general man- 
ager of the company. 


William W. Lauer has been ap- 
pointed director of purchases for 
Read Standard Division, Capitol 
Products, York, Pennsylvania. 





Ma. 


William W. Lauer 


Prior to joining the company, Mr. 
Lauer was with the Industrial Di- 
vision of the Borg-Warner Corp., 
York. He progressed from a drafts- 
man in 1936 to purchasing agent, 
a position he has held for the past 
five years. C. W. Noss continues 
with his present duties as pur- 
chasing agent for the division. 


156 


Roger S. Kingsland 


New Jersey. Mr. Kingsland has 
had 25 years experience in elec- 
tronic procurement. He has been 
associated with the company since 
1945 and prior to that was with 
Aircraft Radio Corporation for 13 
years. . 


Sunshine Biscuits, Long Island 
City, New York, has announced 
the appointment of Howard L. 





Howard L. Parr 


Parr as assistant director of pur- 
chasing. Mr. Parr joined the pur- 
chasing department of the com- 
pany after service in the Army. 
He became assistant to the head 
of that department in 1946. Since 
1947 he has been assisting the 
director of the company’s general 
purchasing department, 


Iris H. Smith has -been ap- 
pointed district purchasing agent 
for the Bound Brook district oi 
Chipman Chemical Company, 
Bound Brook, New Jersey. Mrs. 
Smith will purchase all items re- 
quired for the local plant and 
office. George T. Moare, Jr., as 
general purchasing agent, will in 
general be concerned with buying 
products that are required in 
more than one district or are pur- 
chased in one district for delivery 
to another. 


The appointment of Albert J. 
Bruner as director of purchasing 
has been announced by American 
Metal Specialties Corporation, 
Hatboro, Pennsylvania. Mr. 
Bruner, who joined the company 
seven years ago as assistant pur- 
chasing agent, has served as ma- 
terial coordinator and purchasing 
agent. He will be assisted by Carl 
Meremback who has assumed the 
duties of purchasing agent. 


A. E. Wickman has been named 
manager of purchasing for the 
Mechanical Division of General 
Mills, Inc., Minneapolis. He was 
formerly manager of contract ad- 
ministration. Victor Benson, a 
contract administrator, has been 
promoted to Mr. Wickman’s for- 
mer position. A 12-year company 
employee, Mr. Wickman had been 
manager of contract administra- 
tion since 1952. 


Thomas W. McNeill has been 
made director of procurement of 
American Radiator & Standard 
Sanitary Corporation, New York 
City. In this position Mr. McNeill 
will develop purchasing policies 
for raw materials and supplies of 
major importance and negotiate 
corporate purchasing agreements 
on specified items. He has been 
connected with the company since 
1923, and has served in several 
capacities in the purchasing field 
during his career. Prior to his 
present appointment Mr. McNeill 
was in charge of the corporation’s 
Air Conditioning Division. 


PURCHASING 




















when you have 
a traffic problem... 








“. CALL Your § -MAN 





he has the experience, 
the resources, 

to see your shipments . 
through on schedule 






‘ He is the Transamerican freight specialist whose 
\ extensive knowledge of shipping operations is backed by the 
equipment and the facilities to get your shipments through on 

time. In an emergency or in a routine shipping operation, 

for delivery that will please you and the consignee, call 

for a T-man at your nearest Transamerican terminal. 
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THE BIG WHEEL IN TRANSPORTATION 





Transamerican 


i er Om, ma. mem - 


Freight Lines, Inc. 


VITAL LINK IN AMERICA'S SUPPLY LINE 





GENERAL OFFICES: DETROIT 9, MICHIGAN © VI 1-9400 © ROBERT B. GOTFREDSON, PRESIDENT 
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WHEN IT'S 


vUPPER 


YOU WANT 


OR BRASS PRODUCTS 





CONVENIENT 





CLEVELAND (3) 5318 St. Clair Avenue 
CINCINNATI (37) 1045 Meta Drive 
CHICAGO (18) 3900 N. Elston Avenue 
ST. LOUIS (1) Central Terminal Building 
PHILADELPHIA (30) 1632 Fairmount Ave. 


NEW YORK LONG ISLAND City (6) 
34-39 Thirty-first Street 


Cc. G. HUSSEY & COMPANY 
(Division of Copper Range Co.) 1MADE.IN USA 
ROLLING MILLS and GENERAL OFFICES _o/tmnon musin 
PITTSBURGH 19, PA. 


WAREHOUSES: 
PITTSBURGH (19) 2850 Second Ave. 
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Purchasing People 





Tracy Baxter, purchasing agent ~ 


for Niagara Chemical Division of 
Food Machinery and Chemical 
Corporation, Middleport, New 





Tracy Baxter 


York, has assumed all duties and 
complete responsibility for all 
matters of business in the pur- 
chasing department. He succeeds 
C. A. McDorald who has retired 
after an association of 40 years 
with the company. Mr. Baxter 
joined the company in 1953 as as- 
sistant purchasing agent. 


Fred R. Roesch has been ap- 
pointed director of purchases of 
the Harry W. Taylor Company, 
Detroit, Michigan. Mr. Roesch has 





Fred R. — 


been with the company for 11 
years as sales representative and 
manager of industrial sales in the 
Detroit area. He has been asso- 
ciated with the industry for 33 
years, having wide experience in 
both purchasing and management. 


PURCHASING 











Clyde C. Carter has been pro 
moted to material parts purchaser 
in the Automotive division of 
Arvin Industries, Inc., Columbus, 
Indiana. Mr. Carter formerly has 
been a buyer in the supply de- 
partment. 


Benjamin Electric Manufactur- 
ing Company, Des Plaines, IIli- 
nois, has named Ernest R. Blom- 
quist purchasing agent. Prior to 





Ernest R. Blomquist 


his new appointment, Mr. Blom- 
quist has been purchasing direc- 
tor for Hupp Aviation Company 
for the past three years. Mr 
Blomquist is an active member 
of the Purchasing Agents Associa- 
tion of Chicago. 








/ 


tT 
hard hitting! 


Next time you order plastic parts, get the 
hard-hitting service you need—call in 
Chicago Molded! For our large staff of 
engineers and designers have our 3g years 
of experience to draw on. . 


. unequalled 
production facilities that make possible 
uniform top quality, and assured, on-time 
deliveries. So for your next plastics mold- 
ing job—get the service you need . . . the 
service you deserve. Call: 


CHICAGO MOLDED 
PRODUCTS CORPORATION 
1025 N. Kolmar Ave., Chicago 51, Il. 
( = Dickens 2-9000 
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machine feeds 


and tightens nuts to prescribed torque 


at the rate of 





Here is the working head of the machine capable of 


feeding and tightening 2240 connecting rod nuts 
per hour! 


The heart of this machine is the Ingersoll-Rand air- 
powered nut runner with fool-proof Ingersoll-Rand 
_“‘run-to-stall”’ torque control. 


Ingersoll-Rand has pioneered in the field of assembly 
machines for running nuts and screws. There is 
almost no limit to the bolt or screw pattern for which 
a machine can be developed. Savings in time and 
costs result in unusually fast pay-out. 


If your assembly involves repetitive fastening with 
bolts, nuts, or screws, it will pay you to consult your 
Ingersoll-Rand AlRengineer. Chances are he can 
make recommendations that will materially cut your 
costs. Ingersoll-Rand, 11 Broadway, New York 4, N.Y. 


$757 


: _— ted « i 
l ai j M Tools plus AlRengineering 


increase output per man 
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TELESCOPE AND SINGLE BODY 
CLEVELAND CONTAINERS! 


Cut costs... save time . . . by taking advantage of our tooling 
for more than 100 diameter sizes. This variety of sizes will provide 
a container for almost any spare parts item you want to package. 


These basic fibre containers meet all present day military and civilian 
specifications. 


This diversified packaging service . 
. ensure PROMPT DELIVERIES . . 


. the convenience of our plants 
. with added savings to you. 


SPECIFICATIONS 


TELESCOPIC TYPE 


Made to conform to both grades of 
MIL-C-3955, Type II, or MIL-C-2439 
and other specifications. Produced 
in diameters from 7%’ and in lengths 
desired. This container is easily 
sealed by use of tape to specifica- 
tion JAN-B-127. 


SINGLE BODY TYPE 


Made to conform to MIL-C-3955, 
Type | and other specifications. 
Diameters from 1” and in lengths 
as required. One metal end seamed 
on, the other end shipped loose. 
A machine for attaching the loose 
end is available on a rental basis. 


Call or write for further information. 


Why pay more? For quality products . . 


. call CLEVELAND! 


PLANTS SALES OFFICES: 
AND 
SALES OFFICES: WASHINGTON, 
Y. 


CLEVELAND 
DETROIT 
CHICAGO 


COMPANY @ vast 5 HARTFORD, 


mempuis 6201 BARBERTON AVE., CLEVELAND 2, OHIO 


LOS ANGELES 


PLYMOUTH, WIS. « ALL-FIBRE CANS e COMBINATION METAL 
JAMESBURG, N. J. AND PAPER CANS « SPIRALLY WOUND 
OGDENSBURG, N.Y. TUBES AND CORES FOR ALL PURPOSES 


aennene CLEVELAND CONTAINER CANADA, LTD. 


DIVISION Plants & Sales Offices: 
CLEVELAND TORONTO AND PRESCOTT, ONT. 


Sales Office: 
MONTREAL 
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Purchasing People 





Ivan J. Klingaman, director of 
the purchasing division of Eli 
Lilly and Company, Indianapolis, 
Indiana, has been named to a 
newly created position as execu- 





Ivan J. Klingaman 


tive director of purchasing. He 
joined the firm in 1945 as mana- 
ger of the gland and animal prod- 
ucts purchasing department. Mr. 
Klingaman established a procure- 
ment system of receiving stations 
in 29 cities which assured a con- 
tinuing supply of raw materials 
for important pharmaceutical 
products. In 1952 he became as- 
sistant director of the purchasing 
division. He is a member of the 
N.A.P.A. 


The Alloy Tube Division of the 
Carpenter Steel Company, Union, 
New Jersey has appointed Vin- 
cent T. Nolan purchasing agent. 





Vincent T. Nolan 


A veteran of 15 years service with 
the company, Mr. Nolan previ- 
ously had been associated with 
Air Reduction Corporation in 
Jersey City. 


PURCHASING 








Now... another dramatic advance in electrodes 


from AIR REDUCTION... | 


ttlliinesi tigen cites a ee es ee 
elite Tee te Sia a oe oy ae), Si ih, ein ec ee eae 





Over 90% Bonus ! 


This is the extra weld per 
rod you get with the new 
Airco Easyarc Stainiess 
steel electrode 


ee 


ee eS cose "S 


This is what you get with 
the conventional electrode 


A NEW LOW-COST ELECTRODE 
FOR STAINLESS STEEL 


New Airco Easyarc stainless steel electrodes produce over 
90% more weld per rod...actually cost 29% less per pound 
than conventional stainless steel electrodes! 








The new Airco Easyarc stainless steel electrodes equivalent to the type of stainless they weld. 
are the first powdered-metal electrodes for stain- Restriking is instantaneous. Available in sizes from 
less steel ever offered! They make possible tremen- 3/32” to 3/16”. 
dous savings, opening up possibilities for stainless Order the new Easyarc stainless steel electrodes 
use in many new applications. from your nearest Authorized Airco Dealer. Look 
You can weld practically any type of stainless for his name in the classified section of the tele- 
steel with the new series. They are available as phone book under “Welding equipment and sup- 
Easyarc 308, 316, or 347, the designations being plies.” Or call your nearest Airco office. 


= 
Te SEE IT 
wing , ASS AT THE @ 
AT THE FRONTIERS OF PROGRESS YOU'LL FIND... 


On the west coast — 
Air Reduction Pacific Company 


Air REDUCTION SALES COMPANY Internationally — 








Airco Company International 
In Cuba — 
A division of Air Reduction Company, Incorporated Cuban Air Products Corporation 
£ 150 East 42nd Street, New York 17, N. Y. In Canada — 
Offices and dealers in Air Reduction Canada Limited 
most principal cities 
f Air & ' mpo ; ted je. AIRCO justrial gase elding and ng equipment, and acetyler ; * PURECO 


x * OHIO ned i hospital equipment * NATIONAL CARBIDE — pips é nd colcium 
* COLTON r he ‘ 


For More Information Write No. 265 on Inquiry Card—Page 32 
Marcu 17, 1958 161 








Production costs too high? 


BOSSERT metar stampines 


offer many ways to reduce costs! 
\ 


























Whether your product is in the planning stage or in 
production, you can often reduce costs by using 
metal stampings for parts or complete assemblies. 
Complex forms can usually be produced with fewer 
operations, with holes punched to exact dimensional 
accuracy, eliminating separate drilling, machining 
and assembling. 

Several parts can be combined in a single stamping, 
and you can take advantage of the weight-saving 
features of lighter metals and alloys without sacrific- 
ing strength or durability. Your present production 
costs can be reduced, too, with Bossert’s superior’ 
quality and dependable service. 


Design Engineering Service 


Bossert’s re-design service can help you develop 
stampings for parts and assemblies that are now 
being cast or forged or machined, usually with 
substantial savings in cost. Send us blue prints or 
samples for our recommendations. 


Write for literature 
Find out how our facilities can be 
helpful to you. 
© 1958 Rockwell Spring and Axle Co 


aaa, © 


SWA, 


ROCKWELL SPRING AND AXLE COMPANY 


BOSSERT omision 


1008 OSWEGO STREET UTICA, NEW YORK 
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AGE: FENCE 


America's First Wire Fence—since 1883 





LASTS LONGER—COSTS NO MORE 


Aluminiged! 


e Here’s important, money- 
saving news for you. By a 
patented process Page is 
producing a great new wire 
which provides better, long- 
er-lasting fence protection 
at a substantial long-range saving. Commercially pure alumi- 
num is bonded to fence fabric wire and thus combines the 
strength of steel with the corrosion resistance of aluminum. 
ASTM salt spray tests show that for equal thickness of coat- 
ing, the new aluminized wire outlasts galvanized wire by more 
than 2 to 1, yet with all the advantages of this new fence fab- 
ric it costs no more to buy and install a Page Chain Link 
Fence with acco Aluminized Fabric. In terms of years of 
unfailing service your investment can be halved or more. And 
to be sure of expert, reliable workmanship your fence will be 
engineered and erected by a nearby, long-experienced mem- 
ber of Page Fence Association. For helpful Page data... 





Write to PAGE FENCE ASSOCIATION, Dept. PG, Monessen, Pa., 
Atlanta, Bridgeport, Chicago, Denver, Detroit, Houston, Los Angeles, NewYork, 
Philadelphia or San Francisco. 





PRODUCT OF PAGE STEEL & WIRE DIVISION OF AMERICAN CHAIN & CABLE COMPANY, INC. 
For More Information Write No. 267 on Inquiry Card—Page 32 
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Purchasing People. 





Leo A. O’Hearn has been ap- 
pointed director of purchases and 
traffic at Callery Chemical Com- 
pany, Pittsburgh, Pennsylvania. 





Leo A. O’Hearn 


Mr. O’Hearn previously had been 
a technical buyer for the Atomic 
Power’ Division of Westinghouse 
Electric Corporation, a buyer for 
Oscar Mayer and Company, and 
a buyer of chemicals for B. F. 
Goodrich Company. He is a mem- 
ber of the American Institute of 
Chemical Engineers. 


Aloysius Gartland has _ been 
promoted from assistant manager 
to manager of the purchasing de- 
partment of Moore-McCormack 
Lines, Inc., New York City. 
William Bachmann has been ad- 
vanced to assistant manager. Mr. 
Gartland joined the company in 
1933 and was transferred to the 
New York purchasing department 
in 1938. He was reassigned to 
Portland, Oregon in 1943 and 
while there helped to handle the 
gigantic purchase orders involved 
through Lend-Lease, in equipping 
the Russian fleet. He was trans- 
ferred to San Francisco in 1946 
and a year later was recalled to 
New York as assistant manager 
of the purchasing department. 
Mr. Gartland served in that ca- 
pacity until his promotion to 
manager. 

CORRECTION 

In the February 3 issue the lo- 
cation of C. A. Norgen Company 
was incorrectly reported. The 
company is situated in Engle- 
wood, Colorado. 
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For your 
REFRIGERATION, AIR CONDITIONING 
and HEATING UNIT NEEDS... 


Specify Quality-Controlled 
PHELPS DODGE COPPER TUBE! 


All tempers and sizes for use in original equipment. 

Straight length tube tempered to meet your bending and expanding specifications. 
Quality-controlled throughout manufacture to assure finest tube properties. 
Tubes degreased and capped, or dehydrated and sealed, if required. 


Deliveries geared to your production requirements, 


PHELPS DODGE COPPER PRODUCTS 


CORPORATION 


First for lh Calin, ((ulbily 
from A id line oO / Nfurki,/ 





SALES OFFICES: Atlanto, Birminghom, Ala., Cambridge, Mass., Charlotte, Chicago, Cincinnati, Cleveland, Dallas, Detroit, Fort Wayne, 
Greensboro, N. C., Houston, Jacksonville, Kansas City, Mo., Los Angeles, Memphis, Milwaukee, Minneapolis, New Orleans, New York, 
Philadelphia, Pittsburgh, Portland, Ore., Richmond, Rochester, N. Y., San Francisco, St. Louis, Seattle, Washington, D.C. 
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Industry Developments 


Appliance Manufacturers Discover 


Chemical Milling 





A NEW production technique 
that has just begun to find its way 
into the appliance field is chemical 
milling. The reason that appli- 
ance manufacturers only now 
realize the full potentialities of 
chemical milling is that the tech- 
nique was originally developed for 
the aircraft industry. Hence, many 
manufacturers assumed that its 
uses were limited to the produc- 
tion of aircraft parts. Recent de- 
velopments at United States 
Chemical Milling Corporation, 
Manhattan Beach, California, have 
pointed out the technique is ap- 
plicable to a wide variety of con- 
sumer items. 

This is a mass production tech- 
nique in which thousands of parts 
can be milled simultaneously, 
whereas a machine tool can pro- 
duce only one part at a time. 
Where milling machines are 
limited to relatively flat surfaces, 
chemical milling can be used on 
any complex contoured surface. 

Frequently forged or cast parts 
are used wherever a high strength 
is needed. Examples of these are 
motor enclosures, business ma- 
chine and typewriter housings 
and sewing machine bases. The 
parts are often heavier than de- 
sired because the forming opera- 
tion sometimes determines the 
thicknesses that must be used. 
Considerable weight reductions 
can be accomplished by chemical 
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milling either the overall part or 
certain non-critical areas. 

Forming of thin metal parts is 
another application of chemical 
milling. The thickness of the parts 
is generally limited to .015 inch. 
Photographic, screen or offset 
printing techniques can be used 
to apply a maskant in the form of 
the part at USCM. The maskant 
then restricts the chemical action 
to the exposed areas. After mask- 
ing, the metal sheets are placed 
into a chemical milling solution 
for a required length of time. The 
parts are etched out of the sheet 
stock. 

The advantages of this tech- 
nique are that expensive dies or 
presses are not required; compli- 
cated shapes that cannot be 
stamped are produced and very 
close tolerances are held. Another 
advantage worthy of note is that 
the milling is usually done after 
the parts are formed. This means 
that no time or money is lost in 
needlessly milling parts that are 
defective. 

Applications of the technique 
are claimed to be unlimited, rang- 
ing from the forming of parts to 
the creation of decorative finishes. 
New applications are being un- 
covered constantly by research at 
United States Chemical Milling 
Corporation. These are expected 
to lead to a broadening of the art 
in the appliance industry. 





Very light cuts give a textured ap- 
pearance (Figure 2), while deeper 
cuts give a three dimensional effect 
(Figure 3). 














a 





Small linkages and levers are 
chemically milled out of thin metal 
sheet. Finishes are permanent. 
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Plastic and Metal Frame 
Glasses These new open-type safety glasses 


give your workers all the features 
they want most...smart styling plus on-the-job utility. 
Long-wearing plastic and metal frame makes them an eco- 
nomical safety equipment choice because lenses can be 
replaced separately. All-in-one plastic section does dou- 
ble duty as lens rim and Comfort Bridge pad. Provides full 
closure at nose section and is unaffected by skin oils and 
cleaning agents. 


In 2 Sizes ¢ 46 x 39mm (No. 326) 
48 x 41mm (No. 328) 


Shape of Lens « F-7 in clear and anti-glare safety glass 
and clear Cescolite plastic 


4 Bridge Sizes « 20, 22,24 and 26 mm 








Pe ere Plastic and Metal Frame Glasses with 
ae kas ot aes Side Shields 
head and eye pro- The No. 336 plastic and 


fective equipment. metal frame glasses offer 
There's a CESCO dis- the same outstanding fea- 


tributor located in tures as the glasses de- 
most major cities scribed above plus wire 

coast-to-coast. mesh side shields. Avail- 
able in 2 sizes: 46x 39mm 


= and 48x4lmm. 
ae 
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or welded 








Uniform, dependable, accurately made Edgewater Rings 
are furnished in a wide variety of cross-section shapes, 
and in diameters from 5 to 145 inches. They meet the 
most critical specifications and standards of quality. 
Representative applications include bearing races, jet 


engine parts, parts for missiles and rockets, gears, grinde 
ing rings. 


Edgewater Steel Company 


P.O. Box 478 « PITTSBURGH 30, PENNA. 
For More Information Write No. 270 on Inquiry Card—Page 32 
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Fred W. Segerstrom has been 
named general sales manager of the 
industrial division of the L. O. F 
Glass Fibers Company, Toledo, 





Fred W. Segerstrom 


Ohio. Prior to his appointment, 
Mr. Segerstrom had been general 
sales manager of the company’s 
general products division. 


Ward Leonard Electric Co., 
Mount Vernon, N. Y., has an- 
nounced the appointment of 
Martin-Rettger, Inc., Cleveland, 
Heights, Ohio as its sales repre- 
sentative for northern Ohio. Mr. 
H. C. Martin and Mr. W. V. 
Rettger were formerly associated 
with Ambos-Jones Co., the repre- 
sentative for the past forty years. 
Mr. O. N. Jones, co-founder of 
Ambos Jones Co., has announced 
his retirement. 


De Laval Separator Comparty, 
Poughkeepsie, New York, has an- 
nounced the appointment of 
George G. Teren, Jr., to district 
office manager of the newly 
opened district office at 121 
Coulter Avenue, Ardmore, Penn- 
sylvania. 


Boston Woven Hose & Rubber 
Company, Division of American 
Biltrite Company, Inc., Boston, 
Massachusetts, has named Fred- 
erick W. Brennion district man- 
ager of sales. His district includes 
the states of Maine, New Hamp- 
shire, Vermont, and portions of 
Massachusetts and New York 
state. 
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been 


Roy J. 


named 


Anderson has 
manager of the Chicago 
sales district by World Bestos, 
New Castle, Indiana. From his 
Chicago headquarters, Mr. Ander- 
son will handle sales of the com- 
pany’s brake lining and industrial 
friction materials to the original 
equipment market. His territory 
will include the Midwest as far 
as Kansas City. 


Entis Associates have announced 
the opening of their office at 11 
Babcock Street, Brookline, 
Massachusetts. The company now 
has three representatives engaged 
in selling electronic components 
to industries in the New England 
area. 


Fred Y. Walters, Jr., has been 
appointed manager of F. J. Stokes 
Company of Canada, Ltd., a sub- 
sidiary of F. J. Stokes Corpora- 
tion, Philadelphia. Headquarters 
of the Canadian company are at 
27 Wellington Street, East, 
Toronto 


The Dow Chemical Company, 
Midland, Michigan, has promoted 
R. P. Lane from magnesium sales- 
man in Wichita, Kansas, to 
tant to the wrought products sales 


assIs- 


manager. Mr. Lane, who'll be 
headquartered in Midland, will 
supervise sales of magnesium 


for 


plate and 
military use. 


sheet, extrusions 


R. G. Brodersen has been ap- 
pointed district manager in the 
East South Central trading area 
for Morse Twist Drill & Machine 


J.J. McCoy’ R. G. Brodersen 


Company. Mr. Brodersen has 
moved his headquarters to Nash- 
ville, Tennessee. J. J. McCoy has 
been named sales representative 
to assist Mr. Brodersen in and 
around the Cincinnati area. 
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Ba0 Piggy Back is long 
on convenience! ; 


TO 22 STATES 
and the District of Columbia 


NEW JER 
SE 
MARYLAND 


COLUmBig 













































@ TOFCEE service areas, 
‘handling facilities and 
trailer types constantly 
meet more shipping needs. 
For quick dispatch of 
trailer freight, with prompt 
arrival and dependable 
reporting-in-transit, route 
via B&O TOFCEE Service. 










George E. Dove, Manager Railroad Trailer Service 
Baltimore 1, Md. Phone LExington 9-0400 


B.O 
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It’s the 

the newest of hoists... the first truly 
heavy-duty version of the small 
electric hoist. 


lodsilan offers 


you features and performance never 
before available in a small 
electric hoist. 


lodsitan is priced 


surprisingly low because of its 
more efficient design and 
automated production. 


a 
HERE’S A HOIST 
YOU REALLY 


CAN’T AFFORD 
TO OVERLOOK 
WHEN BUYING 








THOUSANDS ALREADY IN USE 






CAPACITIES from \% to 1 ton. 
Single and 3 phase. 4 ton size 
weighs only 51 Ibs. 


TYPICAL FEATURES 


@ Push Button Control 
@ Lifetime Lubrication 
@ Self-Adjusting Heavy Duty Brake 


@ Exclusive Regenerative Electrical 
Braking 


@ Overload Protection 

@ Fully Enclosed Protected Components 
@ Lowest Headroom 

@ “CM-Alloy” Flexible Link Chain 


ONLY 
$161.45 


and up 






WRITE US or call your CM 
Distributor for catalog, prices and 
quick delivery from stock. 


CHISHOLM-MOORE HOIST DIVISION 
Columbus McKinnon Chain Corporation 
Tonawanda, New York 
REGIONAL OFFICES: NEW YORK e CHICAGO e CLEVELAND a 
ln Canada: McKinnon Columbus Chain Limited, St. Catharines, Ontario 


HOISTS AND CHAIN 
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Plant Maintenance and 
Engineering Show 





Ten thousand products valued 
at more than $7 million were 
shown to approximately 20,000 
visitors from 30 countries at this 
year’s Plant Maintenance & En- 
gineering Show, held at the In- 
ternational Amphitheatre, Chica- 
go, Ill. Some 450 companies con- 
ducted exhibits. 

' The exhibits this year empha- 
sized the growing trend toward 
making maintenance more auto- 
matic. With use of automatic pro- 
duction machinery increasing, the 
need is growing for machinery 
which has lifetime maintenance 
built directly into it, or automatic 








Giving birth to a hot idea? Need plastic 
parts right on time? Come to Chicago 
Molded for fast deliveries . . . every time! 
You'll find unbeatable facilities for all types 
of moldings—tiny or the world’s biggest—in 
any quantity! Also engineers and designers 
—with the skill of 38 years’ experience—to 
help you eliminate costly frills. So for fast, 
reliable deliveries—just call: 


CHICAGO MOLDED 
PRODUCTS CORPORATION 
1025 WN. Kelmar Ave., Chicage 51, Ill. 
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controls which perform the main- 
tenance function. 

Special roundtable sessions were 
held to discuss special problems 
of the metal-working, petroleum, 
chemical, food-processing, and 
steel industries. Sixty-six speak- 
ers, chairmen, and _ roundtable 
leaders headed up the sessions. 


AMA Plans Special 
Conference on Purchasing 


The dollar-and-cents phases of 
the purchasing agent’s job will be 
underlined at a special conference 
on Cost Reduction Through Effec- 
tive Purchasing and, Materials 
Management that the American 
Management Association’s Manu- 
facturing Division will hold in 
Chicago at the Palmer House, 
March 31-April 2 for some 400 
registrants. It will be AMA’s first 
large-scale meeting for purchas- 
ing men, although the association 
has been holding small-group 
seminars on purchasing subjects 
lor years. 

Speakers will suggest specific 
purchasing and materials man- 
agement techniques to save money 
and reduce costs. Two half-day 
sessions will be devoted to small- 
group discussions for exchange of 
experience and cooperative prob- 
lem-solving of registrants’ own 
problems. 

The top-management view will 
be presented at the opening ses- 
sion. Speakers will take up the re- 
lation of purchasing to company 
profitability and the scope of the 
modern purchasing function, in- 
cluding its responsibility for ma- 
terials management. 

Half a day will be devoted to 
cost reduction techniques. Value 
analysis as a tool of purchasing 
management, methods of making 
make or buying decisions, and the 
use of commodity research in pur- 
chasing will be explained. 

Relations between vendors and 
vendees will be explored at an- 
other session. Purchasing execu- 
tives will summarize the dollars- 
and-cents aspects of vendor-ven- 
dee relations and suggests some 
guideposts to use in selection of 
vendors, 

An afternoon will be devoted to 
problems of organization and ad- 
ministration. Speakers will tell 

(Please turn to page 170) 
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Above is the alchemists’ 
symbol for glass, 

a formula ingredient 

in medieval attempts 

to make gold. 

Below is another symbol. 
It's Lancaster's emblem 
for design flexibility 
—a modern way to help 
you make gold from glass. 
Lancaster custom-designed 
glass parts add durable 
good looks, increase 
sales for your products. 
Write for booklet, 
“Glass—To Brighten 
Your Product's Future." 
Lancaster Glass 
Corporation, 
Lancaster 4, Ohio 
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Here’s a job that calls for rugged power and dependable gearing 
— pulling fourteen 75-ton railroad cars along a straight track, up 
a 1% grade, at a speed of 40 ft. per minute. 

Webster Manufacturing, Inc., Tiffin, Ohio, easily solved this 
problem with the construction of a 50 HP Webster Car Mover. 
As part of this unit, Webster selected a Horsburgh & Scott Helical 
Gear Speed Reducer because it provided the necessary stamina for 
this high-torque job . . . unusually heavy bearings to withstand 
the greater overhung loads incident to car-puller operation. 

From the same source — Horsburgh & 
Scott — Webster obtains the necessary 
extra heavy machine cut spur gears that 
drive the cable drum. 

Seventy years of experience prove that 
rugged construction and ample overload 
capacity of H & S products assure trou- 
ble-free service and operating economy. 
Send us your requirements or contact 
your nearby H & S representative for 
prompt recommendations. 





THE /HORSBURGH & SCOTT @. 


GEARS AND SPEED REDUCERS 
5112 Hamilton Avenue 
Cleveland 14, Ohio 
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(Continued from page 169) 


how to organize the purchasing 
group, how to set up the purchas- 
ing function in a small company, 
and how to merchandise procure- 
ment. 

An economist will review busi- 
ness conditions and price trends 
and their impact on purchasing 
programs. A panel of purchasing 
executives will discuss the per- 
sonnel qualifications required for 
the job. . 

Among the prominent purchas- 
ing personalities who will parti- 
cipate are: Vincent deP. Goubeau, 
vice-president of RCA; Richard 
B. Foster, director of procurement 
for the aeronautical division of 
Minneapolis-Honeywell; Gailon C. 
Fordyce, assistant director of pur- 
chases, American Cyanamid; 
George F. Burley, vice-president, 
Crane Co.; Charles Adams, man- 
ager of purchasing services, Gen- 
eral Electric; Dwight Brooks, ad- 
ministrative assistant-central pur- 
chasing, Burroughs Corp.; George 
Fadler, director of purchases, 
Westinghouse; and Paul V. Far- 
rell, editor, PURCHASING Magazine. 


Memphis P.A.’s Sponsor 
Purchasing Course 


A course in industrial purchas- 
ing is being conducted this year 
under joint sponsorship of the 
Memphis Association of Purchas- 
ing Agents and the University of 
Tennessee Extension Division. 
Tuition for the eleven weeks 
course is $18. 

The course is being taught by 
I. G. Johnson, purchasing agent 
for’ J. Strickland and Co., and edu- 
cation committee chairman for the 
Memphis Association of Purchas- 
ing Agents. The text used is “Pro- 
curement Principles and Cases” 
by Howard T. Lewis. The course 
was instituted largely through the 
efforts of the association and the 
education committee, headed by 
I. G. Johnson. 
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NEW 


WESTINGHOUSE CONTROL CATALOG 
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LETS YOU SELECT, SPECIFY AND ORDER 








The numbering system of this new catalog makes it easy to specify and order any Westing- 
house control product. Wiring diagrams, dimensions, identification, weight and pricing for 
each product are all clearly organized on single pages for each product. 

Selection is easy, too. All you need is such standard information as system voltage, 
motor size and control enclosure. Turn to the indexed page and there’s the information 
ready to write on one line of your order form. Add the quantity and your order is complete. 

It’s part three of the Westinghouse campaign to give you: industry’s finest, most com- 
plete line of control products—/fast delivery service—and now, simplified one-page ordering. 
For additional information on this new Westinghouse Control For Motors catalog, contact 
your nearby Westinghouse sales office or distributor. J-30290 





You CAN BE SURE...iF i's Westi nghouse 











ag oe 


12 tips resistors 





Unusually versatile Vitrohm® resistor 
line simplifies design problems 


Did you know that high reliability Vitrohm Resistors can 
take on more than 11 styles to fit almost every design re- 
quirement? All have outstanding Ward Leonard quality 
that protects your reputation as an equipment designer. 

1 FIXED Vitrohm tubulars come in 5-to-200 watt sizes. 
2 AXIOHM, standard in 3, 5, or 10 watts, with axial leads 
is ideal for compact electronic gear. 3 ADJUSTOHMS make 
it easy to get the right voltage, bleeder or bias current. 

4 NON-INDUCTIVE Vitrohm tubulars, up to 160 watts 
in stock sizes. Famous flatted sides and ‘Ayrton-Perry’ wind- 
ing keeps down inductance and capacitance. § DISCOHMS, 
at 24 watts, feature extra compact mounting and 6 
PLAQOHMS, sizes to 150 watts, are also non-inductive. 7 
STRIPOHMS, from 20 to 75 watts, are another way to save 
space—easy to stack mount. 8 RIBFLEX resistors (made to 
order), up to 550 watts, take terrific momentary overloads. 

9 FERRULE TERMINAL resistors (made to order) feature 
fuse-clip-type mounting. 10 SCREW BASE resistors (also 
made to order) permit ready change of resistance values. 
11 BRACKET TERMINAL resistors have leads silver-brazed 
to mounting brackets. Mounting completes electrical cir- 
cuit. 12 MIL-R-26C Vitrohm Resistors available in all styles 
—sizes—characteristics and resistance values listed in spec. 

Write for 64-page Catalog 15 today. Ward Leonard Elec- 
tric Co., 50 South Street, Mount Vernon, N. Y. (In Canada: 
Ward Leonard of Canada, Ltd., Toronto.) ; 8.2 


LIVE BETTER... E/ectrically 


WARD LEONARD ELECTRIC CO. 
|: Dla 2 nguntared Corliols Since 1892 


RE R RHE ry RELAYS 
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For dependable service and fast delivery, 


choose GENERAL 


low-cost, unground ball bearings 
and bearing assemblies. 

GENERAL BEARING CO., INC., 41 ROSELLE ST., MINEOLA, N.Y. 
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Cronkite Addresses 
Pittsburgh P.A.’s 


Walter Cronkite, one of the na- 
tion’s outstanding television news 
commentators, spoke to the Pur- 
chasing Agents Association of 
Pittsburgh on the subject “Amer- 
ica—A Real Enigma.” ; 

Mr. Cronkite is best known to 
millions -of Americans as_ the 
“anchor man” for CBS coverage 
of the 1952 and 1956 political con- 
ventions and presidential elec- 
tions. His career in journalism in- 
cluded assignments as a World 
War II combat correspondent, 
chief correspondent in Moscow for 
United Press, and Washington 
news coverage for a group of 
‘ radio stations. 

At an earlier meeting of the 
association, Mr. J. K. Beeson and 
Mr. Allison R. Maxwell, Jr. spoke 
on “What Management Expects of 
Purchasing.” Mr. Beeson, presi- 
dent of Pittsburgh Gage & Supply 
Co., and Mr. Maxwell, president 
of Pittsburgh Steel Co., are well 
qualified to speak on the subject. 


Central Michigan Hears 
Professors 


“Outlook for 1958” was the 
theme of a recent meeting of the 
Purchasing Agents Association of 
Central Michigan. Three profes- 
sors from Michigan State Univer- 
sity gave the group top flight in- 
formation on the business outlook 
for 1958. 

Dr. John Hoagland, moderator 
of the program, is a labor and in- 
dustrial relations expert. Assist- 
ing him: were Dr. Traywick, as- 
sistant dean of the College of 
Business and Public Service, and 
Dr. Cromarty, department of agri- 
culture economics. A question 
and answer period followed the 
address. 

It was announced at the meet- 
ing that F. M. Neil, Union Steel 
Products Co., Albion, Michigan, 
had been appointed to the chair- 
manship of District #4 on the 
National Committee of Standard- 
ization by National Chairman 
H. E. Cross. 
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A short design course guaranteed to save a lot of grief—and money! 


You could memorize these and thousands more de- 
sign tips on the best use of rivets—but don’t! Much 
simpler to call on Milford for the right answers to all 
your riveting design and application problems. Saves 
time and money, too. Full-tubular, semi-tubular, 
split, cutlery, decorative—Milford makes them all 
from any metal or alloy that can be cold-formed, 
then adds a wide variety of platings and finishes. 


To improve product appearance and strength 
... totake full advantage of automatic assembly 
... to cut delivery time and production costs 
—get in touch with Milford first! 







MILFORD 


THE MILFORD RIVET 


& MACHINE CoO. 


MILFORD, CONNECTICUT @ HATBORO, PENNSYLVANIA 
ELYRIA, OHIO @ AURORA, ILLINOIS @ NORWALK, CALIF, 
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We'll make it from 


ALUMINUM! 


ANI | 
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boxes, pallets, 


Welded pipe 


tanks. Process equipment 


Farm gates Fioats 


Let Alcoa’s Jobbing Division bid on your 
complex or long-run jobs in fabricated alu- 
minum. We have the men, the machines, 
the technical know-how PLUS the help of 
Alcoa’s giant research facilities. Call your 
Alcoa sales office for more information on 
Alcoa’s Jobbing Division. 


Describes equipment of 
Aleoa’s Jobbing Division. 
Shows kinds of jobs han- 


FREE BOOK! 
dled. 16 pages, easy read- 


sy ing, many pictures. Circle 


yg Se taciecabedl the inquiry card or write: 
Aluminum Company of 
America, 1949-C Alcoa 


a Building, Pittsburgh 19, Pa. 


¥ ALCOA ©) 








ms 
ge 


Re ~—) ee 
ic) F Excitin 5 Adventure > ...... eon 
1 Alternate Monday Evenings laid 


“ALCOA THEATRE” 
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| PRODUCTS 


Runs 
without 
oil — 


Model 3040 Oil- 
fess Air Pump. 
Vac. to 20”, 
pressure to 10 





p.s.i. To 24 
c.f.m., Y% to 
iY, h.p. 


Oil-free air blast with carbon-vane 


GAST «.: AIR PUMPS 


Need compressed air that’s absolutely free of oil 


Other must ? A Gast Oil-less Air Pump may be your 
Oil-less answer! Air flow can’t contain oil vapor, because 
on d | no oil is used 

odeis 


You also eliminate lubrication problems when 
vacuum or pressure pump is mounted in a hard- 
to-service location. 


Built in six 
smaller sizes, 


some with inte- Four carbon 


vanes lubricate themselves. Ball 
bearings are grease-sealed for life and separated 
from pump chamber by a ventilated space. Built 
in 7 models. 

Write for Oil-less Bulletins 152A and VP-356. 
GAST MANUFACTURING CORP., P.O. Box 


117-X, Benton Harbor, Michigan 


gral motors — 
Vir to Ys hop. 


See Catalog 
in Sweet's 
Design File 


@ AIR MOTORS TO 7 HP 
@ COMPRESSORS TO 30 PS. 
@ VACUUM PUMPS TO 28 IN 


ROTARY 


“Air may be your answer!" 





For More 


Information Write No. 281 on Inquiry Card—Page 32 











Weight 
29,500 lbs. 


as @ 5 On Bed | 
CASTINGS 


Write or phone Casting Sales Dept. 
CHAMBERSBURG ENGINEERING CO. 
561 Derbyshire St., Chambersburg, Pa. 

Phone COlony 4-7151 

For More Information Write No. 282 on Inquiry Card—Page 32 
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Applications Unlimited 
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VIBRATING It pays... 


| PACKERS! s many WAYS... 
sabia adil acai 0 use 


contained, low cost units for 
fast, uniform settling of bulk 


materials and smal] parts in 
cartons, boxes, bags, drums 
etc. They make it possible to = 
pack more material! in sma! 
ler containers. Also used in » 
“ vibration testing. Easily in 

_ _° stalled in production and FORMED WIRE 
<—\ 1 . yw packaging lines or spot loca 
. - ee Soe tions. Standard and custom 

| | models. Write for AJAX 

= iN — | Bulletin 63. 

. 

Put Your Packing Problems up to AJAX 


FLEXIBLE Almost Infinite Variety—we hove 
a in toe WESTFIELD N Y the facilities to make almost all kinds 
ice teil of formed wires—and we'll make them 

Representatives in Principal Cities from your blueprint, sketch or sample. 





Next time you need any formed wires 
—fast—call on CFal-Wickwire. 


Design Service Available—to de- 
For More Information Write No. 283 on Inquiry Card—Page 32 velop new forms especially adapted 
to your product. 





Single Source of Supply, Fast De- 
. livery—you get these bonuses when 
otally Enclosee , ° ° 
Fen Cooled you order from CFa&l-Wickwire. Skilled 
craftsmen and large facilities enable 
—— us to meet your formed wire needs, 
efficiently and promptly. 





You'll find it pays to fill your formed 
wire needs at CF&al-Wickwire and, at 
the same time, we can meet all your 
requirements for springs, too. Call our 


Custom Built “— But nearest sales office for complete details. 
e 


NOT Custom Priced! (Fl WICKWIRE SPRINGS 


AND FORMED WIRES 


PRODUCT OF WICKWIRE SPENCER STEEL DIVISION 
THE COLORADO FUEL AND IRON CORPORATION 


Type TEFC 
Polyphase 





Here is the most successful development in Air Cooled 
Motors. Reduces friction 75% —cuts power costs. 
Handles any power load emergency without damage 
to motor. Always cool running for continuous service 
“i : A 
in high temperatures. Squirrel Te induction, high THE COLORADO FUEL AND IRON CORPORATION— 
torque, low starting current. Fully ball bearing and Denver and Ocklond + WICKWIRE SPENCER STEEL 
quiet running too. DIVISION—Ationto + Boston + Buffalo * Chicago 
Detroit + New Orleans * New York * Philadelphio 
CF&al OFFICES IN CANADA: Montreal! * Toronto 





Yes, Electric POWER 
at its Money-Saving 
BEST — by VALLEY 


WRITE FOR DESCRIPTIVE LITERATURE 








@ Other Models 


ees VALLEY 
Torque, constant speed, con- 


tinuous duty, squirrel cage 


a ELECTRIC CORPORATION 
iam MaMmeeE © 8721 Forest Park Blvd + St Lows 8, Mo 
‘induction run, continuous 








= es air. igre 





For More Information Write No. 284 on Inquiry Card—Page 32 For More Information Write No. 285 on Inquiry Card—Page 32 
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Letters To The Editor 


THANK YOU 


The members of the N.E.P.A.A. 
appreciated very much the oppor- 
tunity of hearing Paul Farrell’s 
excellent address on “How 
Transportation Affects Purchas- 
ing Profits.” The way he and Dean 
Ammer passed parts of the pro- 
gram back and forth was master- 
ful and kept everyone alert. 


We thank you sincerely for giv- 
ing of your personal time and 
energy to bring us such a fine 
message. 

E. P. Emerson 

Secretary 

New England Purchasing 

Agents Association 


TECHNOLOGY FOR P.A.’s 


I have just completed reading 
your February 3rd issue of Pur- 
chasing Magazine. I cannot resist 
commenting faverably on your 
new series of articles written by 
T. C. Du Mond. 


It is evident that this gentleman 
is aware of the necessity of con- 
densing the various factors in se- 
lecting correct materials in pro- 
curing fabricated parts. We need 
more information on this subject 
along with the same kind of 
thinking on other commodities. 


I have published for immediate 
use the Selection Factors for 
Metal Form, shown on page 175. 
Under Direct Labor I did notice 





a duplication of Powder Metal 
Parts listed as item +1, and again 
under item #11. I believe the 
omission was Screw Machine 
Parts under item #11. 


Thanks for your assistance. I am 
looking forward to more articles 
similar to that written by Mr. T. 
C. Du Mond. 


Harold O. Carlson 

Manager of Purchasing 
Home Laundry Department 
Hotpoint Company 

Chicago, Illinois 


e We are happy that you are 
finding the Du Mond articles use- 
ful. The response to this series 
has been extremely gratifying. 
Thank you for the correction on 
the chart, which we are verifying 
with Mr. Du Mond. 


WHO CHECKS INVOICES 


I read an article in January lst 
bulletin of the National Associa- 
tion of Purchasing Agents written 
by you and the very first para- 
graph interested me very much 
since what was stated was practi- 
cally the system that we use on 
the handling of receiving reports 
and invoices. 

We, of course, are not a tre- 
mendously large company but we 
do process and handle approxi- 
mately 2500 invoices per month 
and write approximately 1500 
orders per month for different 
locations. Since in your first para- 
graph you state that it is frustrat- 








Vendor Value Award 


We have been receiving a steady flow of inquiries concern- 
ing Vendor Value Award certificates. These were offered 
without cost to purchasing agents wishing to present them 
to suppliers who have provided outstanding help in cost re- 
duction programs. The certificates were first offered in our 
May, 1957 issue (see page 56). The offer was repeated in 
our October issue (see page 78). 
shown, we will make another special printing of these Ven- 
dor Value Awards on the same special parchment, suitable 
for framing. Selected vendor’s name and your company 
name will be hand-lettered. Address your requests and in- 
quiries to Editorial Department, Purchasing Magazine, 205 
E. 42nd St., New York 17, N. Y. 


If sufficient interest is 
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ing for a company auditor to run 
into the condition where a pur- 
chasing department handles the 
receiving reports and checks the 
invoices covering its own pur- 
chases, we wonder what system 
is more desirable and if such a 
system has been put down into 
writing where it could be passed | 
on to us so we could look it over 
and see if it would be in line with 
what we could work out in our 
department satisfactorily without 
additional cost. 

J. W. Rettew 

Purchasing Agent 

Ameratron Company 

Aberdeen, North Carolina 


e It is by no means uncommon 
in many industries for the pur- 
chasing department to handle in- 
voices and receiving reports. A 
lot of companies do have invoices 
mailed directly to their accounts 
payable department. Then ac- 
counts payable matches the in- 
voice against their copy of the re- 
ceiving report and the purchase 
order. If the purchase order 
doesn’t agree, accounting contacts 
purchasing and asks them to ap- 
prove the invoice. Purchasing 
then compares the purchase order 
with the invoice and either ap- 
proves or disapproves any dis- 
crepancies. Look for an article on 
this in the near future. 


REPRINTS 


From time to time we make 
available to our distributor sales 
organization reprints of business 
and trade publication articles and 
case histories concerning the use 
of A. B. Dick products. 

We feel the article “One Little 
Form Does Two Big Jobs,” 
which appeared in the October, 
1957 issue of your publication, 
would be a good one to reprint 
for this purpose. May we have 
your permission to reprint this 
article? Full credit will be given 
your publication. 

Peter J. Gariti 
Sales Promotion 
Representative 
A.B. Dick Company 
Chicago, Illinois 
© Permission granted. 
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on Inquiry Card—Page 32 -> 
PURCHASING 





Your SINGLE-SOURCE for non-ferrous metals. Federated brass, bronze, alumi- 
num, zinc, lead, solder, babbitts, plating materials, galvanic anodes, lead products. All rigidly con- 
trolled in production through processes developed by Asarco’s Central Research Laboratory to 
guarantee complete and strict adherence to specifications, order after order. All promptly avail- 
able dunedh 21 sales offices, 11 plants, a network of strategically located stock points. All backed 
by a sales engineer force with long and thorough experience in non-ferrous application. Concentrate 
all your non-ferrous purchases with Federated Metals Division of American Smelting and Refining 


Co., 120 Broadway, New York 5. In Canada: Federated Metals Canada, Ltd., Toronto and Montreal. 


FEDERATED METALS DIVISION OF 
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First 
Inside 
Pictures 


OF REVOLUTIONARY 
BEARING PLANT 
THAT HAS 

HELD DOWN 
BEARING COSTS 









= 


1. Here’s where the Timken” tapered roller bearings are made that have saved the automotive 
industry up to 16% in bearing costs. For the past five years this unique plant in Bucyrus, 
Ohio, has kept bearing prices down in the face of rising costs. And the revolutionary, high- 
speed production techniques used in Bucyrus promise still more savings as more industries 
standardize on the Timken bearings made in this revolutionary plant. 








- - 





3. Bigger Benefits of these modern pro- 
duction techniques are still to come as 
ings manufactured in this new plant.Over more of these bearings are used. The more _ for capacity-packed lower-cost bearings. 
$1 million last year in front wheels alone. bearings we produce in our revolutionary, They keep inflation out of bearing costs 
Other users of small size tapered roller highly mechanized plant, the better we can _in bore sizes from '%¢” to 2%”. 


2. Auto makers saved automatically 
when they standardized on Timken bear- 


4. Mated to industry's needs. These 
Timken bearings meet industry's need 







bearings can realize similar savings. keep your bearing costs down. 





% — —_ . How standardization has held down the 
: — cost of Timken bearings for passenger cars 


Bose ~ October, 195 









Timken. bearing price index 
eee Timken Company labor cost index 
== !ron and steel prices* 

, «+++ Metal and metal products* 
S =—_— Passenger cars” : 


£17 *BLS wholesale prices 





5. Standardization breeds savings. See in the graph (right) how 


Timken bearings have held the line against the automotive indus- ies Be ai ee 
._* ome . . . 5 1952 1953 195 1955 956 
try’s rising costs. This industry's standardization on the bearing 


TOTAL VEMICLE COST OF PINION DIFFERENTIAL REAR WHEEL AND FRONT WHEEL StAtINGS 








sizes made by new production techniques made it possible. 





Increased use of our high-speed production will make it pay off Meeting the big change in industry with the big change in bearings 
even more. So switch to Timken bearings made by mechaniza- 

tion. Call your local Timken bearing engineer today and get his TAPERED 
help in redesigning your bearing applications. The Timken ROLLER 


Roller Bearing Company, Canton 6, Ohio. Canadian plant: St. 


Thomas, Ontario. Cable: ‘““TIMROSCO”, BEARINGS 





Economical | 


..- big quality money saver i 


.. good-will builder in the washroom 








Fort Howard Paper Company 


Green Bay, Wisconsin 
America's most complete line of paper towels, tissues and napkins mers j ©@ a 4 @| <2 _— 
+ ne 








A typical problem solved by 








NEW BRASS 


Ke 


. , 
ee’ 


NG COST 
: Yl “Sex: f Sy <"’ , 


also gives you clean, easy drawing and forming, plus 


lugher physical properties — Formbrite. Superfine-Grain 
: pan pro] : | 


Drawing Brass by Anaconda 


: 
Po . 
~~ 
a ow ~ Se 
‘ 3 


- 


AIRGUIDE $ Iistrument ¢ Chicac ct ter fini 

‘ ther omastroupvent it OO Owe t «it vitched tron 
to bornilbrite 
lently Driscoll & Co thove ) pol es the be 





FISHING LURES made by Williams Gold Refining Co., Ine 
“Wabler top and Weedlet below ire polished for platin 
by tumblin Switching from ordinary yellow bra t Form 
brite cut costs more than 40 


\W herever 


formed or drawn products Formbrite in sheet and 


finishing IS an Important cost ftactor in 


strip is designed to save you money. In brass wire 


alloys for cold-heading and upsetting, it gives a 


stronge! springier, more abrasion-resistant product. 
For more detailed information, write for Publication 
B-39. Address: The American Brass ¢ ompany, Water 
bury 20, Conn. In Canada: Anaconda American Brass 


L.td., New Toronto, Ont 
«-For More Information Write No. 288 on Inquiry Card—Page 32 








MARSH Instrument Co 




















els tor its fame 


linary drawing bras 


BAROMETER in Chippendale tvle 


Mavtair is one of the broad line of 


ind forms excel brass-trimmed instrument made for 


hore ‘and marine se by Airc ile 





Skokie, Ill dropped t finishing opera 


with a light buff, by using Form 
brite Marsh re ports that finishing cost was cut 40 ind that 
formain 1 excellent 


FORMBRITE 


SUPERFINE-GRAIN DRAWING BRASS 


a product of 


tion and gets a “mirror finish 


® 


Made by The American Brass Company 
For More Information Write No. 152 on Inquiry Card—Page 32 
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A typical problem solved by 
Behr-Manning “Abrasive Tech’ methods 





Cutting the cost of finishing 77% is typical of results that can be achieved in “Abrasi' 
ods Rooms. In this case, the manufacturer uses an Openkote Garnet Cloth 100-J belt, with a 
rubber contact wheel, to sand this golf-club head and neck. The same type of belt is then used \ 
rometer, 8-in. wheel to remove scratches fromthe aluminum sole plate and polish it. Finishing costs hay ved from 

41% cents per head to 1 cent. Maybe your productian can benefit similarly from Behr-Manning technical service. 


Very often a Behr-Manning methods engineer can provide a helping hand with different 
finishing problems. Just call the nearest Behr-Manning office for a date. There-are 17 
well-equipped “Abrasive Tech” Methods Rooms, available for problem-solving, or helping 
finishers brush up on new techniques: Atlanta, Boston, Buffalo, Chicago, Cincinnati, 


Cleveland, Detroit, Grand Rapids, High Point, Indianapolis, Los Angeles, Teterboro, 
Camden, San Francisco, Seattle, St. Louis, and Brantford, Canada. Main office and plant: 
Troy, N. Y. For Export: Norton Behr-Man ning Overseas, Inc., Troy, N. Y., U.S.A. 


BEHR-MANNING CO. 


TROY, N.Y. 
A DIVISION OF NORTON COMPANY lk 
S@atsives 
BEHR-MANNING PRODUCTS: Coated Abrasives * Sharpening Stones « Pressure-Sensitive Tapes 
NORTON PRODUCTS: Abrasive e Grinding Whee 


| e Grinding Machines e Refractories 










